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On Christmas Day 
the World Grows Smaller 


While the war lasts, the world will seem a place of cruel distances, parting friend 
from friend and husband or son from family. ... 


But faster than the swiftest plane, the thoughts of a man fly homeward on Christmas 
Day ...and more clearly than on any television screen, we at home will see in our 
hearts the well-remembered faces of those we cannot greet in person. So for a day 
the world will grow smaller, while we who share a heritage of peace and promise — 
and the memory of tranquil celebrations at the hearthside — wish each other well. 


To our many loyal customers who have been so patient and 
understanding during these trying times: Within the limita 
= | \ tions imposed by existing restrictions and by our continuing 
role in the war effort, we again pledge you our best efforts 

ta 


to take care of your needs, fairly and equitably. And to you 
—and all the trade — we extend 


tie 


Best Wishes for Chrisimasand the NewYea 





are well made 
— fast selling — profitable 


Ask Your Wholesaler 


THE BEST OF ALL CHRISTMAS GIFTS IS A WAR BOND 


Osthy+ Barton G. scitinneaell 


MANUFACTURING JEWELERS Better Tomorrow { 
118 Richmond Street, Providence, R. I. 


Branches: New York, Chicago, Los Angeles 
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_ | FABRIC WATCH STRAPS 


that adjust themselves 
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-,,.to fit long watches... 





or Short watches ... now 
present for the first time 
a fabric watch strap that is 





-Note the unusual tapered 
«construction. 3/4" wide under 
‘the watch, but tapered to 
only 5/8" for the rest of its 
length. Never before accom- 
-plished in fabric straps. 


THE ONLY FABRIC STRAP 
MADE TO FIT WATCHES 
WITH 3/4 INCH LUGS 





a 
7 Hereisa comfortable, handsome and long- 
| wearing strap, actually four plies of highest 
B quality cloth, with the weight and strength 
i of leather. Finest workmanship, typical of 
© Kon-ite quality. Equipped with time-tried 
: Kon-ite molded “buckles and keepers. 
Order from your jobber. 
— #4 | vee 
| ese -* Marufactured-Only By -AlSAUER & CO., Cincinnati, Ohio 
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SPEAKING OF 








get on with this business 

of simplifying time, as _ pro- 
posed by the Ingersoll Division of 
Waterbury Clock Co. As we said 
lst month, Ingersoll’s plan meas- 
ures time by the decimal system. 
People could count out minutes and 
hours just as they count out dollars 
and cents. The new system divides 
each day into 20, instead of 24 






7 20 o'clock 


ALWAYS WEARS 














hours—each hour has 100 minutes, 
each minute 100 seconds. The new 
hour would be 12 minutes longer 
than the present hour (12 present 
type minutes, see?). 

Ever since the firm advertised its 
proposal in the New York Times, 
letters of praise or dispair have been 
pouring into its offices. 

Scientists in general are all en- 
thused. Geographers point out that 
the whole world would have to be 
remapped for 20 instead of 24 time 
snes. So what? asks  Inger- 
soll. The fact is, in many countries 
the decimal, or metric, system of 
Measurement is standard and the 
new system would make measure- 
ments of time and distance, etc., 
that much easier. Some mechanical 
engineers are interested ‘in the 
changes that would have to be made 
in all mathematical formulas deal- 
ing with revolutions per minute, 
miles per hour, and so on. 

The New Yorker magazine, al- 
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though not distressed over ‘the scien- 
tifie aspects of the proposed system, 
has its worries, too. The thought 
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JEWELRY 


of a cocktail at “16 minutes past 
14” shakes its editorial bones, and 
phrases like ‘“‘we’ll dance ’til it’s 
1:76 in the morning,” or “Hickory, 
dickory, dock, the mouse ran up 
the clock. The clock struck eighty- 
three minutes past 20 and down he 
ran, etc.” bowl it over. 

“All of which,” said one Ingersoll 
official, “if nothing else, is adding 
to the gaiety of the nation when 
gaiety is a somewhat remote thing.” 
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OT easily downed is_ the 
Ryerson jewelry store, St. 
Petersburg, Fla. After suffering a 
robbery which cost several hundred 
dollars worth of merchandise, in- 
cluding watches and clocks, the firm 








Is Your Name on This List? 


Next year, The Jewelers’ Circular-Key- 
stone is planning to mark the 75th anni- 
versary of its founding by a special anni- 
versary number. 

As one of the features of that issue, we 
want to publish a list of all of the jewelry 
establishments which were in business at the 
time that the paper was started in 1869. 
To obtain the necessary information we have 
to rely upon having it sent to us by those 
firms. 

A great many have already replied to 
previous notices of this sort and: will be 
included in this honor roll. We want to be 
sure, however, that the honor roll will be 
complete—that no one will be omitted 
whose name belongs on it. 

However, if you are one of these old 
concerns and have not notified us in re- 
sponse to previous invitations, will you 
please let us hear from you at once, stat- 
ing the year in which the business was 
started and the dates of any changes of 
name, ownership or location that have taken 
place in the meantime. 

Your cooperation is necessary to enable 
us to give you the recognition that is your 
due. Please be sure to let us hear. from 
you if you have not already done so. 
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came up smiling with the following 


ad: 


“Notice,” the ad read, “They - 


Couldn’t Resist Our Bargains. If 
the parties that robbed our store 
Tuesday night will -bring the mer- 
chandise back, we will gift wrap it 
for them free.” ; 


® 


ae UCH ADO .. .” sighs 

the British - published 
Watchmaker, Jeweller & Silversmith 
over the alarm clock situation in 
England. When an _ Englishman 
wants to buy an alarm clock he must 
be (a) a transportation worker, which 
means he’s first on the list of occu- 
pations allowed to purchase alarms, 
or (b) a _ postal worker, which 
means he gets in second place. Then 
he must (1) obtain a permit, (2) 
take it to the retailer who must, 
(3) sign it and take it to the sup- 
plier who then signs it and (4) 








hands over an alarm clock. The re- 
tailer then takes the alarm clock and 
(5) hands it to the buyer. 

Also about alarm clocks is this 
absolutely true (so help us!) story 
sent in by a reader. It seems that 
a Philadelphia newspaper ran a 
“for sale” ad-in its classified sec- 
tion, that offered an alarm clock, 
guaranteed, in practically new con- 
dition—somebody wanted to get rid 
of one, if you can tie that. There’s 
a catch to it, though. The price was 
$20. Not only that, but prospective 
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buyers were told to call Tuesdays 
only. 
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¢¢QC’HARES in America” are 
what Joe Gluck, diamond 
merchant of Seattle, Wash., has for 
sale—and he’s pretty good at selling 
them, too. Last year he sold more 
than $1 million worth of these 
“shares, as he calls U. S. War 
Bonds, and he has a personal letter 
from Secretary of the Treasury 
Henry Morgenthau, Jr., to prove it. 
Now he’s well along on his way to 
selling his second million. 
_ That first million, however, is what 
Joe Gluck has sold personally, by 
“pounding the pavements” in the 
super-salesman tradition. Actually, 
he’s been instrumental in selling $45 
‘million worth this past summer alone, 
Besides conducting his own personal 
sales campaign, Mr. Gluck acted as 
auctioneer during War Bond rallies 
in Seattle’s uptown Victory Square 
this summer. Now he’s opened a 
sales center downtown in Seattle’s 
version of New York’s Union 
Square, where he works on two 
projects—selling War Bonds and 
Stamps, and selling the American 
victory spirit to the crowds of work- 
ers that gather there. Several Seattle 
unions have cooperated with Mr. 
Gluck in putting on special anti- 
absenteeism programs. 







| JEWELRY 
WATCH REPAIRS 




















"Maybe it needs oiling!" 








Was Your Firm a "69er 


Next year will be the 75th anniversary 
of the publication of the first issue of The 
Jewelers’ Circular-Keystone. 

In connection with that 75th anniversary, 
we are planning to publish an honor roll of 
the jewelry establishments—retail, whole- 
sale, manufacturing or importing — which 
were in existence 75 years ago and are 
still operating today. 

Is yours one of them? If so, and if you 


have not already responded to previous- 


similar notices, will you please drop us a 
line, stating the year in which your con- 
cern was established and noting any changes 
in name or ownership that have been made 
since then. If it is owned by the family. of 
the original founder, please mention that 
fact. 

Your cooperation will enable us to give 
you proper recognition in this honorable ros- 
ter of old-established houses. 
us today if your name belongs on the list. 


ed 


“Where would I be in Germany?” 
says Mr. Gluck, who was born in 
Germany of Jewish parents. “Most 
likely in a concentration camp. I 
know that world I came from and 
the ruthless methods of its dic- 
tators.” 

What about his diamond busi- 
ness? Oh, that’s closed for the du- 
ration—after Pearl Harbor he de- 
cided to devote himself entirely to 
selling “Shares in America.” 


© © 


UDICROUS as it may seem, 
Hollanders. who have to fight 
and scheme to get a bit of bread 








Please write . 


"in precious stones as the only typ 























or a slice of meat are now rat 
on gems. A Hollander who 
to buy a ruby, sapphire, or emers 
must hand over certain ration y 
to get it. The Dutch aren’t 
tuting gems for now infinitely im 
precious food. and clothing, be 


they have been investing heayj 
of collateral now worth anythin, 
in occupied Holland. Because oi 
German tampering with the 
market, about the only thing a 
lander can do with his money f 
“safekeeping” until the Nazis » 
ousted from Holland is to buy gem 

The new rationing rule was pp 
into effect by Nazi Master Minds | 
force Dutch money into the Ge 
man-ruled Netherlands Bank, whej 
it will be swallowed up by Germg 
war production. The Master Mind 
theorize, and probably correct) 
that by assigning points to precious 
stones they can put one more hobble 
on normal Dutch economy. 
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UREST way for some dis 

traught jewelers to get a migraine}, 
headache is to start thinking about 
window displays. With merchandise 
as rare as the 85 cent blue plate, 
trying to figure out an unusual and § 
attention-getting display is about as 
simple as getting a date with Hedy 
Lamarr. 

But Alan J. Blumenreich, man 
ager of the Royal Diamond & Watch 
Co., credit retail firm of New 
Brunswick, N. J., needs no headache 
powder. 

Royal’s window is almost filled 
with diamond rings. In the front 
of the window are 48 stands, each 
holding a ring and a card giving the 
name of. one of the 48 states. On 
the sides are more diamond rings} | 
named for our allies. At Christmat} | 
Mr. Blumenreich plans to change} | 
the cards to ones giving girls} 
names—Miss Joan, Miss Barbara} | 
Miss Anne, etc. 

Séeret of the window's big ap 
peal is that New Brunswick is now 
an Army town. Camp Kilmer is only 
a mile outside of town and New 
Brunswick’s Rutgers university is 
overflowing with men in khaki and 
there aren’t many soldiers who call 
pass Royal’s window without paws 
ing to look for the ring named after 
their home state or their best gith 
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the customer's ticket calls for repair No. 735, the job—if finished 
—will be located the seventh row from the top, 35th column from 
the left. This orderly system saves the Sam Barone shop many hours. 


Where’s That 
Repaired Wateh? 


This brightly-lighted rack has 
numbered hooks for 1000 repairs; 


any watch can be found instantly 


AM BARONE never liked the idea of looking 
through hay stacks for needles. True, being 
neither a farmer nor a needle-worker, he never actually 
faced such a problem—but as a watchmaker he lost 
plenty of hours searching over the jumble on the usual 
watchmaker’s rack for customers’ repaired watches. 
“Like most watchmakers,” said Mr. Barone, whose jew- 
elry store and watch repair shop is in Wayne, Mich., a 
short distance from Detroit, “we had no special way of 
locating watches. So when a customer called for a 
watch, it often took us many minutes to find it, among 
the hundred or ‘more jobs suspended on our small 
board. This waste of time naturally annoyed both the 
customer and ourselves.” 
The big, trim, white-painted board pictured on this 
page solved, once and for all, Mr. Barone’s hunt-and- 
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find problem that formerly consumed so much of his 
energies. A logical system of numbering the places 
on the rack means that each watch that has been re- 
paired can be located instantly. 

The simple operation of this “watchmaker’s rack. of 
tomorrow’ is based on the numbering of the 1000 hooks 
spaced at even intervals across the board, which is in 
two sections meeting at one corner of the store and 
measures altogether 21 feet by four feet high. There 
are 100 columns of hooks, each column spaced four 
inches from the adjoining columns, and numbered from 
1 at the extreme left to 100 at the right. There are 
10 rows to each column; these are “hundred” rows, 
numbered from “100” at the top to “1000” at the bottom. 

This system provides instantly-located places for 
hanging up to 1000 watches on the hook. An example 
or two will show how Mr. Barone’s numbering system 
works to save time for both customers and staff: 

A customer who leaves a watch for repairs is handed 
one-half of a ticket, which may be numbered 125, and 
which lists the customer’s name, his address, the price 
of the job and work to be done. This same information 
is noted in a loose-leaf record book. Then when the 
watch has been repaired, it is placed in its right spot 
on the rack—first row, 25th column. 

If the ticket had been numbered 671, the watch 
‘vould be hung in the sixth row, 71st column; if ticket 
No. 857, in the eighth row, 57th column, and so on. 

When the serial number on the ticket contains a 
fourth number, such as 2483, only the last three numbers 
are taken into consideration, and the watch is hung in 
the second row, 88rd column. This is less confusing 

(Please turn to page 140) 
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No wonder Ida Sing- 


er’ 


her $10,000 Bond-sell- 
ing quota by 433 per 
cent, 
prize in the competition. 


by 


ae 


Huge discounts on every sale! 


12 






s happy — beating 


she won first 


For this patriotic birthday celebration, Samuel H. Thal, left. 
president of Rogers & Co., gets hearty thanks from Philip C. 
Ebeling, of the Montgomery County War Bond Committee. 


«Anniversary Sale” 


Gives U. 8. $406,000 


SAMUEL MOLYNEUX 


IGGEST event in our history! Greatest values 
ever offered! Bargains in every department! 
Doors open promptly at 
:15! No limit on buying quantities!” 

That’s the way Rogers & Co., Dayton, Ohio, jewelers 


advertised their one-day 21st anniversary sale, which 


occurred on Oct. 21. 


And spot radio announcements 


said, “For years you've expected unusual values on this 
day at Rogers, and this day you won't be disappointed. 
For Rogers announce the greatest sale of their history, 
offering the finest value in the world today.” 


No wonder cautious Daytonites, their suspicions 


aroused at such bargains and such quantities, swamped 


the Better Business Bureau with phone calls. 


But this 


was “better business’’-all right, better business for Uncle 


Sa 
tal 
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m to the tune of $406,725 in War Bond sales. 
Not one dime’s worth of regular ware was sold or even 
ked about during this tremendous work, in which the 


store expended every ounce of dramatic, hard-hitting 
salesmanship learned during years of competitive mer 
chandising. Jewelry, with a “non-essential” label on it, 
could do a real, essential job! 

The ‘teaser’ newspaper ads and radio announce 
ments referred to above began to rouse public interest 
on Sunday, Oct. 17, four days before the anniversary 
event. Next day the radio spots were more frequent, 
and on Tuesday, in addition to further radio spots, teaser 
ads appeared in Dayton’s two newspapers. 

Day before the sale, big-space newspaper amnounce- 
ments at last told the full story. “Our goal $250,000 im 
War Bonds and Stamps tomorrow only,” one of them 
was headed. The other one explained, “That victory 
may be just 60 seconds sooner, Rogers cheerfully forego 
all sales of merchandise tomorrow to celebrate their 218 
anniversary in business by converting their store into 
one gigantic booth for the sale of War Bonds.” 
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“Ris Dayton, Ohio, got a huge surprise when Rogers & Co.’s birthday “sale” 
- gsed big-league promotion for War Bonds—and nothing else but. 
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pos _ Employees raced to beat individual quotas and nearly doubled the goal 
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at—and tremendously surpass—their bond-selling goal 
of $250,000. 


QUOTAS FOR EACH SELLER 

Nineteen persons, the entire Rogers staff, had received 
selling quotas, which, in the case of the 16 regular 
; employees, were based upon the individual's length of 
service with the company and contacts in the city. 
Accordingly, employee quotas ranged from $30,000 
down to $500, with prizes to reward those who obtained 
the highest percentage of their quota. The balance of 


Powerful advertising technic brought ‘em in 
for Bonds, instead of rings or watches. 
"Teaser ad, lower left, built interest-in the 
full-page announcement day before the sale, 
below, and in the announcement at the left, 
on the day of the Bond-selling anniversary. 
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Both of these ads listed the programs of news and the goal, $85,000, was assigned to Samuel H. Thal, 
entertainment to be broadcast from the store during the Rogers president, and to the store’s vice-president and its 
ff entire afternoon by radio stations WING and WHIO. optometrist. 

These radio stations were just as enthusiastic and co- Advance solicitation began 10 days before the sale. 
operative as the newspapers in helping Rogers shoot (Please turn to page 110) 
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The Hagans horologist shop has a trim and thoroughly professional 
appearance. Watchmakers, in clean, well-fitting dust jackets, work 
at orderly benches symmetrically arranged in nine rows, three deep. 


This 27-Man Repair 
Shop Has “System” 


Big Denver repair establishment, 


operated by UHAA secretary, has orderly 
methods of handling and recording work 


by DANIEL JOY 


ITH the Government training service men by 

the hundreds to become emergency watch re- 
pair men in the field, and with many civilian watch- 
makers shifting and changing as a result of alluring 
compensation that can only be temporary, a situation 
is shaping up that brings forth a warning from one 
of the leading men in the field of watch repair work. 
Horologists are admonished to “stay on the job, im- 
prove their knowledge and technique by study and ap- 
plication, and prepare for the stiff competition that 
will surely come after the war. With both present 
conditions and the future outlook being what they are, 
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ORVILLE R. HAGANS 


DENVER, COLORADO aa 


Who repairs 
your automobile? 


This may sound like an odd question for us to 
be asking you, but we are deeply in earnest 
about it, because ‘your answer to It-will tell 
us something very important. 


And we are positive that you will tell us 
you take it to the man best equipped with 
machinery and intelligence to do the job just 
exactly as the factory would do it. 


Why not treat your watch, an infinitely more 
delicate instrument, with the same degree of 
caution and care? 


Periodic inspections of timepieces are even 
more important than of a motor car - - yet, 
frankly, when did you have your watch looked 
over last? 





It may need something quite inexpensive now 
that will prevent costly repairs later on, 
and very possibly you are not in the least 
aware of this small trouble. 
So, in order that we may render every pos- 
sible service, to you, I suggest that you come 
into the store at your convenience, and have 
your watch inspeoted and timed - - - 

- without charge, of course, 


Sincerely yours, 


Quill lp 


Proprietor. 





Al Work , va 


Watch Rate Recor: 








good will becomes increasingly precious to the repu- 
table watchmaker.” 

Thus speaks Orville R. Hagans, executive secretary 
of the United Horological Association of America, and 
owner and operator of a shop which he describes as 
“America’s largest and finest watch repair store,” re 
cently set up in new expanded quarters at 228 16th 
St., in downtown Denver, Colo. 
















DRIFTERS’ CARELESS REPUTATION 


Mr. Hagans believes that we are going to see many 
changes in watch repair shop personnel after the wat 
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watchmakers now in the service will take 
Many good 
« liking for some other occupation, and never return 
» their pre-war line of work. On the other hand, 
“ing into the field will be many of the only partially 
“Sesined service men who will need more complete trairi- 
fore they are really competent watchmakers, 
» will become active immediately and swell the 
stition. Meanwhile, “the watchmaker who moves 
place to place,” said Mr. Hagans, “acquires the 
tation that he is an incompetent . . . no matter how 
saad a workman he may have been, shifting and chang- 
Gag does something to him until his work begins to look 
 himself—careless. We try to keep our men happy 
ecause by doing so, we are able to get and hold 
‘good men who will turn out the fine workmanship and 
‘service which we advertise and do it efficiently.” 
~ Watchmakers, of course, must be real craftmen to 
turn out work that justifies a claim so substantial. The 
Hagans staff of 29 has been built up by a selective 
s. Each new man is taken on for a probationary 
period of 90 days. At the time he is taken on, he names 
his own starting salary, within reason; his performance 
establishes his status of employment, and his future 
income. This is done by assigning him a quota which 
is the volume of work that he should produce in re- 
lation to the salary which he has set for himself. If 
by diligence and improved technique a man can ex- 
ceed his quota he is paid a bonus above his base salary 
at the rate of 25 per cent of the gross amount of work 
which he produces above his quota. 


REDUCING COME-BACKS 


Close supervision and systematic records of each 
man’s work counteract any tendency to sacrifice quality 
in workmanship in order to turn out a big volume. 
Thus, if a job comes back because of faulty workman- 
ship, the work slip for that job is looked up in the 
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file to see which man handled the repair. The slip is 
then marked CB in red pencil and the watch is re- 
assigned to the man who originally did the work. He 
of course receives no credit toward his quota or bonus 
for the work done in correcting his errors, which means 
that whatever time he has to spend in correcting them 
is just that much lost from the time that otherwise he 
could be using to earn money for himself. Naturally, 
therefore, he’s going to use every effort to do the work 
satisfactorily in the first place, to avoid these come- 
backs which under this system are expensive to him 
as well as to the firm. 

To insure that he will not neglect to give prompt 
attention to these comebacks in order to devote his 
time to work that will be profitable to himself, he is 
required to finish all “come-back” jobs within two days 
from the date they are received. If he fails to do 
so, the work is taken from him and assigned to another 
watchmaker who then receives* full credit for the 
original job, and the equivalent amount is charged back 
against the “offending” workmen. “Comebacks can 
wreck a business conducted on a commission or bonus 
basis,” said Mr. Hagans, but it is apparent that this 
penalty system serves to keep the workmanship to a 
high standard. 


EFFICIENT RECORD SYSTEM. 


Handling and recording of work is of course thor- 
oughly systematized. As each job is taken in a card 
is made out for it, with the name, address and phone 
number of the owner, a description of the watch with 
case and movement numbers, a notation of the work 
to be done, the price, the serial number assigned to 
the job, and the initials of the watchmaker to whom 
the job is given. This is attached to the. watch and 
accompanies it through the shop. Each workman is 

(Please turn to page 134) 


The materials department, right, buys and distributes parts as requisitioned 
by the individual repairers. A typical daily work sheet of one of the watch 
repairers and a job record are shown, about half actual size, at the left. 











































When patrons looked for low-priced leather goods, 
novelties like these were added and sold readily. 


When customers asked for smoking accessories, 
moderately priced handmade leather, metal and 
glass cigarette boxes and ash trays were added. 


Customer “Wants 


Choosing new lines by guess is 
risky; this store’s “‘request’’ 


record guides its purchasing 


* by ROBERT A. LATIMER, 





OW that war conditions have brought about seri- 

Requests for hand-bags led to the introduction of ous shortages in some of the jeweler’s standard 

0. is of bode. shyns 14 Reter qualy leathers, types of merchandise, many stores have added new 

kinds of goods and broadened their stock in one way 

or another. Some of them have done it by guess-work 

Customers’ want list revealed interest in figurines and experiment with the inevitable crop of wrong 

and miniatures. Sales of such items proved brisk. guesses and consequent headaches. Others have tackled 

the problem in a more scientific manner than this 

method of trial and error, and have avoided a lot d 
grief by doing so. 

One old-established and prominent Southern jewelty 
house which asks not to have its name mentioned, has 
found that a “request” record is an extremely valuable 
guide as to what new lines or departments it would be 
wise to install. 

Two years ago the management of this store hit uponthe 
idea of checking regularly and systematically with it 
salesmen to find out if customers of the store had askell 
for something which was not in stock—no matter how 
unusual the request—and keeping a record of the things) 
inquired for. Somewhat to their surprise, a careful 
daily check of customers’ requests for various items dit 
closed at least ten a day had to be turned away becauit 
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~ Cocktail sets appeared on the customers’ want 









|. One answer was this crystal mixer with 
sight well designed Martini or Manhattan glasses. 


Set New Lines 


the store didn’t stock the merchandise they asked for. 

Naturally, some of these requests were isolated 
freaks, but in a considerable number of instances it was 
found that several customers had inquired about the 
same thing—indicating that for at least some articles 
there might be enough demand to make it profitable to 
carry them. 

So a continuing record of the requests was kept, the 
total number of requests for each of the various kinds 
of goods asked for was compiled, and on the next buy- 
ing trip, an assortment of the two types of merchandise 
that had been most frequently inquired for were added to 
the store’s stock. Results with these new lines were 
so good that the system was continued and several other 
types of goods were added from time to time. Today 
the store carries 21 separate lines of merchandise which 
it hadn’t handled before—all selling profitably. And, 
now that the country’s war effort has limited more 
standard merchandise, these new lines are going a long 
way toward making up for the shortages in other goods. 

“We formerly bought all merchandise just as other 
large jewelry stores do,” an executive remarked, “either 
from salesmen who called on us regularly, or on regular 
buying trips to the markets. Like other stores, our 
policy each year was to buy again those lines which 
had sold well the season previous, and only occasionally 
to experiment with anything new. 

“However, we realized two years ago that there was 
one outstanding weakness of this method of buying. 
For, although our records showed accurately enough 
what customers bought out of what we had stocked, 
they did not show what customers asked for that we 

(Please turn to page 112) 
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"We need picture frames," various customers re- 
marked. This frame is made of decorated glass. 





Over 600 women wanted to see open-stock dinner- 
ware, the store's "request record made clear. 


And 500 had mentioned interest in decorative 
glass, which promptly made the best-seller list. 
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With one saleswoman on the floor instead of three, gift shoppers can browse 
to their hearts’ content; overhead goes down; sales head the other way 





“Serve Self” Plan Aids Gift Sales 


Censerving sales help was the reason why Frumess Jewelry Co. 
put its mezzanine gift shop on a self-service basis. 


but customers were found actually to prefer this way of shopping 


by GLADYS B. BURGER 


HEN the Frumess Jewelry Co. of Denver, Colo., 

inaugurated a “‘serve-self” policy in its gift 
shop last July the project was launched as an innova- 
tion to offset current help shortages. 

The gift shop, started three years ago on the mezza- 
nine of the Fryumess store, needed three salesclerks in its 
maintenance of good service to gift buyers. H. H. 
Frumess, the owner, conceived the idea of a “self-serve” 
gift shop to meet the help shortage. Converting the 
gift shop to self-service requires but one clerk, which 
eases the help problem considerably. The one girl can 
easily handle a rush of customers with the “serve-self” 
program running smoothly and efficiently. 
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The real test of the idea, however, was whether or not 
it would actually appeal to the public, and to make sure 
that the test would be a thorough one whose results could 
be accepted as a guide for future policy. Louis Sum 
shine, the store manager, set out to make Denver con- 
scious of his self-service gift shop. He began first with 
window display. 


GETTING THEM INSIDE 


Frumess consistently features eye-catching, crowd- 
stopping windows—windows that sparkle and reflect the 
color and glitter of jewelry merchandise. Changed and 
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/ISIT 
“OUR i 


SERVE SELF 


» Lilt Shop 


ME mer Zann 





sits people don't like 
fo climb stairs; so this 







le" giftware show- 
ing on the landing 
teases their curiosity— 
and up they come. 







rearranged often, the windows are effective, silent sales- on the mezzanine. Shop at leisure. Shop in air-con- 
men of Frumess merchandise. Most Frumess customers ditioned comfort.”’ 
know exactly what they want when they enter the store; Shoppers who aren't chronic window-wishers, but who 
“they've seen it in the window!” listen to the radio and read the newspaper advertisements 
There are always two windows reserved exclusively to keep up with the new things, heard about the “Serve- 
for gift-shop displays. Displayed conspicuously in each Self” gift shop on Frumess’ daily radio time and in the 
gift-shop window is a card announcing the “Serve-Self” ads. The adyertising campaign was consistent—and 
gift shop. It reads: “Frumess brings an innovation in continuous. The idea of self-service in a jewelry store 
gift shopping to Denver! Visit our serve-self gift shop aroused interest and curiosity. 






















THEN UP THE STAIRS 


After getting the customer into the store, the next step 
was to follow through with artful, strategic display that 
would draw customer interest to the mezzanine where 
the gift shop is located. 

A gift shop display on the main floor, artfully high- 
lighted on the main aisle where it cannot fail to be 
noticed, draws attention as a sample of what may be 
found in the gift shop on the mezzanine. A duplicate of 
the window announcement is displayed in an easy-to-see, 
easy-to-read card displayed centrally on the wall. 

Pulling the shopper up the stairs by further hinting 
at the things to be found above, is a shadow-box display ! 
of gifts prominently placed on the stair landing. This 
display accents large, showy brilliant gifts, and is entic- 
ingly visible from the store entrance. 

Frumess’ serve-self gift shop on the mezzanine is 
instantly eye-appealing with its modern fixtures and 
dramatic gift display. 

Placards placed strategically in the gift shop invite 
browsing and self-service: “Don’t wait to be waited on! 

















Two show windows keep sidewalk shoppers Please serve yourself!” 
continually reminded of Frumess' giftwares. (Please turn to page 138) 
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Neighborhood 


= 





Location Asset 
For This Store. : 


Costume jewelry interests 


women war-workers, going _ 
to and from their jobs 


by LEON M. LEFFINGWELL # 


Work-a-day slacks wouldn't be right for downtown, 
but these well-paid industrial employees shop without 
self-consciousness in Sommer's "neighborhood" store. 


oe. OR 20 years I had a six-foot space near the 
front door of my store that wasn’t paying its 
way—but I didn’t realize it until about a year ago. 

“Last October, I began to notice that more people 
from factories in the district were passing the front 
of my store every day. So I decided to try to utilize 
the front part of the store in a way that would be 
more enticing to the war workers. The thing that I 
finally hit upon was to convert that dead space into 
six feet of live selling built upon an eye-appealing dis- 
play of popular-priced costume jewelry and accessories. 

“Today, that new accessory department, geared to 
the wants of the wartime customer, is proving really 
outstanding!” declares J. Phillip Sommer, 1524 Beaver 
Ave., on Pittsburgh’s North Side. 

“My regular displays,’ says Mr. Sommer, “are on 
the left as you enter the store. The new department 
has the first six feet of floor cases along the right- 
hand side, devoted entirely to accessory jewelry for 
both women and men. A fountain-pen case set at right 
angles facing the door, semi-encloses the department. 
[ More about that later. ] 

“The floor cases are decorated in black and gros- 
grained silk and really look dressed up. My women 
patrons think so, anyway.” 

“This neighborhood,’ Mr. Sommer continued, “is a 
war-plant district where the factories are on a 24-hour 
a day basis, and where women as well as men are work- 
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ing not only on the day shift but on the swing shift 
and the, ‘graveyard hitch’ as well. Every eight hours 
around the clock one crew goes home, and the next 
one goes to work. 

“Although these workers are young, being in war 
industries they work hard to maintain their jobs on 
the production line, and have neither the time nor the 
excess energy when they get home to dress up and 
make special trips to the downtown business district 
to shop. They’d rather save their energy for ‘dates.’ 
That situation opens the door of opportunity for the 
alert neighborhood store.” 

“Secondly,” says Mr. Sommer, “these employees are 
well paid. Finally, many of the neighbohoods where 
these war workers live do not have jewelry stores, 80 
for a good many of these people the easist thing is to 
buy their jewelry near the plant where they are work- 
ing. As a result our business is brisk for 45 minutes 
during the noon-hour rush, again at 4 P. M. when the 
shift changes; and there is considerable volume in the 
evening.” 


ATTRACTING WAR WORKERS 
“In studying out how to let more people on the street 
become aware of our merchandise,” says Mr. Sommer, 
“we decided to utilize the display possibilities of the 
space directly behind and just inside the door, to catch ~ 
(Please turn to page 118) . 
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War Bonds Are Jewels 


HE pen may be mightier than the sword, but right 

now our boys in action need the backing of War 
Bonds and the weapons they provide, more than pen 
and pencil sets or any type of jewelry. 

‘That's the belief in which Leon Rubin, for nearly 
two years has been devoting one of his windows ex- 
clusively to the purposes of selling War Bonds and 
of aiding the Red Cross to obtain blood for our fight- 
ing men who are wounded in action. 

Mr. Rubin, who has had a jewelry store in East 
Liverpool, Ohio, since 1911, believes it is both the 
duty and privilege of every retail jeweler to help to 
supply the needs and the comforts of the boys in the 
services. Here’s how. he has aided the three War 
Bond drives and the Red Cross campaigns, and the 
U.S.O. drives. 

Whenever one of these efforts is scheduled, Mr. 
Rubin at once plans and installs a window display 
aimed at “selling’’ the public on the particular activity 
that the campaign is intended to promote and at keep- 
ing people reminded that their individual support is 
needed. 

Rubin’s displays run about two weeks or for the 
duration of the drive, whichever is longest. 

Usually these displays are built around photographs 
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This jeweler's window 
does a patriotic job 
full-time. Pictured is 
a display built 
around photo of g 
local paratrooper 
killed in action 
somewhere in Africa, 


The store's advertis. 
ing is frequently 
geared to the win 
dow theme. This asks - 
home town folks fo. 
loan dollars for the 
same cause to which 
Private Mackall 
sacrificed his life, 














TO THE PEOPLE OF 
COLUMBIANA COUNTY 








JOHN THOMAS MACKALL, 


Pvt: Mackall GAVE His Life 


WE ARE NOT ASKED TO GIVE 
BUT TO LEND OUR MONEY 
(For Which We Will Receive Interest) 
TO SAVE MANY OF OUR BOYS’ LIVES 


your sare or soxps NOW 
DON'T DELAY 


LEON RUBIN 


S E E Pvt, Mackall's posthumous declaration of the Purple Heart, 
government citations aad bis picture on display tn our window, 


BUY 


JEWELER 
SINCE 1911 


























of local boys who are in the services. Sometimes a con 
siderable number of pictures of different soldiers até) 


used; sometimes just one picture with a lot of da 
about that particular boy. 


Right after the war began Mr. Rubin decorated one 7 
of his two big windows with pictures of a hundred ct ~ 


more local boys who were serving their. country in the 
(Please turn to page 116) 
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THEN YOUR DISPLAY CATCHES 


gal TELL HIM WHY HIS EYE AND He BUYS 
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-| RONSON LIGHTER ACCESSORIES 

‘ 

fo You see it happen right in your own store. Actual war- RONSON & REDSKIN*‘FLIN'TS’—The distinctive 

' time scarcity has stepped up-the demand for quality “REDSKIN’ coating is a guarantee of high quality— 

u & merchandise. That's why RONSON Accessories are extra-length, tempered hardness, showers of sure-fire 

- # first choice among owners of Lighters of all makes: sparks, freedom from powdering and other deteriora- 
RONSON advertising continues to sell Lighter tion common with inferior imitations. RONSON Wicks 





owners on the idea that the quality and dependability —scientifically made to produce full capillary action— 


of RONSON Lighter Accessories will make Lighters light quickly and burn evenly. RONSONOL (Fuel) — 
serve better and longer. ignites instantly, lasts longer and burns with a clean, 


. . . 4 h ’ 
Si sock, display and promote RONSON Lighter ae flame and, if apitien, will not mar the lighter’s 


Accessories to get the full benefit of the tremendous ett @h 


pulling power of RONSON advertising. Remember, War-time production now makes it urgent that orders for 







when you recommend RONSON Lighter Accessories to RONSON Accessories be placed well in advance. Get your 
your customers, impress them with the fact that you are order in the mail tonight or write for complete information 
guiding them to real lighter satisfaction. They'll show on all RONSON Accessories, as listed above, to Art Metal 
their appreciation through their continued patronage. Works, Inc., Newark, 2, N. J. 









RONSON “FIVE-FLINTER"’ RONSON =“ REDSKIN™ ‘FLINTS’ RONSONOL LIGHTER FUEL 

___—s— In Envelopes , 

Five extra-length, genuine RONSON rag 

‘ ft : High quality, clean burn- 

REDSKIN 'FLINTS' in convenient carry - 

& ’ ing, pleasantly scented. 

ing package to prevent loss. ‘Flints' : : y Extra-length rT mint ee ee 
are fitted into ingenious pull-out ? x 9 genuine RONSON sturdy bottle. 

*REDSKIN ‘FLINTS,' 


with distinctive RONSON 


*REDSKIN' coating. 
(Envelopes of 3.) SERVICER 
== Supplied on dis- 
play card hold- 
ing 24 envelopes, as illustrated. inserter, a file wheel 
cleaning brush, a 4-or. 
bottle of RONSONOL 
RONSON WICKS three pihaaeiehcp 2 
+: 9» ceameameacaaama RONSON REDSKIN 'FLINTS' and 
Full-length RONSON Wicks each packed a General Instruction Book. 
with inserter, in envelope. 


Contains one Wick with 


Extra-Length . . Row 
RONSON =? REDSKIN* )\ rc Ss 
‘FLINTS' , Press—It’s Lit! 
Release—it’s Out! 






FOR ALL LIGHTERS 


RONSON ae 


LIGHTER ACCESSORIES . 


By Makers of 
RONSON, World's Greatest Lighter 









In Glass Vials 


Packed especially for men going abrobd. 
Vials of 40, 100 and 200.) 
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BACK THE ATTACK  =iliunuuuimuannnnntne 
NATIONALLY ADVERTISED IN LIFE, SATURDAY EVENING POST, COLLIER’S, ESQUIRE, CLICK, ETC. 
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WITH WAR BONDS 
























BR sy Say Oca ia le i ile ce ay 0 


URQUOISE, December birthstone, deserves special attention these days because its 

robin’s egg blue harmonizes magnificently with the currently-popular yellow gold mountings ; 
also because turquoise is one of the very few gemstones found in. abundance and good quality 
in the United States. Its name is French for “Turkish,” whether because at one time it came to 
Europe from Turkestan or through Turkey. Traditions—‘“Endows the wearer with prosperity 
and victory over affairs of the heart,” attests Mystic Gems. Sources—Chiefly Iran, Nevada and 
Colorado. Composition—Translucent to opaque, hydrous aluminum phosphate, colored blue or 
green by various amounts of copper and iron. Though its hardness is less than 6, turquoise 
polishes well and the stone’s opacity disguises most scratches that may develop on the surface. 
How cut—Cabochon. How mounted—These designs, by Sol P. Kaufman, noted jewel stylist, 
562 Fifth Ave., New York, suggest an interesting. new theme—combining sapphire trim with 
turquoise and yellow gold. 
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TURQUOISE 


Pueblo 
Hopi 
Navaho & 
Apache 
Designs 








the home grown beauty 


of our American mines 


The precious Turquoise comes from the wilds 
of Arizona and New Mexico, and reflects 

in strange beauty the blue shadows of 
distant hills and the grey green of the desert 
sage- brush. 

At Stone Headquarters, you will always find 
a large collection of Turquoise. For most of 
these, the roughs come straight from the 
mines to our own affiliate, Nathan Lapidaries, 
there to be finished by them into a varied 
assortment of sizes, colors and shapes. 

No matter what stone you want, precious, 
semi-precious or synthetic, be sure always to 
get in touch with 


S. NATHAN & Co., inc. 


& STONE HEADQUARTERS 
610 Fifth Avenue, New. York 20, N. Y. 



















Queen pearl. A large (93 gr.) fresh 
water pearl found in Notch Brook, 
near Paterson, New Jersey, in 
1857, and sold by Tiffany & Co. to 
the Empress Eugenie of France 
for $2,500. 

Queensland opal. Opal with a char- 
acteristic light yellowish ground 
color, found over a large area in 
Queensland. 

Queensland shell. See 
SHELL, 

queen’s metal. An alloy of tin, anti- 
mony, bismuth and lead, has lower 
melting point than Britannia metal, 
but used for about the same pur- 
poses, and for applied cast orna- 
mental features on harder metals. 

queenstownite. See MOLDAVITE. This is 
a variety of silica glass found in 
the Jukes-Darwin mining field near 
Queenstown in western Tasmania. 
It is richer in silica than most tek- 
tites and is white, to green to black. 
Its sp. gr. varies between 1.85 and 
2.30. The pieces vary from tiny 
drops and fragments, up to 2% 
inches in length, and generally con- 
tain small bubbles. 

queluzita. Brazilian term for spes- 
sartite. 

quenching. The sudden cooling of hot 
metal that results in its hardening. 
See HARDENING; STEEL. 

Querétaro (kare-e-tar’o). A state and 
city in Mexico famous for opals. 
The city lies 110 miles northwest 
of Mexico City. The opals are both 
colorless and fire opal, but not all 
Mexican opals come from here. 
Zimapan is another locality which 
produces the typical Mexican opals. 

quicksilver. The older term for the 
element mercury. 

quick train. Watch train with gears 
calculated to produce 18,000 beats 
of the balance per hour, which 
gradually replaced the slower 
16,200 beat train of English and 
earlier American watches, hence 
the term “quick” train. See GEAR- 
ING; ODD-BEAT. 

quill. A tubular holder for a tool or 
shaft; example, the type of 
sliderest tool holder for watch- 
maker’s lathe, that holds round- 
shanked instead of square cutting 
tools. 

quincite (erroneously spelled quin- 

zite). This crept into gem nomen- 

clature through error. It is applied 
to a pink sepiolite (magnesite in 

French) found in Quincy-sur-Mer, 

in the Loire Basin. Sepiolite is a 

soft, hydrous magnesium silicate. 
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However, associated with this ma- 
terial there is an attractive, rose- 
colored common opal, to which the 
name has erroneously been applied 
in some gem books. The color is 
supposed to be of organic origin, 
and is destroyed by very little 
heating. 


quirin. A mythical gem mentioned in 


de Mandeville’s reputed Lapidary. 
It was a stone found in the nest of 
the hoopoe. 


quoin facet. Large, four-sided facets 


on the brilliant cut diamond, alter- 
nating with the bezel facets on the 
crown and with the pavilion facets 
on the pavilion. It is a synonym of 
lozenge on the crown. 


R 


R. 1. Abbreviation on the regulator 


scale of Swiss watches for retarder, 
French word meaning “make 
slower”; the other end of scale is 
marked A for avancer, to “put 
ahead” or “make faster.” 2. Ab- 
breviation for “receiving,” denot- 
ing the pallet (R-stone) in an es- 
capement on which teeth of escape 
wheel first act in their passage 
through the escapement. See L. 


rack. Toothed segment turning on a 


pivoted arm and working in con- 
nection with a snail, to control the 
number of strokes on bells or 
gongs of striking watches and 
clocks. See SNAIL. 





A GLOSSARY OF TRADE TERMS 


This is the 37th installment of a 
comprehensive dictionary of trade 
and technical terms used in the 
jewelry industry. Each definition. 
of interest to some _ particular 





‘branch of the trade, is written by 


a recognized authority in that field, 
including Dr. Frederick H. Pough 
(gems), John J. Bowman (horol- 
ogy, engraving), E. M. Hoke 
(smelting, refining, metallurgy), 
Joseph D. Little (silverware), etc. 
Succeeding sections will be pub- 
lished every month in these pages. 
It will be useful to preserve a file 
of the numbers containing the vari- 
ous installments. Following publi- 
cation here, the dictionary will be 
issued in book form. 











rack-and-pinion. Form of gearing: 
gravity-wound clocks in which 
toothed wheel engages a tog 
bar, transforming rotary mof 
into linear motion, or vice ye 
rack-lever escapement. Lever eseay 
ment in which the balance s& 
has a pinion instead of a rollerg 
the acting end of the lever has 
circular rack (a segment of a ga 
wheel) which rotates the pini 
and staff in alternate directions, 
the wheel-and-pallet action f 
tions. Invented by Abbe d’Ha 
feuille in France in 1722, 





Rack Lever with 
Straight Hairspring 


Litherland, of Liverpool, England, 
in 1792 obtained a patent on sub 
stantially this type escapement; he, 
and other English makers licensed 
under his patent, made many thou 
sands of watches with this escape- 
ment; many were exported to 
America, up to about 1825, in spite 
of the vital defect that this was in 
principle a frictional escapement. 
The detached lever escapement’s 
superior timekeeping eventually 
drove the rack-lever out of the mat- 
ket. See DETACHED ESCAPEMENT; 
FRICTIONAL ESCAPEMENT; LEVER ES 
CAPEMENT. 
radial pitch. In calculating gearing, & 
measure equal to the pitch radius 
of a wheel or pinion divided by its 
number of teeth. See GEARING. 
radient. Synthetic white spinel. 
radio opal. Smoky brown common opal 
colored by organic impurities. 
radium dial. Watch or clock dial with 
numerals and hands coated with 
luminous paint that glows and en 
ables time to be read in the dark 
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ROBINSON & SVE 


There are two basic reasons for the high level of quality 
achieved by the Amethyst Rings in the Robinson & Sverdlik — 
collections. Firstly, the most desirable grades of these 
gems are especially selected for us by our direct sources 
in Uruguay and Brazil. Secondly, only the most distin- 
guished mountings are employed to set off their rich, 
wine-like beauty. Stock on hand for immediate delivery. 


GEM-STONE RINGS 
featuring all the Stones of Fashion 


at every retail level from 


$50 to $5000 


SAPPHIRE * RUBY * EMERALD « STAR SAPPH R 
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without other light. See RADIUM 
HANDS. 

radium hands. Skeletonized hands for 
watches and clocks, with spaces for 
holding luminous’ enamel. See 
RADIUM DIAL. 

radiumite. Name applied to cabochon 
cutting material consisting of 
black urananite or pitch blende 
(the principal ore of radium) and 
its decomposition products, orange 
gumite, brown clarkeite and yellow 
uranotile. Found in several locali- 
ties in the United States, it has 
been cut by amateur lapidaries. 

railroad time inspection. A system of 
rules in force on many railroads 
for assuring accurate performance 
of watches used by operating de- 
partment employees to promote 
efficient operation. Local watch in- 
spectors, usually retail jewelers 
report to a general inspector, who 
supervises the work on an entire 
railroad system, or division. The 
standard of timekeeping required 
of watches under inspection rules 
on most railroads is a maximum 
error of 30 seconds per week. 

rainbow agate or chalcedony. Thin 
slices of a variety of agate which 
show prismatic colors along some 
of its layers by transmitted light. 
See IRIS AGATE. 

rainbow quartz. IRIS. 

rain stone. Quartz 
pebbles. 

raising tweezers. 
TWEEZERS. 

Rajah of Mattan diamond. See MAT- 
TAN. 

rampant. Heraldic term indicating the 
position of a lion or 
other beast, stand- 
ing and reared up 
with both its body 
and its head facing 
the observer’s left, 
and with the beast’s 
right forepaw raised 
over its other fore- 
paw. Rampant gardant means ram- 
pant, with the head turned full- 
face towards the observer. Ram- 
pant regardant indicates rampant, 
with the head looking back over 
the shoulder. 

ram’s head. A decorative motif of that 
form used especially on prize cups 
and punch bowls. 

rapping. In cylinder escapement, a 
condition similar to rebanking in a 
lever escapement, in which exces- 
sive motion of the balance allows 
banking pin in the under-side of 
the balance cock. See REBANKING. 

ratchet. 1. A wheel, with teeth in 
which a click or pawl engages to 
prevent backward motion; or the 
same with addition of another 
click through which power is im- 
parted at intervals to move the 
wheel. 2. The combination of a 


in waterworn 


See OVERCOILING 


Rampant 
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wheel with a click or pawl. See 
CLICK; RECOILING CLICK; PAWL. 

ratchet cap. Steel plate screwed to 
the bridge in a watch or clock to 
hold the ratchet wheel in place. 

ratchet-wheel escapement. See POINT- 
ED-TOOTH ESCAPEMENT. 

rate. A numerical statement of the 
error of a timekeeper, its gain or 
loss per day. Though no instrument 
keeps perfect time, a _ precision 
timepiece may have a _ constant 
daily rate, which multiplied by the 
number of days since the hands 
were last set yields the correction; 
i.e., the number of seconds or frac- 
tions of a second by which the time- 
piece is faster or slower than cor- 
rect time. 

rati. Indian pearl weight 0.00605 oz. 

rating nut. The regulator nut on 
screw at bottom of pendulum rod, 
or on some quarter-screws_ in 
watches. See QUARTER NUT. 

rat tail. A term applied to a tapering 
tongue-like formation found on the 


Rat-tail 


backs of old spoons and forks. This 
decoration was used from about 
1660 to 1750. 

rat-tail file. A tapered round file of 
small size with fine-cut teeth. 

raying. A line-finish on steel winding 
wheels, in curved lines radiating 
from the center. See LINE-FINISH. 

Rayner refractometer. A small pocket 
size instrument (see REFRACTOME- 
TER) characterized by a fixed prism 
rather than a rotatable hemisphere. 
(See TULLY REFRACTOMETER. ) 

raw edge. This term applies to hol- 
lowware in silver, the edges of 
which have not been turned over 
or mounted with a border. 

reamer. A cutting tool for enlarging, 
truing, or otherwise altering the 
form of a hole. In horology and 
jewelry work, the type of reamer 
most used is the broach, for en- 
larging or polishing drilled holes. 
See BROACH. 

rebanking. A fault in action of lever 
escapement, usually eaused by a 
too-strong mainspring, in which 
excess of balance motion carries 
the roller jewel too far until it 
strikes and rebounds from the out- 
side of a fork-horn, instead of 
stopping and reversing its motion 
by tension of the hairspring. The 
rebounds cause erratic speeds of 
balance motion, hence erratic time- 
keeping. See OVERBANKING. 

recessing. Turning flat-bottomed de- 
pressions in watch plates, etc., to 
accommodate wheels or other act- 
ing parts. 

recoiled (or recoiling) mainspring. 
Mainspring with a reverse-curve on 
its outer coil, intended to increase 
the resilient power of the spring. 
See RESILIENCE. 


recoil escapements. Class of os. 
ments in which, after locking: 
occurred, the pallet forces | 
escape wheel backward a little 
fore the forward movement of 
wheel is resumed. All other egeas 
ments are classed as dead-he 
having no recoil. See DEAD-BEAT. 

recoiling click. In  stem-wings 
watches, a click, engaging with 
ratchet wheel, that has an els 
gated hole for its holding sg 
or other means for allowing 
click and ratchet to move } 
ward a little, after mainspring | 
fully wound, to avoid straining {j 
spring or its fastenings, 

reconstructed ruby. After the e: 
attempt (see GENEVA Rup 
Michaud in 1890 and for some yea 
thereafter made gem stones out 
fused fragments of ruby. At fi 
they were highly valued but ¢ 
price had fallen greatly by 199 
It is incorrect and misleading | 
use the term for synthetic rg 
See SYNTHETIC GEMS; VERNEUIL, _ 

reconstructed turquoise. Said to be » 
imitation turquoise made of fingh 
powdered ivory with a copper stg 
and a cement. E 

recorder. Horol. 1..A clock with am 
iliary mechanism for stamping 
record of the time when persgq 
enter or leave their place of @ 
ployment. 2. An instrument tha 
stamps a record of the timeke 
ing rates of watches, during reg 
lation or adjustment. 3. An ext 
dial with hand showing elap; 
time as a feature of a chron 
graph watch. j 

recording chronograph. See Pp 
CHRONOGRAPH. 

recording tachometer. Instrument usé 
in aviation, which makes a printed 
record of the speed of rotation of 
the crankshaft of an engine. 

Red Cross diamond. A large canary 
yellow, square-shaped_ brilliant 
given by the Diamond Syndicate in 
1918 to a sale for the benefit of the” 
Red Cross. A series of inclusions 
have the shape of a Maltese cross” 
when viewed through the table 
facet. It weighs 205 carats. a 

Red Flame opal. See LIGHTNING RID 
OPAL. 4 

red gold. Gold alloyed with copper, th 
proportion of copper varying bé 
tween 25 per cent and 50 per cent 
the latter producing the darkest 79) 
red. 

Red Sea pearls. Coral beads, a bad 
misnomer since true pearls former- 
ly were found there in some abun- 
dance and some are still found. 

red schorl. Rutile. 

red-stuff. English term for rouge. See 
ROUGE. 

red-top moss agate. A variety of Mon- 
tana moss agate which has a red 
iron oxide stain at the base of the; 
black dendrites. q 

reducing gearing. A train of whee 
and pinions in which pinions tt 
wheels, resulting in each successi 
mobile running slower than it 
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driver, an example being the dial- 
train of a timepiece; differentiated 
from “multiplying gearing.” See 
DRIVEN; DRIVER; GEARING. 

reduction gearing. See REDUCING GEAR- 
ING. 

reeded. A decorative border used espe- 
cially on silver flatware, hollow- 
ware, and pillars of candlesticks. 
It is a narrow and semi-circular 
embossing consisting of paralleled 
lines of small convex mounting 
raised from the surface. 

reference disc. A block of hard steel 
ground to exact dimensions; used 
as a standard for periodical com- 
parison and correction of gauges 
that are subject to wear in use. 

refining. In metallurgy, operations 
performed to extract metals in 
purer form from masses contain- 
ing other metals or impurities. 

reflecting loupe. Watchmakers’ mag- 
nifier with pierced concave mirror 
for projecting light inside of watch 
movement. 

reflectometer. An instrument for the 
measurement of refractive indices 
by determining the critical angle 
of total reflection. Accessories per- 
mit the examination of different 
parts of a gem and lenses provide 
magnification, thus affording an 
opportunity for much more critical 
work than a refractometer. 

reflection goniometer. See GONIOME- 
TER. This instrument measures 
angles of reflection of a beam of 
light, and the angles between faces 
or facets are determined in this 
way. A contact goniometer is ar- 
ranged so that two edges are par- 
allel to the two facets and the 
angle read from a protractor; it 
is a less accurate method. 

refraction. The deflection from a 
straight path suffered by a beam 
of light when it passes from one 
medium into another of greater 
or lesser density. The more the 
rate of travel is slowed, the 
greater the amount of refraction. 
See INDEX OF REFRACTION; DOUBLE 
REFRACTION; BIREFRINGENCE. 

refractive index. See INDEX OF RE- 
FRACTION. 

refractometer (re’frac-tom’’met-er). 
An instrument for measuring the 


Rayner Refractometer 


index or indices of refraction of a 
substance. There are many types of 
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instruments, some are for liquids 
and some have been especially de- 
signed for gem stones. See RAYNER 
REFRACTOMETER; TULLY REFRACTOM- 
ETER. 

Regent diamond. See PITT. 

Regent of Portugal. A Brazilian stone 
discovered about 1775 and cut into 
a circular 215 ct. brilliant; prob- 
ably a topaz, not a diamond. 

Regent pearl. Said to be a 337 grain 
pearl. 

register. See MINUTE RECORDER. 

registering gauge. One of a class of 
measuring instruments in which 
results are indicated by a hand on 
a dial, instead of by a vernier or 
plain index. 

regardant. A term in heraldry denot- 
ing the position of a lion or any 
other beast when he turns his head 
and looks back. 

regular system. See ISOMETRIC SYS- 
TEM. 

regulating. Making the mean or aver- 
age of a watch faster or slower, 
by moving the regulator or adding 
weight or subtracting it from the 
balance; differentiated from “ad- 
justing” a watch, which comprises 
altering its rates while running in 
the different positions or tempera- 
tures, to make them uniform under 
varying conditions. See ADJUSTING; 
MEANTIME; RATE; REGULATOR. 

regulating stand. Adjustable frame 
for holding clock 
movements outside 
of their cases for y , 
greater accessibility 
during testing after 
repairing. 

regulator. 1. An accu- 
rate clock used for Regulators 
comparison of time 
in setting or regulating other time- 
pieces. 2, A device holding the hair- 
spring curb-pins in a watch, by 
which they may be moved to vari- 
ous concentric positions on the 
overcoil of the spring, having the 


effect of lengthening the spring to. 


make the watch run slower, or 
shortening it to make the watch 
run faster. The amount of move- 
ment of a regulator is indicated by 
a pointer against a graduated arc 
on the balance bridge or plate of 
the watch. See CURB-PINS. 

regulator spring. U-shaped spring of 
tempered steel, with screw for 
micrometric adjustment of watch 
regulator. 

Reitz diamond. The JUBILEE, first 
named the Reitz in honor of F. W. 
Reitz, president, in .1895, of the 
Orange Free State. 

rejection cleavage. The third classi- 

. ficatiori grade of diamonds at the 
mines, they contain numerous in- 
clusions and must be cleaved for 
cutting. ” 

relief. 1. The character of carved or 
engraved work; the height of its 
features above or their depth be- 
low the surface of the background, 


as high relief, low relief, or holl 
relief. See CAMEO; INTAGLIO, © 
Angle ground off the front ot 
cutting-tool, to avoid contact ¢ 
against the work, to give the ¢ 
ting edge free action. 

religious jewelry. A class of obje 
made to be worn combining t: 
ligious uses with artistic bean 
as crosses, crucifixes, miracylg 
medals, stars of David, ete, 

reliquary. A small receptacle desi 
to hold a relic; ecclesiastically, 
relic of a saint or martyr; usy; 
made of precious metal, enrichs 
with jewels or enamel decoration 

relish dish. A round metal dish usual 
ly of silver, about 14 inches se 
diameter, with a glass lining @ 
vided to accommodate from 
to five relishes or condiments, 

remedy. Coinage. An allowance fixe 
by law, of the reduction of weigh 
permissible in gold coin by y 
beyond which coin ceases to he” 
legal tender. For example, 
English sovereign weighs 12% 
grains when new; and ceases to} 
legal tender if reduced by 
below 122.5 grains. 

remontoir. 1. Pertaining to windi 
as “pignon remontoir” — windi 
pinion. 2. A stem-wind watch, 
in U.S.A.; or a keyless watch, j 
in England. See REMONTOIRE, — 

remontoire. Device in train of a time 
piece, in which the main motiy 
power winds at short intervals’ 
subsidiary mainspring in the t 
near the escapement, intended’ 
equalize the power delivered to 
escapement. 

repair-clamp. A tool used by je 
ers, adjustable for holding 
parts of a job against each of 
while being soldered. “ 

repeater. A watch or a clock 
strikes the time on gongs whenevé 
a fingerpiece outside the case” 
operated. See MINUTE 
TEN-MINUTE REPEATER; QUA 
PEATER. 

repivoting. An operation for rep! 
ing a broken pivot without dise 
ing the staff or pinion to be 8 
paired. The broken pivot stump1 
stoned off; a V-center turned - 
the flattened area; a hole, 
than the former pivot, is drilled 
with a flat drill, and into it a 
slightly tapered tempered steel pin 
is driven tightly. On this is turned 
and finished a pivot to fit the beat | 
ing. x 4 

repoussé (ray-poo-say’). A kind 
decorative work on metal objects; ~ 
in which a design is formed 
punching or pressing portions 
metal out from the inside or b 
of the object. 

reproduction. Gemol. Any imitatic 

resilient escapement. A lever escat 
ment with bankings supported of 
springs, which yield if rebanking” 
happens. See REBANKING. 
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FULL PAGES in LIFE and LIBERTY 
WILL APPEAR IN DECEMBER 
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Keepsake ADVERTISEMENTS 
REACH TREMENDOUS TOTAL OF 
311,186,000 READERS! 


LIFE, LIBERTY pages added to KEEPSAKE schedule 


Magazine Issue Circulation Readers Magazine Issue Circulation Readers 


Esquire Sept. 650,000 8,000,000  Photoplay 
Charm Sept. 276,000 966,000 Movie-Mirror Nov. 800,000 
Life Aug. 30 3,700,000 23,900,000 Movie Show Nov. 190,000 
Mademoiselle Sept. 440,000 2,464,000 Liberty Oct. 1,250,000 
Glamour Sept. 325,000 1,625,000 Charm Nov. 276,000 
Click Oct. 1,000,000 4,000,000 _— Esquire Nov. 650,000 
Cosmopolitan Oct. 2,000,000 5,000,000 Household Nov. 1,875,000 
Liberty Sept. 18 1,250,000 6,250,000 Life Oct. 25 3,700,000 
Screen Guide Oct. 725,000 2,175,000 Mademoiselle Nov. 440,000 
Photoplay Glamour Nov. 325,000 
Movie-Mirror Oct. 800,000 1,656,000 iLife Nov. 8 3,700,000 
Esquire Oct. 650,000 8,000,000 Photoplay 
Charm Oct. 276,000 966,000 Movie-Mirror Dec. 800,000 
Stardom Oct. 725,000 2,175,000 _—iLiberty Nov. 20 1,250,000 
Life Sept. 20 3,700,000 23,900,000 Esquire Dec. 650,000 


H hol ; 1,875, 300, Charm Dec. 276,000 
— ™ — on Household Dec. 1,875,000 


Good 
. Life Nov. 29 3,700,000 
Housekeeping Oct. 2,700,000 8,100,000 Mademoiselle rat 440,000 


Life Sept. 27 3,700,000 23,900,000 Gia nour a 325,000 
Mademoiselle Oct. _ 440,000 2,464,000 tite Dec. 6 3,700,000 
Glamour Oct. 325,000 1,625,000 Liberty Dec. 11 1,250,000 
Life Oct. 11 3,700,000 — 23,900,000 TOTAL 56,729,000 311,186,000 











FEATURED ON THE BLUE 
NETWORK 


The Keepsake Diana is awarded weekly 
for the best entry on the “Keepsakes” pro- 
gram—heard every Sunday from 8:30-9:00 
p.m. EWT; 7:30-8:00 p.m. CT; 6:30-7:00 p.m. 
MT; 9:00-9:30 p.m. PT; and 7:00-7:30 p.m. 
every Friday in Hawaii. 

This program is routed through 84 Blue 
Network Stations and reaches 1,500,000 
listeners. 
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SELLS 5000 GREETING CARDS A MONTH 


oH] APPY Birthday to You!” 

That’s what James J. Reese, jeweler, East 
Liverpool, Ohio, has helped thousands of people say. 
And right now he’s happy over the fact that his greet- 
ing cards are greeting soldiers on their birthdays, an- 
niversaries, and holidays all over the world. . . . East 
Liverpool, London, Hawaii, Tripoli. It’s a small world 
after all! : 

Mr. Reese is selling 5,000 greeting cards every month 
from a stock of nearly 50,000 cards. One side and the 
back of the store and four large tables display over a 

‘thousand different numbers. Birthday, convalescent, 
and everyday are the most popular types, but you must 
display and stock all of the types, says Mr. Reese. 

One of the two show windows in the store is dressed 
with greeting cards the year round. Plenty of cards 
are displayed to indicate the large selection. The win- 
dow is changed weekly and kept up to date with cards 
that are appropriate to the season. By running a full 
window of greeting cards the time and labor item of 
window trimming is cut to a minimum—an important 
point in these days of shortages of store help. 

No special or elaborate background is needed. An 
American flag makes a fine background now and, of 
course, attracts attention. Just change the cards weekly 
or every other week, keep the window neat and timely 
and you'll sell cards, says Mr. Reese. 

Gifts for men and women in the services are also 


displayed from time to time in the windows. These a 


work in well with the greeting cards for when pea 
are searching for a card for Johnny who’s overs 
they’re in the giving spirit and ready to buy some g 
of gift in addition to the card. q 
With the greeting card business hitting the § . 
000,000 mark last year for the United States as 9 
this line has become big business. Card prices 
now, with some cards selling for as much ag a ¢ 
each but it’s a good idea to have plenty of cards ; in 
popular price ranges, because not everyone hag a } ; 
paying defense job. Concentrating on the line of op 
one company, is a good business, Mr. Reese thin 
for they'll keep you well stocked. But be sure that ys 
hook up is with a reliable concern. E 


FUN—WITHOUT GASOLINE 

IF you’D LIKE To Do something “major” in rors val 
munity, here it is. Miller & Rhoads, Inc., Richme 
Va., achieved co-operation of community recre 
association leaders and staged a solid month of proje 
around the theme, “fun at home.” Specialists te 
people how to have a good time in an all-out campa 
for fun despite tire and gas shortages. To this @ 
these special groupings of merchandise and informati 
were made, “fun with parties and picnics;” “fun ¥y 
music;” “fun with story telling;” “fun with gam 
and “fun with hobbies.” 
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flap the New Bear 
bring a spirit 

of Peace, and Goodwill 
toward all men 


DREHER BROS. & WIDER 


NEW YORK CITY 
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"SALE" GIVES U. S. $406,000 
(From page 87) 


For its anniversary ““Bond-Sale” day, Rogers & Co. 
was decorated to resemble a huge War Bond booth. 
Red, white and blue bunting draped the front of the 
store; War Bond posters and displays occupied the win- 
dows; and the interior revealed an avenue of silk flags 
of the United Nations, leading back to a rostrum built 
in front of the cashier’s booth. This platform was fitted 
with microphones from the two local radio stations 
and with a public address system, which carried to all 
parts of the store and to a considerable distance outside 
on the sidewalk and street. 

When the store opened at noon, a dozen people were 
waiting to buy Bonds and from then on until closing 
time there was a constant stream of purchasers. The 
“Montgomery County Victory Bond Wagon Specialists” 
took over the cashier’s booth, for the writing and on-the- 
spot delivery of bonds. All Rogers’ employees from the 
office, the credit department, the watch repair depart- 
ment, and, of course, the salespeople, were on duty on 
the main floor, selling Bonds. 

By arrangement, the D.A.R. closed its booth in front 
of the courthouse, and moved in to Rogers for the after- 
noon. These ladies concentrated on the sale of War 
Stamps, thus allowing the Rogers people to devote all 
their energies to Bonds. 

At 12:30 o'clock, one of Dayton’s radio stations orig- 
inated the first of six special programs from the rostrum 


at the rear of Rogers « Co. Setting the pace for 
afternoon, the broadcast included the Singing of | 
national anthem, two war songs, and addresses by 
Thal and by the chairman of the county War Bond & 
mittee’s special events committee. Mr. Thal said, F 
part: 

“The purchases made here today will be used 4 
build additional bombers so that we can end this dreas 
ful holocaust. Our goal is $250,000. With your he 
we will reach that goal. The greatest investment: 
the world today is United States War Bonds . . . ang 
only because they're available at a 25 per cent discoum 

“Visit our store today. We are happy to serve wu 
not in selling jewelry, or in carrying on any of 
regular services, but in selling Bonds, only Bondg 

By 2:45, when the fourth radio program went on, th 
announcer was able to state that Rogers was wi 
$10,000 of its quota. Booked already was $241.99 
worth of War Bonds! 

And at 4:30 Oscar Levant, pianist, star of “Informs 
tion Please” and author of “A Smattering of Ignoran : 
appeared at the store and autographed bond purchase 
He was in Dayton for a concert that night. ; 

Hundreds of Bond-buyers ranged, for instance, f o 
the publisher of one of the local newspapers to 
corner newsboy. When the job was done and the tota 
computed, it was found that Rogers’ goal of $250,060 
had been exceeded by 62 per cent. In fact, 541 Bo 
totalling $406,727 had been sold. 

Further checking showed that one young saleswom 
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The Story of 40 
cytra Facets will 
be featured in 


NATIONAL 
ADVERTISING 


82,000,000 


ers in next 6 months 








SUCCESS BRINGS SUCCESS — Multi-Facet takes another 


vital step forward. A comprehensive line of Multi-Facet Diamonds 
in specially-designed mountings is now ready for presentation. 
This advance to a completely mounted line will offer the retailer 
an assured price control and inventory guide. It will give him the 
selling advantages of an identifying trade mark for diamonds 
plus the exclusive Multi-Facet features of extra brilliance (labora- 
tory-attested), greater color intensity and resistance to chipping. 
It will afford him a handsome mark-up. It will raise him above 
competition. It will provide him with advertising aids and promotion 
ammunition that build prestige, profits and patronage. 


EXPANDED DISTRIBUTION — Overwhelming 


acceptance and consumer demand prompts us 


to expand our distribution of Multi - Facet 
Diamond Rings... We invite inquiries 


from representative retailers in all cities.. 


LOUIS A. ROSELAAR Diamond Cutters for Four Generations 
55! FIFTH AVENUE, NEW YORK CITY . . . Cutting Plant: 36 West 47th St., N. Y. C. 
* Industrial Diamonds for the War Effort; Fine Diamonds for the Jeweler * 


App. for.U. S. Pat. Off. Design Pat. App. for 
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YAPPRIRE SD 


743 You Like “Shem - 


LOOSE OR SET 
LARGE OR SMALL 
PRICED FROM ‘60 to *60,000 


Getting the most out of your sales 
opportunities in SAPPHIRES is simply 
a matter of depending on HAROLD 
COHEN as your source of supply. Our 
rolla-amacelalal-toslelal iim r=) alelamelirem -lelauler 
our vast collection of superlative stones 
— loose and set, large and small — 
establish us as America's leading spe- 
cialist in these always-popular gems. 
Whatever your needs in Sapphires, 


therefore, by all means consult us. 


‘Harold Cohen 


SPECIALISTS IN SAPPHIRES 


British Building, Rockefeller Center 


620 FIFTH AVENUE 
NEw PRK CITY 


Miss Ida Singer, Rogers’ credit mana 
Bonds. Their face value, $5 
$10,000 by 433 per cent! 

An unqualified success, Rogers’ “anniversar 
thus produced nearly half a million dollars in ready cash 
for the Government’s prosecution of the wart 
here was added proof, both to Dayton and to the Fed. 
eral authorities, that the jewelry industry is more 
than a “luxury” proposition, 


ger, had sold j 
3,300, beat her quota of 


Y sale” 


"REQUESTS" DECIDE NEW LINES 
(From page 91) 

did not have and what jewelry they would haye bought 
if we had it. We could determine how many compacts § 
the costume jewelry department had sold, for example 
but we could not tell how many customers had asked 
for plastic models. We knew how many wrist watches 
had been sold and could guess pretty accurately how 
many we could sell in the coming year—but not how 
many customers asked for something else. We have 
now completely changed our policy to one of buying 
from a composite record which includes customers’ ge 
quésts as well as their actual purchases and believe. 
this plan of listing what customers want, as well gs 
what they actually bought is a wise one.” 

Until this change was made, the store used a standard 
record sheet divided into columns which showed the 
number of items in various price classifications bought 
and sold. Now, the composite record also includes g 
large mineographed form posted inside the sales office 
door, divided into ten columns vertically, and seven 
columns horizontally. The ten columns represent store 
salesmen, and the seven horizontal columns days ra 
the week. Placed conveniently to the sales floor, this 
mimeographed sheet—which is merely a blow-up of 4 
standard stock buying form taken from the stock book— 
is used by each salesman to make a record of what 
his customers ask for. The sales force has been asked 
to make this record as soon as each customer has been 
served. The salesman steps to the bulletin board, and 
scribbles down a notation of what she asked for if un | 
sold, and what she was sold if the merchandise was in 
stock. A steady stream of notations is thus accumu 
lated during each day and classified and totaled at the 
end of the week. Thus, specific figures are available 
that show not only what the store actually sold, but 
also what else it could have sold if the stock had been 
on hand. 

“We spent a year in making up the first complete | 
record,” it was added, “during which time we handled 
22,000 customers—enough to give us a reliable cross- 
section of the tastes of the entire city. 

“The resulting information, when tabulated, showed 
us that we had been missing hundreds of sales on some 
lines, that a small stock of another line would be profit- 
able, and of course that there were also a lot of strange 
requests which naturally we could not afford to try t 
meet. 

“Any jewelry store can work out the same system. 
It is not necessary to extend it over 22,000 persons 4s 
we did—2,000, 1,000, or even 500 will show about the 
same variety of merchandise requests and in about the 
same proportions as the larger list. It would be best 
to select a certain peak-business period, keep 4 check 
throughout that time, and then test out the results 
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Put OVAL-created gem-like glass stones in rings or jewelry pieces, and watch your customers thrill 
to their bright, sparkling gleam, to their rich, true colors. Product of superlative skill and all-around 
scientific ''know-how," these stones resemble genuine, cut stones so closely even experts are hard 


put to distinguish one from the other. Small wonder, then, that we're working virtually night and day 


to supply the demand for them! 


MADE IN AMERICA BY AMERICAN CRAFTSMEN 


Cushion, Octagon and Oval Shapes in 12 BIRTHSTONE COLORS, all 
staple sizes, Buff Top in RUBY, GARNET and SAPPHIRE only, size 12 x 10 
and 10x 8 only. Ideal for Military Rings. Sold in wholesale quantities. 





OVAL MANUFACTURING COMPANY 
64 West 36th Street . New York 18, N. Y. 





PROVIDENCE: OVAL IMPORTING CO., Inc. 


212 Union Street . . . . . . . « Providence, R. I. 


True Color, Gem-like Glass Stones 


| FoR DecemBer, 1948 











with some experimental buying. Now that the war 
program means lowered volume on some lines, this will 
be a practical way for the jeweler to discover profit- 
able additional lines and be sure of his ground in put- 
ting them into stock.” 

Use of this system has convinced this southern store 
that people will buy where the stock is complete—and 
that it can do a more complete selling job than had 
ever been suspected before. Salesmen didn’t enjoy 
jotting down the notations at first because it means 
some extra work but when they found that this few 
seconds’ extra work meant larger sales for them, there 
was no difficulty in getting their full cooperation from 
then on. Now, when buying time comes around, the 
jewelry store buys entirely against the composite 
record of purchases and requests. On some lines it has 
reduced buying, on others it has increased, and 21 addi- 
tional lines have been added which under ordinary cir- 
cumstances wouldn’t have been considered at all, but 
which experience has proved to be distinctly profitable. 

After the first year’s test, salesmen from manufac- 
turers of the items “uncovered” were asked to call with 
their stock, and a couple of special buying trips were 
made to procure merchandise not available through 
salesmen. Rounding out the stock in this way, of 
course, means that few people are turned down. 

As an example of how the system worked out, this 
store found that it received 156 requests for cameras 
in a single month—this despite the fact that there was 
a camera store two doors away, and that the jeweler 
had never even contemplated selling them. A $200 
stock of cameras was put in as the result, and grew to 
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more than $1000 in two years, turning over four times 
a year. Why people ask for cameras in a jewelry store 
is not known—but the fact remains that they did, Of 
course, cameras are now “out” for the duration, but 
there are plenty of other examples. 

Another one is fine American china. The store had 
carried a few gift dinner and service’ plates, mostly 
souvenirs of the city, amounting to little on the annual 
sales sheet. ‘The request record, however, showed that 
650 women in a single year had asked to see open-stock 
dinner sets, even though there were none on display 
to whet their interest. . 

It also showed that 500 had requested decorative 
glassware. Both have been added, and both are profit- 
able, despite competition which had _ heretofore been 
considered too steep. 

As another instance, inexpensive men’s jewelry, in- 
cluding mostly dollar items, had never been handled, 
since it was felt this would detract from higher-priced 
masculine jewelry already stocked. The record showed 
that 1000 customers had asked for men’s jewelry, but 
had refused to pay high prices for it. The store imme- 
diately put in a full line of tie pins, clips, watch chains, 
money clips, etc., in the one dollar to two dollar price 
bracket—and added a heavy volume of ‘sales which 
hasn’t hurt the better-priced line. 

Others of the profitable new lines are low-price small 
leather goods; picture frames; games such as roulette, 
chess and checker sets, cribbage boards, ete.; decora- 
tive miniature gifts for whatnot tables; desk acces- 
sories; cocktail shaker sets; and believe it or not, fish- 


ing rod reels. All of these were requested during the 


We carry a complete line 
of Meleé, sizes and fancy 
shaped diamonds. 
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SK-1 SK-2 


Exclusive Designs In Cocktail Rings 


These handsome creations in good weight 10 Karat yellow gold mountings with Synthetic Ruby 
stones were designed exclusively for Benj. Allen & Co. by one of America’s'foremost designers. 
They are comparable in weight, design and beauty to those priced much higher. This is only 
one of the many services ALLEN is rendering the jewelers of the country at this time of scarce 
merchandise. They will brighten up your stock and please your customers. 


SK-1 is set with 6 brilliant Synthetic Rubies, Keystone price, $31.50 
SK-2 is set with 3 brilliant Synthetic Rubies, Keystone price, $27.00 


Order these highly styled rings now. 


Our buyers are constantly in the jewelry markets creating and buying desirable merchandise for 
the jewelry stores of the country. They are familiar with all sources of supply and the facilities 
of Benj. Allen & Co. assure you complete service. If merchandise is available you are assured of 
your equitable share from 


BENJ. ALLEN & CO., INC. 


Silversmiths Bldg. 


10 So. Wabash Avenue CHICAGO 3, ILLINOIS 
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first year and were added the second. All have sold 
well since. “Of course, we received many requests we 
couldn’t hope to fill,” the store manager said, “‘be- 
cause we insist that our salesmen record everything that 
is asked for, no matter how peculiar. Probably the 
high water mark in freak inquiries was having three 
customers ask for trusses! There were plenty of other 
inanities, too, but there were far more of the practical 
ideas, which made up for them.” 


It will be noted that many of the new lines which 
the store has installed consist of lower-priced merchan- 
dise. Some jewelers may feel that this is inappro- 
priate for a high-grade store, but this concern does not 
agree. On the contrary, they believe that the requests 
for such goods, and the sales volume that these new 
lines have enjoyed since they have been stocked are 
instead an indication that the store in the past had been 
shooting too high and was losing too much valuable 
business to competition. From every aspect, the man- 
agement is firmly convinced by its experience that the 
new policy and the new buying system are sound, and 
they plan to continue it permanently after the war. 


WAR BONDS ARE JEWELS 


(From page 96) 


Army, Navy and Marines, each accompanied by a 
card showing the boy’s name and address, and the 
branch of the service with which he was connected. This 
type of window which uses a large number of service 





men’s pictures attracts the attention of nearly everyone 
in the community because nearly everyone knows at 
least one of the boys who are shown. 

During the second War Bond drive, Mr. Rubin 
built his display around the picture of a paratrooper 
from a nearby town who was killed in action in North 
Africa. He was the first soldier from that town to 
meet death on the battlefield, and the first one. to be 
buried in a new cemetery for America’s fallen heroes. 
An airfield in this country was named for him. The 
picture was draped in black and around it were letters, 
citations, and medals he had received. (A photo of 
the window is shown on page 96.) 

This paratrooper received national recognition and 
everyone knew about him. The East Liverpool paper 
carried a feature story about him and in the same issye 
Mr. Rubin ran a large advertisement, reproduced here- 
with, urging the people to buy bonds. 

No merchandise is ever shown or mentioned in the 
windows or the advertisements devoted to War Bond, 
Red Cross, or other patriotic drives. Any variation 
from this rule Mr. Rubin feels would be looked upon— 
and properly so—as a cheap attempt to commercialize 
on the local boys serving in the armed forces and would 
be in the worst of taste. 

By using the posters issued by the Government for 
War Bond drives as background and placing the pie- 
tures letters, medals, etc., in front of them; it is easy 
and inexpensive to decorate a window. At the present 
time when help is hard to get, Mr. Rubin believes these 
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Gems of unusual beauty and 
value — available from our 
stock at all times. We are- 
prepared to cooperate with 
you, on whatever your re- 
quirements may be. 
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ranging in colors from ex- 
quisite pale tones to deep 
blue—also mounted in cuff 
links, and in rings for men and 
women. 
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SAPPHIRES, 
RUBIES & CATSEYES 


ie appreciate that travelling to 
New York these days is hard... 


But since now is the time when 
you may need our stones for 
stock, or maybe to fill some 
special orders, we're coming 


to you. 


1 E-b dol ol-6ohe b-1-¥et-mr-or-6 del- Far 6 oe! 
demands are great today. But, 
eek bel-hid-b am dehv ee el-1-1e Moles Cob a-vel 


stones, be sure we can help you. 


Hirold Cohen 


IN THE BRITISH BUILDING 
ROCKEFELLER CENTER 


4 Hef th Suenue, New York 











containing our fountain pens and pencils, and keep | 


work. How about yours! bs 


































windows are a boon to the retail jeweler a 


During certain holidays Mr. Rubin ties up the : 
of jewelry with the war effort, but this is done | 
tirely separately from the War Bond windeill .- | 
ads. The sale of merchandise is never tied up in am 
way with the sale of War Bonds, and is always handis 
with good taste. 

As an example of how it is done, last Father’s Dy | 
Rubin’s twisted the Father’s Day idea around and urea 
the fathers to send gifts to their boys in the ge 
Advertising on this theme was used by the local pas 
and was tied up with a window display created arom 
the same idea. Many other occasions, too, can be giv 
a special war-time slant to fit them to the present @ 
situation, so as to make them more timely and sel] ma 
chandise. These types of displays and ads, Mr, Ryka 
believes, are good business and help to insure 
soldiers will get the kind of articles that they 
need and want. 





iar” 3 
But the main idea for the duration is to sell Bou 
and more Bonds. Mr. Rubin has put his windows 


NEIGHBORHOOD LOCATION IS ASSET 
(From page 94) 


the passing war-workers’ eyes. Five feet from the * 
door, parallel to it and facing it, we placed the @ 


lighted all day long with 36-inch rods of white fluoreseen 
tubing visible from the street.” 

The display of fountain pens rather than one 
jewelry was chosen for this eye-catching location be 
cause we felt it would have a more general appeal, ne 
both men and women today think of letter writing} 
a popular, patriotic pastime. 





IN THEY COME 

“Well,” says Mr. Sommer, “Now our door will ' 
and in will come from one to five women dressed 
those overall suits. These women immediately noth 
the new accessory department and walk right over 
it.” 

The department includes items for both women @ 
men. For ladies we display compacts, beads, @ 
rings, bracelets, and other items in the inexpé 
price range; for men, tie pins, collar pins, cuff links} 
sets and small leather goods. About 100 items 4% 
included in the display. Merchandise runs in pi 
from $1 to $10. 7 

“We have no trouble selling the better qualitie 
says Mr. Sommer. The average sale is about $5. Ped 
have plenty of money, and suggestions often dow 
sales. For instance, a woman will buy a ladies’ wall 
for herself and upon prompting, buy a wallet fort 
man too, especially when that item is displayed rigi 
alongside her own. 


METHOD DOUBLES SALES 


“This display method,” Mr. Sommer explains, “sup 
plies a sort of companionship idea of the worth of tht 


THE JEWELERS’ CIRCULAR-KEYST0M 


*. 





TIARA 


| ‘ eS on J 1461 
all US a? & 2 ge il Ccik Oe Bases 
( fo] a! apr ORS oe 
sae 8 "ay se ; 


for the unusual i | we 
ae in ~~ 
sine diamond mounted jewelry... 
newest designs. .- - obtained by 
fortunate purchases... Now avail- 
able to responsible accounts on 
t... To supply your 
consignmen a mal 


irements. on special calls. 
Ce eee BLUE STAR SAPPHIRE = 
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Bracelets...Clips...Rings...Brooches ‘el (55 
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_. Tiaras... Precious Stones, Loose On OG) im. B 788 


or Mounted . 


PHONE...WRITE... 
WIRE... 


BASKET BROOCH 
J 2098 


RAYMOND ‘ABRAHAMS 


551 FIFTH AVENUE 
PHONES: VANDERBILT 3-0457-8 NEW YORK CITY 


THE MEANING OF MICRON 


The name "'MICRON" is derived from the words ' ‘micrometer,’ a 
device for exact linear measurement—and "chronometer," an in- 
strument for accurately measuring the passage of time. Together, 
they connote the superb workmanship and precise timing inherent 
in every MICRON—"'the watch of scientific accuracy". 


MICRON means MORE to YOU — in Styling, Quality, Value and PROFITS! 


MICRON WATCH CORPORATION 


9 Rockefeller Plaza e New York 20, N. Y. 


Emanuel Abrahams, President 
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man’s item, its practical value and sales price in 
parison to her own purchase. The woman tends 
justify the extra purchase for the same reasensl 
wanted her necklace, bracelet, or fountain pen.” 

The same sales method, says Mr. Sommer Work 
admirably when serving men patrons. “Generally the 
men come in alone. Usually they take a quick oyep 
all glance at the department, make some remark aboy 
it, and then we work from whatever clue the remark 
affords.” 

Unlike many merchants, Mr. Sommer believes that , 
rainy day, especially on a Saturday morning, help sale, 
—at least for the neighborhood store. Neighborhooj 
folks don’t want to get dressed up and get their beg 
clothes wet going downtown on a rainy day, 
plains but they have to go to the grocery or the 
so while they’re out doing their marketing, they’re apt 
to patronize the other neighborhood stores such ag oyy 
.—wet raincoats, boots and all. 

“Somehow, they feel more at ease in a local store, 
and needless to say, we're glad to have them, and ty 
make them feel at ease. Our store is clean, well-ar- 
ranged, up-to-date; yet not so fine as to scare tig 
patron into thinking if he dropped in wearing wet o 
old clothes that he would ‘daub up ‘the joint’ or be out- 
of-place.” ; 

With the patron so welcome, although he may not buy 
anything the first time he comes in, he feels at home 
and is apt to turn up with a repair job. When this ig 
satisfactory,-he brings in another one. When that also 
proves satisfactory, the patron believes in you. He 
comes in to buy! 

“This policy works well in a neighborhood with war 
industries,” Mr. Sommer believes. And since the peak 
in the number of people on the payrolls hasn’t yet been 
reached, still better business can be expected. 

“We're going to treat these people right,” Mr. Sommer 
smiles. ‘“They’re going to come back for repeat sales, 
It’s our future!” 


he ex. 


A NEW LINE NEEDS TO BE PUSHED 


EWELERS experimenting with new sidelines to take 
the place of merchandise no longer available often 
find it slow-moving and maddeningly difficult to get into 
the turnover classification. If so, the reason can usually 
be traced to failure to dramatize the merchandise, ac 
cording to B. H. Klein, Klein & Son, Montgomery, Ala. 
“Quite a, number of the sidelines added by jewelers 
us taedladipanaines to the stére,” he observed, “and 
naturally customers not accustomed to looking for them 
in the jewelry store cannot be expected to start buying 
immediately. It is up to the jeweler to create a lot of 
attention at once to his new line, demonstrate it as much 
as possible, and put the same emphasis on it as he would 
diamonds, watches or flatware.” a 
Although Klein’s has not rounded out its ‘lines greatly 
as yet, the store has chosen a few well-fitted sidelines 
and has had little difficulty in “getting them over from 
the outset.” Chief factor is Mr. Klein’s willingness # 
turn over the main display window of the store to any 
new line for any length of time it takes to popularize 
the merchandise. Too many jewelers refuse to detail 





the main window—always the principal contact with 
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.. by Jean Ritz-Woller 


Beautifully designed earrings of 14 Kt. 





gold, studded with precious and semi- 


precious stones . . . styled in the modern 





trend . . . fine craftsmanship and finish. 
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Available for immediate delivery. 
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Also a complete stock of Rings, Clips and 
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Pins . . . featuring genuine colored stones 


Sud, aie Bd 


. Topaz, Aquamarine, Amethyst, Star- 
Sapphire, Star Ruby, Emerald, etc. 


Write for complete information. 


- JEAN RITZ-WOLLER COMPANY 


aida 220 WEST FIFTH STREET LOS ANGELES 13, CALIFORNIA 
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Genuine “Trublak”’ 


(TRADE MARK) 


BLACK 
ONYX 


RINGSTONES 


ANY SIZE + ANY SHAPE 
ANY QUANTITY * 


Flat Top, Buff Top 
Single or Double Bevel 


PLAIN, DRILLED, SLOTTED 


_ Made to Order 


Solid all through Black honey-dyed color, su- 

perb finish, accurate uniform size, unqualifiedly 

and permanently guaranteed. None finer made 
anywhere. 


Adolf Meller 
Company 


Operating 
America’s First Complete 
Cutting Plant for 


Black Onyx & Synthetic Ringstones 
400 Charles St., PROVIDENCE, R. I. 


Minimum quantity required per size 
and shape... 300 pieces. 


NO JOBBING ...NO RECUTTING 














the public—to this kind of promotional work, : 

At Klein’s, however, all new merchandise is thus fea. 
tured, and backed up with an energetic store ‘sel]i 
program which involves half a dozen integrated ste 
A typical new sideline is leather goods, which Klein, 
began to handle several months ago as most logically 
fitted to wartime selling and the buying habits of an 
tomers. One case on the first floor is now devoted to 
leather goods, uniformly chosen from better-known 
brands, and all in upper price ranges. The merchandise 
includes such standard favorites as billfolds, letter Cases 
card cases and key containers. Above this, however, the 
store specializes in better price makeup boxes, fitted 
cases, writing kits and leather gift items important for 
military officers and personnel, who now make up a large 
part of the store’s traffic. 

When the leather goods line arrived, the first step 
was taking all regular merchandise out of the main dis- 
play window, passed by at least 35,000 persons per day, 
This was replaced by samples of each type of leather 
item, well spaced over a white satin floor, and every 
item identified with a small card naming the maker, use 
of the item, and its gift possibilities. Around 18 items 
made up the display, all completely self explanatory, 
To heighten attention, the amount of illumination in the 
window was increased, making it a bright spot which 
attracted many more visitors. In the center, a circular 
blue sign, 16 inches wide, was hung on white wooden 
chains with white letters reading simply “Leather 
Goods.” 

During the week the window was used, all Klein 
salespeople were instructed to ask every visitor “Have 
you seen our leather goods line?” and courteously steered 
the customer either to the merchandise case or the dis- 
play window. In each case the conversation was directed 
toward the gift features of the line, and if possible, 
a sample of an attractive leather gift placed in the cus- 
tomer’s hands. Wives of Army and Navy officers proved 
to be particularly interested; and Klein’s believes that 
each of them mentioned the leather goods choice to 
friends Tater on. In this way, spending a few extra 
minutes with each customer, it was easy to establish 
the fact that Klein’s had something new to offer in the 
way of gifts. Sales leaped up to a respectable figure 
immediately. 

Another step was inclusion of a “stuffer” on leather 
goods with every bill or direct mail envelope. Naturally 
this was an expense, but one which Mr. Klein felt justi- 
fied since the store will continue to carry the line long 
after the emergency is past. 

Lastly, Klein’s had adopted the original idea of show- 
ing-the leather line to all women who come in to buy 
gifts for women as well as those who buy for men. With 
the phrase, “Here are some ideas when you shop for 
your husband’s gifts,” all salespeople demonstrate leath- 
er goods with no attempt for immediate sales. In this 
way a lot of future sales are engineered, and the leather 


~ goods line has become a staple with this leading Alabama 


jewelry house. 


For a “Merry Curistmas” greeting or “Happy New 
Year” thought to a faithful employee in service, 


~ \t 
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why not write and enclose a $5 bill? Some jewelry 
stores plan to do this bit of heart-warming. 
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GOLD BROS. MAKERS OF 


7 W. 45TH ST., NEW YORK GOLD AND PLATINUM JEWELRY 




















PENDANTS 
BROOCHES 
BRACELETS 
EARRINGS 
RINGS 
LINK BUTTONS 


SED 





Somers-Cunst ECo., Ine. 


MANUFACTURERS 


O. J. Somers Co. 


DIAMOND IMPORTERS 








‘ FOR DECEMBER, 1943 








123 





Ei Eaeaic ou So eer ee 


BarNE eae 





RE LES NE AFG eS 


SE) AMINES GH 











ALTON 


ia COL vg 


Tae 





Because of conditions over VICTORY 

which we have no control we 

are not able to guarantee deliv- cee 
STAMPS 


ery of all models of ALTON 


watches. However, all ALTON 
watch orders will receive our best attention, 
and we will supply whatever possible. 


We urge our customers and friends to be 
patient with us during this uncertain period, 
until we are again able to fill all orders com- 
pletely and promptly as in years gone by. 


W. & G. DIAMOND RINGS AND SETS 





Matched set in 14K. yellow gold. 
Solitaire has two side diamonds and 
-10 Carat center diamond. Wedding 
ring has three fine diamonds. 


Grade Grade 
A AA 
D843—Set—Retail. ..$97.50 $109.50 


Keystone Price .... 78.00 87.60 
D844—Solitaire— 

,_ Sear. 63.90 75.90 
Keystone Price .... 51.00 60.60 
D&45—Wedding Ring 

eee 35.40 
Keystone Price .... .... 28.20 


Matched set in 14K. yellow 


gold. 


Solitaire has .05 Carat center dia- 
mond. Wedding ring has three fine 


diamonds. 
Grade 
A 
D879—Set—Retail .$71.40 
Keystone Price .... 57.00 
D880—Solitaire— 

_... UPL 37.50 
Keystone Price .... 30.00 
D88i—Wedding 

Ring—Retaill .... .... 


Keystone Price .... .... 


Prices and quality of W. & G. Diamond 
Rings and Sets are the same as in 1941— 
no advance in price, no reduction in quality. 


SEND FOR THE W&G DIAMOND CATALOGUE 
* FOR READY REFERENCE 


Weksler & Goodman. Ine. 


Distributors of Keystone, Star, Belove, and 
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5 South 
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IDEAS... 





Siew YOU EVER WISHED for something differ. 

ent for January? What jeweler hasn’t? Here i 
is: Hold a “January Dutch Treat Event” wherein yor 
suggest that the customer “treat himself to what you 
need and didn’t get for Christmas.” The idea way 
developed and used with success by a New York stor 
last January. 






* * 


Here’s aA NEW way to dramatize sale of Bonds, 
Paper all the props in your window with newspapers, 
preferably those with exciting war headlines oy pie 
tures of bombed sites. Smash a hand jutting through 
the papers and paint in bold letters, “out of the news, 
our fighters appeal to you . . the war isn’t wo 
yet—buy Bonds.” 

* * 

MANY FIRMS ARE FORESIGHTED and take this step to 
avoid possible later misunderstandings about per. 
manency of jobs. When hiring new employes for vacap- 
cies created by the needs of the services, these stores 
ask the newcomers to sign a card which acknowledges 
the understanding that they may be laid off when the 
people in service return. 

* & & 


Ir’s pirFicuLt to display your china and silver 
wares without encouraging unpatriotic consumption of 
food,but Macy’s got around that hazard easily enough, 
The store recently showed table settings around the 
theme, “What’s Cooking?” and featured (1) “Forf 
Thanksgiving dinner—turkey, no ration points;” (2) 
“For breakfast—shirred eggs, no ration points;” (8) 
For lunch—spaghetti, no ration points ;” (4) For lunch— 
fish souffle, no ration points.” Each table carried a card 
naming the services shown in china, glass and silver. 

* * # 


How’s your sTaTIONERY department? Why don’t you 
give it a window for a change? Place a small doll a 
a miniature desk at one end of the window and some 
soldiers, also in miniature, at the other in what is 
obviously a camp scene. Connect the two with a toy 
train on tracks with gravel and all the other signs of 
realism and, presto! you have a window that says, “Now 
is the time to write, write and then write some more.’ 

* * 


For A DYNAMIC NEWSPAPER ad, how’s this of 
Namm’s, Brooklyn, N. Y.? The picture showed the 
shoulder and head of a soldier in uniform; the heat- 
line said, “Brooklyn Hero,” and this is the way the 
copy ran: “Maybe you know Cpl. John J. Conroy: 
A lot of people do. He was born in Brooklyn 22 year 
ago. He went to school, played ball, took his girl 
the movies. All of a sudden the world blew up aa 
there he was—on Guadalcanal. He was shelled, 
bombed, strafed, bayoneted, starved—but he was lucky. 
He came back alive . . . They aren’t all lucky. 
long as the war goes on some American boy will lay 
down his life for your freedom. There’s only one thing 
for us to do—speed victory—buy Bonds.” * 
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DIAMONDS 
By Chase Rand 


SUPERB QUALITY AT THE LOWEST POSSIBLE PRICE 
All Chase Rand rough Diamonds are imported directly 
from London and expertly cut in the Chase Rand factory 
to precise scientific proportions to assure maximum bril- 
liancy. Economy of methods and personal supervision 
bring you definite savings and establish an additional 
source of profit to you. Chase Rand mountings are un- 
equaled in quality and fashion appeal. 
Write for detailed price list. 


CHASE. RAND CORPORATION 


Importers and Cutters of Diamonds 
64 West 48th St., New York City BRyant 9-0120 
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What Do Brands Mean 
To Post-War Employment? 


High-level payrolls after V-Day? Yes, if trade, labor andjpublic 
save the brand system, which built America’s factories and'stores, 


from being weakened or replaced by opportunity-stifling|regulation 


by EDWARD N. GARDNER, 
Former economics professor, University of Wisconsin 


OES post-war survival of branded and_trade- 

marked merchandise, both consumer and industrial, 
hold the greatest promise for high-level employment? 
Let’s see. 

Last year’s report of the Secretary of Commerce on 
war contracts shows that the tremendous flow of muni- 
tions, food and other war supplies came in huge majority 
from companies known for their brands, promoted by 
selling and advertismg. To them, Government turned 
in largest measure for inventive genius, high quality, and 
speedy, reliable delivery. 

Did a brand policy make them good? Business leaders 
consider the brand system largely responsible for their 
size and success. Large manufacturers, keyed to high 
efficiency, enabled our nation to carry out colossal war 
production. Without the swift flow of giant production, 
winning the war would indeed have been doubtful. The 
brand system helped build the big plants which proved 
to be America’s first line of defense. 

But the battle to save brands is by no means won. 

Determined opponents of brands bring forward plan 
after plan for Government identification and quality 
rating designed to supplant or weaken the authority of 
the maker’s brand. Leaders claiming to represent large 
groups, agitate and spread distrust of branded mer- 
chandise. 

Much anti-brand-and-selling writing by economists in 
and out of government has found its way into texts and 
courses in schools and colleges. It provides the “party 
line” for many post-war planning intellectuals, who de- 
clare all business anti-social. because of the admittedly 
inexcusable wrongdoing of a small minority. 


CONGRESS GETS BUSY 


The report of the Boren Committee of the House of 
Representatives dated Oct. 25, and the full hearings of 
this Committee on Brand Names and Newsprint, pre- 
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sents impressive official evidence on the worth of brands 
to America and also of threats to them. Here is the long 
needed counter-blast, delivered by the representatives 
of the American people, to the group of thinkers who 
are bluntly hostile to brands and selling, including 
advertising. . 

Goods must be sold, in the post-war period, as never 
before. The people must be given good reasons to spend 
out of their gigantic savings, to buy goods and invest 
in companies, big and small, confident they will more 
than get their money back. 

If this does not happen, then indeed we might have 
the 16 million unemployed Leon Henderson so unpleas- 
antly predicts. 

Whether post-war employment is related to the brand 
principle is the issue on which battle must be joined 
with defeatists who seek to level qualities of goods down 
to broad Government grades.; who in effect oppose im- 
provement and invention. 








THE AUTHOR—Edward N. Gardner, formerly 
professor of economics at the University of Wis- 
consin, later acquired a wealth of practical expe- 
rience in national advertising as executive on such 
accounts as Swift, Weyerhauser and General Foods. 
A few years ago, as Government threats began to 
menace brands, selling and advertising, he applied 
his double training as economist and business man, 
to study and action in protecting our way of life 
against theorists and experimenters. Besides many 
articles exposing the attack on brands, Mr. Gardner 
is author of the book, "Economics of Advertising." 


THE SERIES—This is the second of a series of 
articles by distinguished authors which will appear 
in The Jewelers’ Circular-Keystone and other lead- 


ing businéss papers, which are members of Business 
News Service (BNS). 
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AFTER the war is won the biggest dream of all of us is— to be “doing 
business at the same old stand.” That’s one of the things we’re fighting 


for —the fifth freedom — the freedom of individual enterprise. 


You can help make your dream come true — and help hurry the day, at 
the same time — by doing what many jewelers are doing. As their stock 
of silver, watches and other products diminish, they buy War Bonds with 
the money they take in. Then they earmark them for the purchase of these 


products when they are once more available. 


These jewelers are keeping their “inventory” constant in value. They are 
doing what they can to hasten the peace. And they are themselves making 
sure that after the war they will be doing business at the same old stand. 


The Towle Silversmiths, Newburyport, Massachusetts. 


Owle 
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Must we oppose non-branded goods, because we advo- 
cate branded goods? No. There is room for both. Better 
for all of us if brands must win on merit, in direct com- 
petition with other brands and non-branded goods. “I 
am thankful for the chiseler,’ laughed the chairman 
of a well-known company before his board. “That fellow 
who sells on a price basis makes me sweat to beat him on 
quality and price.” 


WHAT DO WE WANT MOST? 


Americans will always fight for their individual eco- 
nomic advancement—the chance to live better on a 
progressive basis—and to do this with progressively 
greater security. Any lesser objective is not American. 

How does any system rate, Americans ask, in provid- 
ing progressively better (1)income, (2) savings, (3) 
standards of living, and (4) security? Nothing has ever 
provided such benefits so well as the brand system. 
Among the most significant of these benefits are: 

1. Progressively better products. Brands lead, others 
follow. Brands create new and wider markets. Why? 
Because the first principle of branding is to identify the 
goods, so that satisfied customers can buy again. Here 
lies the incentive for relentless improvement, to win re- 
buyers and new buyers. This very process defies theorists 
who want no brands and thereby would reap cheap goods 
and no improvements. What a life, in a nation whose 
progress was frozen at some planner-determined level! 


2. Progressively lower prices. Large-scale production 
and distribution in many lines, automobile and tire 
brands being amazing examples, have brought prices 
down with a thump. Other goods benefit by lower costs 
of wide distribution, even though in production they 
quickly reach the point where more volume adds little 
to further economy. Often, too, improved brand quality 
gives more value for the same money, thereby providing 
the equivalent of a price reduction. 


3. Greater freedom of choice. Brands set the pace for 
greater variety in styles, models, designs, to fit individual 
free invention of producers and free choice of consumers. 
Non-brand competitors copy these varieties mainly in 
the wake of brand-stimulated demand. 

4. More new products, brought more quickly within 
popular reach. New markets could not be created, spread 
widely, without enterprising sales effort. The solid 
probability of rapid sales under brand encourages busi- 
ness men to back new products, and through economies 
in production and selling to make the high-priced lux- 
uries of yesterday become the medium-priced necessities 
of today. 

5. A higher standard of living. How did we get the 
goods we own, in an abundance miraculous to the rest 
of the world? Not through our great natural resources 
and uncrowded population. The Indians had these. We 
made tools, then made goods and sold them under the 
name of the maker. National wealth expanded, national 
standards of living rose. 

In food alone, multitudes of minor improvements 
transformed American living. A quickened cooking time 
in a cereal, better flavor, more vitamins, purer food, surer 
preserving to bring good food year-round to our tables. 
In a few years, they pile up into a total that transforms 
your kitchen and your meals. Nothing to raise the price, 
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usually; most are added values just thrown in free with 
the goods. 

6. Less investment risk. Investors find greater safety 
and opportunity for their risk capital in those entep. 
prises, small or large, new or old, which stress the brand 
system of production and distribution. 

7. Greater stability of markets and employment. Sat. 
isfied buyers of branded products form stable markets 
on which labor and management can depend. Security 
for farmers, professional men and all employed persons 
increases when labor has greater stability. 

8. Higher wages for workers; higher prices for farm. 
ers. Successful promoters of brands, big shops, are the 
principal employers of union labor. Almost universally 
union workers are higher paid than non-union workers 
in the same field. Farmers get higher prices when fae- 
tory workers are better paid. 

Perlman of the Bureau of Labor Statistics, reporting 
to the Temporary National Economic Committee, reck- 
oned as a factor of good management making for higher 
wages, “reduction of the cost of distribution by large. 
scale advertising and better utilization of sales organiza- 
tions.” He shows that the four companies producing 
three-fourths of all soap for the country paid 76.2 cents 
an hour as against 58 cents for medium-sized and 55.5 
cents for small soap-makers. The Big Four, as everyone 
knows, have a strong brand policy. 

If manufacturers were forced to abandon brands and 
compete on a price basis alone, with the best chances 
going to chiselers and sweaters, labor would lose its 
best assurance of good pay and steady work. 

9. Greater security. Leaders of great enterprises hold 
that the brand system affords greatest all-round security. 
Why should any one ever believe that theorists and plan- 
ners with little realistic experience are qualified to offer 
sound advice on such matters? 

Brands make jobs in stores, too. The distributive 
trades employed seven million workers in 1939, whereas 
in 1937; the last peak of employment before the war 
boom, manufacturers employed 11.3 millions. 

A worker who is on the job 12 months instead of six 
has a hundred per cent increase in employment. Dr. 
Emerson P. Schmidt, University of Minnesota, in study- 
ing companies providing job security in varying degrees, 
names Procter & Gamble, McCormick, Nunn-Bush, 
Hormel and many others known to all America. The 
inference is fair that they attained worker-security by 
establishing secure markets with brands, efficient selling 
and advertising. 

What about labor’s chance to hold a long-term job? 
The Harvard Business School, studying great numbers 
of detailed case histories of businesses over many years, 
reports a conclusion in Prof. Neil Borden’s decisive 
book, “Economic Effects of Advertising”, that brands, 
well promoted, give stability to business. 

Another source shows that 17 industrial manufacturers 
who stopped advertising in World War I because they 
had more business than they could handle, totlay are out 
of business. Dead companies hire no workers. 

Has labor any further stake in brands? Yes, indeed. 
Testimony of underwear manufacturers, for example, be- 
fore the Boren Committee showed that they could not 

(Please turn to page 144) 
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Har or peace.. WORHAM MARCHES ON 


We had no “war scare” in 41 at Gorham. We saw being made to enable our dealers to secure max- 
war coming, revised our production schedules, got imum results from opportunities derived when 
plans ready to convert 100% to war work, and con- pent-up purchasing power is eventually released. 
tinued to advertise, using our now famous “share Meanwhile, we shall continue to advertise in 
the silver” theme to assist you to spread sterling 1944, with sound consumer appeals, as inthe past. 
silver sales to the greatest number of customers. That’s how a firm maintains its position of 
We are planning now for peace. Preparations are leadership for one hundred years. 
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HEN a business reaches a major milestone in 

its career—a 25th, 50th, 75th or 100th birthday, 
for instance—it’s an occasion for telling the world. A 
few weeks ago, Schiffman’s, Inc., of Greensboro, N. C., 
made local history in celebrating the golden anniversary 
of its founding 50 years ago, in 1898. 

Ingeniously, this old-established jewelry store used 
three separate and distinct ideas to make Oct. 18, its 
anniversary date, a highly memorable occasion; sum- 
marized, these appeals were: Personality, patriotism 
and curiosity. 


GOLDEN WEDDINGS OF ‘93 


Week before the store’s 50th anniversary celebration, 
“teaser” advertisements in the newspapers piqued pub- 
lic interest. Readers knew that something unusual was 
in the air, but just what none could tell. These ads said: 
“Have you been married 50 years? If your 50th anni- 
versary is this year, call 5146—Schiffman’s—and ask 
for ‘Miss Kate.’ You’ve a pleasant surprise awaiting 
you.” 

Naturally, all couples who phoned were invited to 
attend Schiffman’s 50th birthday party. Thirteen pairs 

(Please turn to page 142) 
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50th birthday celebration, 
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“.-- Outstanding Production 


of War Materials” 


Naturally we are proud and honored that on Friday, 





November 19, the Army-Navy “E” for outstanding 
production of war materials was conferred upon Reed & Barton 
by high dignitaries of America’s fighting forces. 

Yes, we’re proud of our hundreds of faithful men and women 

* workers, whose hours of labor earned this high award... proud 
of the 250 fine lads who laid down their silversmithing tools 
to take up the tools of war ... proud of our thousands of loyal 
customers whose continued patronage over a period of 119 
years has made possible the existence of a business like this, 


to which our country could turn in its hour of need. 


Reo Vz oar 


SILVERSMITHS 


TAUNTON, MASS. * ESTABLISSOED 1224 
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@ The Army, Navy or Air Corps insignia is attractively 
accented in these 14 karat gold wedding rings, symbolically 
designed for brides and wives of Service Men. Walter Lampl. 




















@ From a group of brooches, earrings and 
corsages, made by hand from ancient Calj- 
fornia desert shells, wholesaling at $12 to 
$18 a dozen and distributed by H. W. John- 
son, 712 S. Olive St., Los Angeles 14, 





@ Fashionable ribbon pin, made of gold- 
finished sterling set with a simulated emer- 
ald, retailing at $25. From a distinguished 
collection, set with choice of six colored 
stones, by Joseph A. Rich, 62 W. 47 St., N.Y. 





@ Porcelain originals by Maximillian. Each 
: flower is made by hand and available in a 
wide variety of styles. Pins, $32 a dozen; 
earrings, $21 a dozen wholesale. Exclusive 


= eet agar i gee with Sun Glo Studios, 225 Fifth Ave. N. Y. 


slightest motion shifts their 
position inside the "cage" top 
of this conversation-provoking 
14 karat gold ring by Marc 
Koven, 17 E. 48th St., New 
York. Retails for about $320. 






@ U. S. Luggage & Leather Products Co. 


@ From the kilns of Pewabic Pottery come these richly : 29 W. 34th St., New York, offers cowhide 
hued, brilliantly glazed ceramic pins, wholesaling at $1.65 picture frames in assorted colors, tooled 
and $1.35 respectively. Matching earrings available. Dis- with gold leaf. 5" x 7", $5.95; 6" x 8", 
tributed by John Junge, of 225 Fifth Ave., New York. $6.95; and 8" x 10", $8.95, retail prices. 
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When peace returns, there will be many a table in 
your community awaiting its first settings of fine 
Sterling silverware. The present restrictions on home 
building, the postponing of house-furnishing by 
brides whose husbands are overseas, and the tempo- 


rary limitations of silver supplies — all have the effect 


You may be ce! 
many ultimate 
of yours are fot 
choice now f 
lovely Watson 


estimated readerst 
over 24,000,000,” 








of building up an unparalleled market for you. 
Weare, in a way, reserving these tables for Watson 
dealers by keeping the name and fame of Watson 
Sterling silverware continuously in the advertising 
spotlight through the pages of LIFE. The Watson 
Company, 8123 Watson Park, Attleboro, Mass. 








MODERN SILVER WITH THE BEAUTY OF OLD MASTERPIECES 
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HAGANS' SHOP APPLIES SYSTEM 
(From page 89) 

given a aaily work sheet on which he records the job 
number, the operation performed, and the charges for 
each repair handled during that day. These daily work 
sheets, together with all finished work and the indi- 
vidual record cards covering it are turned in at the 
end of each day. 

Unfinished work is put away each night by the man 
to whom it has been assigned, and who remains re- 
sponsible for all watches given to him until he has 
completed the work on them, turned them in, and ob- 
tained his receipt for them. 
vidual drawer in the shop safe in which to put away 
at night his unfinished work. 

Thus complete control and 
operations and records is maintained at all times. 

Material control is important, too. In the Hagans 
shop a Material Department is installed at the rear 


Each man has his indi- 


supervision of both 


part of the workroom where it is separated from the 
work benches by an L-shaped counter. The stock of 
parts and materials is kept in shelf drawers and 
cabinets along the wall. behind the counter. This de- 
partment is in charge of one man who is responsible 
for the buying and distribution of all materials used. 
Watchmakers leave their benches and come to him with 
requisitions when a part is needed. If the part wanted 
is not immediately available for any reason, the watch- 
maker is so informed and returns to his bench to utilize 
his time profitably on other work. 





' 


In material, as in other departments, waste and Care- 
lessness are prevented by systematic check- -up and 
supervision. If it is found, for example, that man 
is habitually using mainsprings in excess of job needs, 
that fact is pointed out to him, and he is henceforth 
required to turn in the defective part for each new one 
received. However, the men recognize that economy 
in operation benefits everyone, and there is ‘good we 
operation with the house in its effort to eliminate waste. 

The whole atmosphere of the shop is business-like, 
“Visiting,” social conversation, and smoking for jp. 
stance, are discouraged except during the 10 minute 
recess periods in mid-morning and mid-afternoon. Re- 
cessing is done in small groups at a time so that the Cl. 
absences do not materially affect the busy appearance 
of the place. 

The general aspect of the workroom is quietly eff- 
cient industriousness, concentration on the work at 
hand, and scrupulous neatness. All of the men are at- fa 
tired in clean well-fitting dust jackets of the same color 
and material, which are furnished by the house. Bench 
tops are always kept well dusted and tidy. The neat 
and orderly atmosphere and appearance of the shop 
is effectively exploited as a business-getter not only 
during working hours, but after closing. The lights 
over each bench are kept turned on each night until 
11 P. M. virtually making a window display of one yo 
half of the store, since the shop is separated from the a 





sidewalk only by big plate glass windows. 
street traffic sees a symmetrical arrangement of watch- 
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Frank Smith artisans have cre- 
ated two lovely silverware 
terns — Fiddle Thread 
Edward VII. One is patrician 
plain, other delicately or- 











FIDDLE THREAD 





| be ovet . 


EDWARD VII 


Frank Smith artisans have cre 
ated two lovely silverware pat 
terns Fiddle Thread and 
Edward VII. One is patrician 
plain, the other delicately or 
nate. Both are most authentic to 
design, heavy in weight and 





EDWARD Vil 







superbly wrought. Their charm 
increases yearly as does your 


pride in ownership 


Illustrated Folders on Req 


FRANK W. SMITH, Inc 
GARDNER, MASS 
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After a series of extraordinarily rigid tests, scien- 
tists in one of the world’s foremost laboratories 
summed up their findings on Racine Watches 
with this statement: 


“Inspection of the case and interior 
mechanism showed no evidence of 
water penetration or corrosion what- 
soever.” 


RACINE WATCHES are equipped with 15 
Jewel Gallet Movements; Nivarox Hair Springs 
and Glacidur Balances make them NON- 
MAGNETIC. 





IMPORTANT 


Under the present situation it is impossible for us 
to meet the demand for Racine Watches. We ask 
that dealers be patient until more favorable con- 
ditions permit us to offer our usual service to 
regular customers. 











JULES RACINE & COMPANY 


20 WEST 47th STREET NEW YORK 
EPCOS a cc! 





makers’ work benches in rows of three, nine rows 
—27 in all. The nature of the establishment, the sing 
of its business and the efficiency implied by the wal 
appearance are thus effectively registered on the publi 

The arrangement of the benches gives each watch- 
maker an area of 36 square feet. A cleaning machine _ 
is provided for each four men and a gear-cutting “e 



















chine is centrally located for all to use. Watchmakeanil 
own their own tools, but “have access to the latest itll 
provements in machinery and equipment that science 
has devised for quicker and better service,” said Mp 
Hagans. 

Lest what has been said about management methods ; 
and shop rules might give the impression that the at- 
mosphere is one of school-room discipline or of treating — 
the men like so many machines, it should be emphasized 
that along with the striving for efficiency goes a sincere 
recognition of the human side. 

The importance of personalities and the universal 
desire for dignity and recognition as an individual are 
a basic part of the principles on which the Hagans 
establishment is conducted. 

Every employee in office or shop is provided with at- 
tractive business cards bearing his or her name and 
title. Name plates are affixed to each man’s bench, 
and in every possible way he is made to feel that he 
is an integral part of the organization—plus of course 
the fact that he is well paid, and no ceiling is placed 
on his earnings. ; 

Mr. Hagans’ idea of giving the business a profes 
sional atmosphere is further manifested by having a 
young woman receptionist as in a professional office, 
to greet customers, take their watches to the work- 
room, where an estimator supplies the desired informa~ 
tion, and conclude the transaction in an atmosphere of” 
cordiality and good will. If there is to be any delay, 
the customer is invited to be seated comfortably. Clocks — 
in interesting variety along the walls will attract his — 
attention; perhaps the old-fashioned cuckoo will start 
up a nostalgic train of thought that will pass the time — 
all too quickly. a 

Charges for service rendered are in keeping with © 
the quality of the work; insurance protects the custom- ~ 
ers’ property for a period of 30 days. “People have lots 
of money nowadays and, demanding the best service, 
are willing to pay for it,’ said Mr. Hagans and com 
tinued, “we are going to enjoy much prosperity after 
the war and now is the time to prepare for it. / 

“Thus, although we are now getting all the business 
we can handle, we continue to advertise in the papers. 
We want to emphasize ‘scientific service’ and build good 
will for the future. In this connection, we are going = 
further and now have in preparation a booklet that 
will run over 24 pages, describing and illustrating the 
tools and machinery involved in watch repair work to 
show how scientific it really is. These booklets will be~ 
distributed with care, of course, where they will do~ 
the most good . . . among people who will appreciate 7 
them. “e 

“It is our firm conviction that the watch repair shop” 
which adheres rigidly to quality workmanship, even 
under present-day difficulties, and which now impresses — 
the public with a realization of the quality of its work, — 
is the one that will continue to prosper after the war.” — é 
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In the Meantime... 


KEEP ON BUYING WAR BONDS 
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GLEAMING 


NEW BEAUTY 
for a 
BRAVE, NEW 


WORLD... 


Busy as we are with the 





all-important task of pro- 
ducing for War, we have 
found time to Design and 
Re-design our products— 
to incorporate the many 
suggestions sent to us by 
our customers—to adapt 
brand new techniques and 
materials that were un- 
known but a short while 
ago. So be prepared for new 
highs in beauty, in service- 
ability and in value in the 
BENEDICT Household 
HOLLOW-WARE line. 


EDICT | 


MFG. CO. 


EAST SYRACUSE, N. Y. 
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"SERVE-SELF" AIDS GIFT SALES 
(From page 93) 


The third step in the serve-self objective was to make 
gift-shopping easier, and more enjoyable with self-ser- 
vice. Frumess finds that most gift shoppers like to spend 
considerable time making their selections; they like to 
feel relaxed and unhurried, and often the presence of 
an anxious, watchful clerk makes the customer nervous. 

Accordingly, in all its advertising, Frumess stresses 
that in the serve-self gift shop, the customers can browse 
as long as they like without having a salesclerk con- 
tinually at their heels. However, if the customer desires 
aid, suggestion, or advice, in her gift-shopping, an oblig- 
ing, courteous salesclerk is there on the mezzanine floor 
to help her. 

The serve-self gift shop is arranged, though, primarily 
for self-service, and few customers need help, in finding 
either the desired merchandise or its price marks. Each 
article is clearly marked with a price sticker pasted 
on the top or on the side of the gift, wherever it’s easiest 
and clearest to see. This saves customer time, eliminates 
needless handling of goods, and saves breakage. 

To make gift-shopping both easy and enjoyable, dis- 
play is carefully coordinated with splash display of one 
item, in all its variations, featured in one display section 
—eithcr in the built-in wall nooks or on the center, 
three-tiered modern, display tables. 

Frumess features an extensive range of quality gifts, 
in a price range from $1 to $30, and ranging in size 





from wrought lamps, vases, and objets-d 
size perfume bottles and collectors’ miniatures, Pen 
sonal gifts and gifts for the home, smoking ACCessories 
cocktail sets, picture frames, book-ends, table centes 
pieces, goldware and glassware are but a few. of the 
many gift selections awaiting the serve-self customer, 

After the customere has made her selection, she can 
give her selected gift and money to the girl on the floor, 
or else take it with her to the cashier’s desk on the Main 
floor where it will be gift-wrapped, if desired. 

Frumess customers who gift-shopped in the store 
before serve-self was inaugurated tell the store that the 
new arrangement, which lets them browse to their heart’s 
content makes them feel more at home. They admit 
to buying more gifts and spending more for them, now 
that they can take all the time they want to look around 
and make their own appraisals. 

The savings effected by lower overhead in reducing 
the gift shop sales staff by two employes is passed on to 
the customer in lower priced gifts—which in turn jp- 
creases gift shop volume. 

New customers, drawn into the store because of the 
unusual gift shop, often make additional purchases on 
the main floor. They can look down on the streamlined 
beauty of the main floor, while browsing on the mezza- 
nine. Many buyers of perfume bottles stop at the per- 
fume bar downstairs and have the bottle filled with their 
favorite scent. 

The one possible disadvantage of a self-service pro- 
gram is the opportunity for pilfering and shoplifting, 











Golden-hued Dirilyte flatware, centerpiece, candelabra and goblets 
with green and gold banded china. 
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| ‘ Prope will want to tu 


> ei 


glamorously eoccce 


People today are becoming accustomed to the 
idea of doing things differently—of living more 
glamorously—after the war. And so they art 
more interested than ever in what brilliant 
golden-hued Dirilyte flatware and _hollowware 


can do for their table settings. 


Dirilyte is a remarkable alloy, the color of fine 
gold. It lights up a dinner table in a blaze ol 
glory. It is hard, scratch-resistant, not corroded 
by salt, moderately-priced. Do you wonder Mrs. 
Public is intrigued? She is. She keeps writing 
to tell us so, although she hasn’t seen much 
Dirilyte.lately—we can’t make it today. But we 
will make it again after the war, more of it than 
ever. Let us help you to build your postwat 
Dirilyte sales—write for information to American 
Art Alloys, Inc., Kokomo, Ind. 


Golden-hued D he ily le 
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bvecy time! 


Precision Timepieces 


Cased by Wadsworth! 


Today’s attack is timed to the, 


split second! Thousands of Operational 
Watches in service over many targets 


have the sure protection of 


Wadsworth Cases! 


! THE WADSWORTH WATCH CASE CO., INC., DAYTON, KENTUCKY 
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SERVICE 


Whether it be in the military ser- 
vice, or on the home front, it is 
everyone's duty to do their bit. 


We can help you by putting the 
idle dollar to work—getting essen- 
tial metals into the war effort. Yes, 


these are available in all forms 
of old 


GOLD —SILVER— PLATINUM 


filled cases, plated scraps, bench 
sweeps, polishings, etc. 


DEEG 


Yee 
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You can ship with confidence 
when you send it direct to 


Tan wwe A Ss J. 


TCECLOMUD_/ Metal : 
REFINERS MANUFACTURERS 


E WASHINGTON STREET, 


CHICAGO = 














That hazard can be overcome by wise planning. Frumesy’ 
serve-self gift shop is located by the office where girls 
of the clerical staff work in direct range of the gift n 
just behind them. While they don’t attempt to SPY on 
the customers, the mere fact of their presence discour. 
ages anyone who might be tempted if no one were any- 
where around. However, Frumess feels that gift-sho 
pers are not the type to indulge in shoplifting, ang 
experience so far has confirmed this belief. 

Mr. Frumess is pleased with his serve-self venture 
after three months’ tryout, although he thinks six months? 
time will return a definite verdict on the success of his 
testing-ground for self-service in a jewelry store. Though 
results have not been spectacular, since the venture was 
started in the slack gift-buying summer months, volume 
has increased over 1942, and the steady increase of self. 
serve customers into the serve-self gift shop prove the 
idea has caught on successfully. 





WHERE'S THAT REPAIRED WATCH? 
(From page 85) 


than it looks, because the only other watches that could 
be hung in this same location would be number 483 or 
number 1483, and these jobs presumably were called 
for months ago. 

Thus Mr. Barone’s ticket book run up to 10,000, 
and when he gets around to using the last of these 
numbers the watches will be as speedily located as if 
the numbers were lower, since only the last three digits 


_ are used for purposes of losating the watches on the 
| rack. 


As another advantage, this new-type rack provides 
an instant check whether a particular watch is ready 


| for the customer. If it’s not on the numbered hoo’, 


_ it’s not completed. When a watch is taken from the 


hook and returned to the customer, its number is 


checked from the loose-leaf record book as “delivered.” 


Incidentally, Mr. Barone has an efficient young 
woman in charge of taking in and returning repairs, 
Thus, the store’s three watchmakers are spared the 
necessity of jumping up from their benches to con- 


| sult with customers and can devote all of their energies 


to the big, important job of helping keep America on 
time. 
Brightly lighted with concealed fluorescent tubing, 


| the orderly, efficient-looking panel dominates a good 
| part of the Barone shop, and has produced complimen- 


tary remarks from many customers. Its cost, about 


| $380; its saving, several thousand dollars worth of other- 





wise wasted time! 


Here’s a simple, personal technique for getting new 
customers. A youthful and alert saleslady in a Michigan 
store watches the society columns every day. Whenever 
a photograph of a local woman appears she writes to 
her immediately. “That’s a charming picture of you 
in Sunday’s paper,” her note says. “I noticed it par 
ticularly, because I could not help thinking how wonder- 
ful you would look in a very special new piece I just 
received in the store.” She reports that a surprising 
number of women come in to the store to seé what that 
“special piece’ is. 
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edn Featets 


We Like 
White Elephants — 


Have you a herd of white elephants in your stock? A section not 


LE 


moving fast enough? A portion you'd like transferred into cash 
so you can invest it to better advantage? You may not have 
known that Gordon Brothers not only buy entire stocks, but are 
interested in surpluses. With our wide outlets, the merchandise 
you don’t want is probably just what we can use. Just a few 


recent examples: 


ny en er ee ee 


Walton’s of Pasader-+, California, a shop famous for fine 
hand-made precious stone jewelry, now wanting to direct 
its business into a faster-moving, more moderate-priced 
field. In October, we bought their surplus of most expen- 
sive pieces, $75,000 at their retail. : 


= = oe Nw 


ney went 


Also in October, in N. Y. we bought two surpluses ($150,000 
retail) of fine platinum, gold. and diamond jewelry, from 
Staiger & May; Radio City, and from Tomkins Co.,57thSt. 
Cash from us meant capital for them to use more 
advantageously. | 


<# 





So why not take stock of YOUR white elephants now? Then 
write, wire,or phone Gordon Brothers, so we can make quick } 
arrangements to see, bid on them, and take them off your hands. 
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ZIPPO ACCESSORIES 


ARE NATIONALLY ADVERTISED 


Altho the famous ZIPPO Windproof LIGHTER 
has been drafted by our government for the ex- 
clusive use of our armed forces abroad and on the 
high seas, and thus not available for sale to- 
day, you can stock and profit by the sale of 
ZIPPO FLINTS and FLUID. They are high 
quality, popular lighter accessories demanded 
by ZIPPO and other lighter owners. 


ZIPPO HARD FLINTS 


ZIPPO FLINTS fit practical- 
ly every lighter. They give a 
big sure-light spark. Extra 
hard, extra long lasting. Snug 
fitting, never tip over while 
in use. Avoid cheap, “skimpy” 
flints. Packed four to an 
envelope 10¢ retail. 


Colorful Zipro Funt Display 
Holding Thirty-six 10¢ Packages 
Free. Merchandise Retails for 
$3.60. Dealer price $2.16. 


ZIPPO WICK is a permanent wick—because it is “‘asbesto- 
sized”. It is practically immune to disintegration due to fire 
or long use. If a ZIPPO WICK is damaged by accident or 
abuse, a new one can be obtained for 3¢ (dealer price). 
Important: Use only ZIPPO WICKS for ZIPPO Lighters. 


ZIPPO LONG LASTING FLUID 


ZIPPO FLUID never gums up the 
works. It is recommended for all 
makes of lighters. Free lighting, 
long lasting, burns clean. Retails 
for 25¢ a bottle (not to be confused 
with cheap fluid). Minimum ship- 
ment, carton of 24 bottles f.o.b. fac- 
tory $3.60 dealer price . . . Cannot 
be shipped through the mails. 


ZIPPO MFG. CO. 


Dept JC BRADFORD, PA. 
New York Office: 52 Vanderbilt Avenue, N. Y. 


ZIPPH);,.dp2rh 
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SCHIFFMAN ANNIVERSARY 


(From page 130) 
! 
of men and women who were married 50 years ago a 


thus on hand for a 15-minute radio broadcast from. 
store, during which each couple was introduced 
the air and had its picture taken, to be sent when 
in a fine leather easel as a souvenir of the day. 7 
$50,000 WAR BOND SALE 


And the day before the birthday, Schiffman’s 
full-page advertisements that no merchandise 
ever would be sold during the anniversary. Inste 
said the announcement, “we want to sell $50,000 
of War Bonds to our many friends,” this goal rel 
senting $1000 worth of bonds for each year of the ste 
career. 


Dramatizing the Bond sale, a huge three-tiered ‘ 
ding cake featured one window display. It was deco 
with 50 tall candles, one of which was lighted ag ¢ 
£1000 worth of Bonds was sold. E 

So many Bonds went over the counters that th 
weren't enough candles on the cake to indicate the ¢ 
sale. By evening, the goal had been exceeded by $7,29 
and $57,275 worth had been sold. 4 

Next day, Schiffman’s advertised the accomplishme 
of the War Bond sale. Mentioning the large volu 
the store said: “To those of you who helped make | 
50th anniversary such an outstanding success, we @ 
press our sincere thanks!” This Bond selling job w 
especially good because it came soon after the Thi 
War Bond Drive, during which the county’s population 
of 170,000 people had purchased some 25 million dol 
lars worth of Bonds. 


MUSEUM PIECES SHOWN 


Still a third idea built widespread interest in Schiff- 
man’s anniversary. This was an exhibition of unusual 
timepieces and rare jewels borrowed for the occasion 
from a4 number of importers and manufacturers. Some 
of the attention-getters in this “one-day museum” were: 


—The specially built watch used by Lincoln Ellsworth 
during his expedition of 1938 to the Antarctic, where 
he claimed 70,000 miles of territory for the U.S. 

—A $20 U.S. gold piece which opens on hinges to 
reveal a complete and accurate watch movement inside. 

—A U.S. Custom’s collector’s badge, made of karat 
gold and set with diamonds and rubies. This was iden- 
tified as probably one of the most expensive badges ever 
made. 

—A large flat-topped diamond, which (though dia- 
mond is the hardest substance known to man) has been 
elaborately engraved with the likeness of a scarab, 
Egyptian symbol of immortality. 

Attracted by these three themes—the party for the 
old married couples, the sale of more than $50,000 
worth of Bonds, and the collection of rare and unusual 
examples of the jeweler’s art—the Schiffman store was 
crowded all day with people of all ages, customers and 
non-customers alike. The store moreover contributed 
something of importance to the War effort and further 
entrenched itself in the solid good will of Greensboro’s 
citizenry. 
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ARMY RING... . AIR CORPS RING... $3.00 NAVY RING $3.00 MARINE RING 
With Gold Crest . . . $3.75 With Gold Crest . . . $3.75 With Gold Crest $3.75 With Gold Crest 





4 
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G We tla Ue ¢ 


o /, i 
Srttemely Sleavy SOLAT 


PRESTIGE RINGS 


PRE- Rixom lhe six rings illustrated are the real McCoy, | 
P 


WAC RING $3.00 
With Gold Crest .. . $3.75 











R\ ASM artistically wrought, authentic in detail: a las- 
ting joy to the wearer, a lifetime good-will 
builder for your store. You owe it to your 
customers - and yourself - to feature the 


“REAL McCOY” for the duration. 


All Prices Net 


wu Guns Gane ee ACTURING JEWELERS | 
With Gold Crest. . . $3.75 °COY J EWELRY C0 MANUF | 
M « 103-05 E. Gth CINCINNATI | 






















FROM ‘18 T0 °43 



























' * * 
1€ 

‘i W cs do we remember when this company was established—in 1918—the 
h year of the Armistice. How happy we all were that Christmas of ’18, with 
: the boys coming home—the war over! May the present titanic struggle be 
7 history ‘ere another Christmas rolls around! In the vital meantime, we shall 
7 continue to do our best, producing the merchandise of War as well as of 


Peace—that this wish may be realized—that our efforts in your behalf will 
help you to do your share. 


1 To all Micallef wholesalers and their legion of 
retaijers, we send the heartiest of Season's Greetings. 
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TRADE MARK 


A. MICALLEF * CO. 


158 PINEST. *« PROVIDENCE, R. 
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TO OUR CUSTOMERS 


For Immediate Delivery 


MATERIALS and SUPPLIES 





BALANCE STAFFS For all American watches—Elgin, 
(Guaranteed Waltham—Hamilton and Illinois, etc. 

to Fit} Per dozen ....... Single Roller. .$1.75 

Per dozen ....... Double Roller. 2.25 





BALANCE JEWELS—PFor all American watches—Elgin 
(Guaranteed to Fit) Waltham—Hamilton and_ Illinois, 
Oto; TROPTMOBON 55ds ss ssidsce Ses $2.50 





FRICTION BALANCE JEWELS —In the following di- 
ameter and hole sizes only. 
Dia. 4 Hole 8 
0 = 9 


“ 80 “ee 10 
“ee 90 “ec 8 
“ 90 “ 9 
“i ¢ ms: 
“6 100 8 
“ss 100 “ 9 
[aoe , ee 





WATCH CRYSTALS—K.D. Brand American made 
lentille round crystals from small size and up to 
MCOMEE MOP ERMEG. 4, occs.c0ccvesice seens per doz.... 70¢ 
larger sizes ...... Midcts wha eaten se bap eee per doz.... 90¢ 


American made Fulton crystals fancy and military 
7 SE SES er ane ee ree 1.00 
(we can fill orders from any B.B. or K.K. numbers) 


Genuine—G-§ unbreakable—round and fancy glasses 
SPE Ss cee Codon 0's akeoe Nene bene cveshree bee eet 90¢ 
Also G-§ unbreakable crystals for Hunting watch 
ag) NE EOE Ses ohne ths be Vevwe tiene esses ve ae% 90¢ 


Also G-§ unbreakable crystals for waterproof cases 
EEL. 90h o Usa ws:c cs s/n te Wid Views oie OP aiE Gee eee oe $1.50 





CROWNS Gold Filled for American and Swiss bracelet 
watches—in yellow—pink and white—per doz. $1.00 





Also a complete line of American and Swiss 
materials for all makes of watches ... 





STRAPS Fine quality of watch straps, ranging in price 
from $3.50 per dozen to $6.00 per dozen. 





IDENTIFICATION 
BRACELETS —In Sterling Silver for 
Gents—With heavy plate and chain........ $3.50 ea. 


Gents—With heavier plate and chain...... 4.75 ea. 
Gents—With extra heavier plate and chain 5.50 ea. 
(for He-Man) 





We still have available cases for wrist 
watches for Swiss and American watches in 
various qualities — Yellow Top, S.S.Bk. — 
and all yellow with dials to match—In order 
to obtain the proper size, when ordering 
send movement. 


ORDER NOW! 


CENTRAL WATCH MATERIALS 
& SUPPLY CO.. INC. 


134 South 8th Street 


Philadelphia 7, Penna. 

















BRANDS—AND EMPLOYMENT 
(From page 128) 


change-over their machines, as demanded by the former 
OPA administration. OPA sought to have them make 
lower-grade goods, which the makers would not allow 
to bear their trade-marks, nor could they change-over 
skilled workers into unskilled workers. Men with pride 
in their skill resent being set to produce “good-enough’ 
goods. 

Farmers, too, have. had security experience with 
brands. The fruit-growers created a market by careful 
grading, then branding, selling and advertising. One 
food manufacturer lists in a brief filed with OPA ten 
methods he uses to make sure vegetables are right be- 
fore going into cans. These include breeding the right 
seed, soil-analysis, prevention of disease, pre-grading 
during growing, and even control of mineral content of 
the water. 

10. Minimum regulation and regimentation. That we 
should learn about economic progress from fore; 
sources is unrealistic; that they should learn from ys 
makes good sense, as a newly awakened Russia is proy- 
ing with its modern industrialization and trend to incep- 
tives rather than regimentation. The brand system 
accounts for much of our phenomenal progress in com- 
parison with the rest of the world. 

11. Maximum opportunity for progress through merit. 
The man who has abounding confidence in his goods, 
who piles into them all the inventiveness and passion 
for improvement that has become the American habit, 
and who knows how to get people to own them—can go 
ahead. He takes no wild gambler’s chance. Through 
product and market testing, he can know the wish of the 
people in advance. But when he knows the people, and 
makes himself known to them, he has the most secure 
position that can be created. 

We learned this lesson in the last 40 years; we shall 
not unlearn it. Men who followed this road, starting 
with a‘few dollars, as a small store owner, in a shed tool- 
house, or with the power of an idea that unlocked the 
stores of capital, have grown into going concerns. Then 
they hire workers. 

Most workers are hired by live companies, and the 
fewest by laggard companies, according to a documented 
study by Fabricant for the National Bureau of Economic 
Research. Any alert business observer knows that in the 
laggard companies a vigorous brand policy is conspic- 
uous by its absence, while live companies make theit 
brands known. 

These leaders show the way. Shall we encourage the 
best, as an example to the field, or shall we lop off the 
heads of the tallest, shorten them down to the level of 
the average producer? Would that help employment? 

Listen again to the Boren report. It concludes, with 
regard to “standardization” for knitted underwear as 
proposed by the former OPA administration, that the 
OPA orders would result in a loss of production volume 
and deterioration in quality, and that “elimination of 
brand names would be detrimental to industry, labor, 
retail trade, and the consuming public.” 

“Labor,” it declares, “and more specifically union 
labor, would be a loser if brand names in the underweat 
field were to be eliminated. Labor standards reportedly 
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ighest in the high-quality mills whose success 
tent depends on the workmanship of their 
Similar conclusions are drawn for hosiery 


are the h 
to a large €X 


employees.” 
a processed foods. 
Sound regulation of enterprise in the name of all the 


Je is needed to keep liberty from becoming license. 


But regulation must not swell to a monstrus morass that 
stifles liberty and individual opportunity. 

Under our liberty has grown up a breed of men with 
boundless energy, who take the continents in their con- 
fident stride, and prove themselves the hardest workers 
and the toughest fighters in the war to liberate the world. 
The thrill Eve Curie felt at the end of her “Journey 
Among Warriors” runs round the globe—“The Ameri- 
cans are coming!” 

The greatest power the world has ever seen, the 
United States of America, has grown to that power 
through the creative energy of individuals who won a 
name for themselves and their goods. 

This power will not allow itself to be defeated by a 
little group of twisted thinkers. The energy of indi- 
viduals, and not a defeatist set of ideas, will possess the 


future. 
(Copyright BNS 1943) 





GATHER UP OLD METAL JEWELRY 


FTER CHRISTMAS—what? You might bridge 
over the let-down by whetting public interest in a 
vanity case scrap metal collection. One store netted 
more than 2000 pounds of old compacts, cigarette cases, 
lipsticks, and out-dated costume jewelry made of brass, 
white metal and other war-vital metals. Offer a $25 war 
bond to the person who turns out to be the best vanity 
case scrapper. Set up a big red “Victory Barrel” in 
your foyer. In this way you'll (1) keep up your own 
after-Christmas morale, (2) contribute scrap to the war, 
(3) garner news stories and publicity pictures and 
(4) encourage the sale and purchase of stamps and 
bonds. 
* * * 

END-oF-THE-YEAR is always a time for pious thoughts 
and sincere resolutions. That makes it appropriate for 
a jeweler to do what top-flight Wadley & Smythe, 57th 
and Madison, New York florists, did. The owners set 
up an attractive plaque in the center of a window and 
grouped floral arrangements about the attention-getting 
message. You might set your best pieces about the same 
thoughts, “Leadership is sometimes penalized by the 
false notion that to sell the best quality, keep the finest 
establishment, prices must be high. Be assured you may 
enter the store knowing you will receive the utmost 
value, regardless of the amount of purchase. The suc- 
cess of this organization for half a century is but the 
trust and friendship of a clientele built up by the old- 
fashioned principle of square dealing. May we serve 
you? (Name of store.)” Believe it or not, passersby 
stood unti) they had read through and absorbed the 
plaque’s proclamation. 

* * *# 

As various K1Nnps of merchandise go off the market, 
the wise jeweler will promote what’s coming in as fast 
as it comes in. If you have a stale corner, liven it up 
with a sign, “What’s New In—” and show glass, the 
new leather items, wood ware, etc. 


# For Decemser, 1943 








INCE OCTOBER FOURTH 
. 


Fortunately ~2. we 
have been able to conclude 
our original plans for really 


suitable, permanent quarters 


in New York City. 


After November 
fifteenth Mr. Edward Stern, 
our representative, will 


serve you at... 


SUITE 805 
607 FIFTH AVENUE 
NEW YORK CITY 


Columbia and Boulevard /ings 


M. A. MEAD AND COMPANY 


WATCHES * SINCE 1 8 8 3 
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At This Holiday Season... 


WE PAUSE in our war effort to extend greetings 
and appreciation to you who have so cheerfully 
cooperated with us under the unusual stress of 
these trying times. 


MAY THE NEW YEAR pave the way for the 
consummation of the earnest hope of all of us— f 
a complete Allied victory that will assure once " 
more peace on earth and good will to all men. 


ROTH BROS. CHRONOMETER COMPANY 


104-106 EAST 23rd STREET NEW YORK 10, N. Y. . 





CHEETA ED EEE & kk EERE 


WE will BUY your BUSINESS 


W: contemplate expanding our organization and are prepared to 
pay highest prices for jewelry stores that can be operated as one of our 
units—including Stocks,.Good Will, Accounts Receivable, Repairs. This 
is your opportunity to sell for IMMEDIATE CASH if you want to retire. 


Recently we purchased 4 leading jewelry stores (names upon request) 
who will attest to our fair dealing and utmost reliability. Ask your bank 


for reference. 


One of the East's @QM Bl CH £50 aye WRITE—WIRE 
Leading Jewelers @, Us fee st SSC NS. 3} —PHONE 
ae (ES ay MArket 3-2987 





875 BROAD ST., in 9 N. J. 
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, FASTEST SELLER 


Rem? 


BUT, IN THE MEANTIME, 








FOR PROMPT SERVICE ... address to Remington 
Rand Inc., at nearest service station listed below: 


Harrisburg, Pennsylvania Philadelphia 2, Poy gg sow 
27 28 N. Broad St. 


KEEP ’EM SHAVING 
Akron 8, Ohio . 73 East Mill St. 
Albany |, New York 227 Pine St. 
28-30 Lodge St. Hartford 5, Connecticut Pittsburgh 22, Pennsylvania 
638 Asylum St. 327 Fifth Ave. 
Portiand 3, Maine 


104a Exchange St. 


Portiand 4, cy 
5 S. W. Pine St. 


Providence 3, Rhode Island 
Loew's State Theatre Bldg. 


Richmond 20, wee 
ranklin St. 


Rochester 4, mn Yor 
355 East Ave. 


Hollywood, — 


Albuquerque, New Mexico 
6 N. Cherokee St. 


221 West Copper Ave. 


Atlanta 3. Georgia 
342 Peachtree St., N. E. 


Maryland 
345 N. Charles St. 


Binghamton, New York 
188 Washington St. 


Birmingham 3, Alabama 


(meaning the 3 million men who use Remingtons) 


Houston 2, food 
811 Caroline St. 


Indianapolis 4. Indiana 


Baltimore |, 
o4 Monument Circle 


Jacksonville 2, Florida 
133-5 E. Forsyth St. 


72 SERVICE STATIONS FOR 





REMINGTON ELECTRIC SHAVERS— 
EVERY POSSIBLE SERVICE FACILITY 


* * 


* 


THE HIGH QUALITY OF REMINGTON 
SERVICE MAKES FRIENDLY CUS- 
TOMERS FOR YOU AFTER THE WAR 
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2009 Fourth Ave., N. 


Boston 6, Massachusetts 
118 Federal St. 


Bridgeport 2, Connecticut 
Main St. (Factory) 


Kansas City 6, Missouri 
417 Wyandotte St. 


Los Angeles 14, California 
711 8. Olive St. 





Ss 
Buffalo 5, New vere Court St. Louisville 2, Kentueky 
. 321 W. Jefferson St. 
Cedar nae. lowa 
123-9 Third St.. S. E. Memphis 3, Tennessee 
Charlotte |, North Carolina 207 Madison Ave. 
233 §. Church St. Miami 32, Florida 
Chicago 6, IMinois 5 N. E. First Ave. 
309 Jackson Blvd. Milwaukee 2, ‘Wisconsin 
Cincinnati 2, Ohio : o 624 N. Broadway 
220 FE. Fourth St. M 2, 
631 Marquette Ave. 


Cleveland 15, Ohio 
1240 Huron Rd. 


Columbus 15, Ohio 58 E. Gay St. 


Dallas |, Texas 
2101 Commerce St. 


Davenport, lowa 


Nashville 3, Tennessee 
.806 Church St. 


Newark 2, New Jersey 
560 Broad St. 


New Orleans (2, Louisiana 
320 Camp St 


New York City 10, New York 
315 Fourth Ave. 


Norfolk 10, Virginia 
300 Plume St. 


Oakland 12, California 
2032 - aoe 


Oklahoma City . Oklahom 
W. F ist St. 
Omaha 2, ae} .. 


313 W. Third St. 


Denver 2, Colorado 
1525 Arapahoe St. 


Des Moines 9, lowa 
820 Locust St. 


Detroit 26, Michigan 
Michigan Theatre Bldg. 
Flint 3, Michigan 
221 Capitol Theatre Bids. 


Fort Wayne 2, — 
35 W. Berry St. 


Fort Worth 2, tam 
813 Lamar St. 


Grand Rapids 2, Michigan 
69 Division Ave., 


Peoria 2, — 


Phoenix, iene 
N. V 


Farnam and 14th Sts. 


3 S. Jefferson St. 


St. Louis !, Missouri 
San Antonio 5, Abe, 
San Diego |, ca 

2nd FL, Bank 
San Francisco 5 


Salt Lake City I, 


8 N. Washington “Ave. 


Seattle |, Washingt 


1107 Olive St. 


pan 
6-8.) 4 
if 7 ‘ 
5 rica Bldg. 
5 iornia 


Utah 

47 West South Temple St. 
Scranton 3, foniaele 

316 


19 10 Fourth Ave. 


Pa 


i. “Press St 


37 First St. 





Syracuse 2, New Y 
316 


Toledo 4, Ohio 


415-19 } 


Tucson, Arizona 


Tulsa 3, Oklahoma 


Wichita 2, Kansas 
44 


Williamsport 3. Pennsylvania 
238 


Youngstown 3, Oh 


128 8. Central Ave. 


W. 916 Riverside Ave. 


307 E. Congress §t. 
701 8. Main St. 
Washington . has of Columbia 

N. W. 


Worcester 2, Massachusetts 


8S. Warren St. 


Madison Ave. 


St., 
N. Market St. 
W. 3rd St. 
259 Park Ave. 


io 
110 W. Wood St. 
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The work of the Lapidary has always required 
the skill of experts. That’s why you should 
seek the services of an established and reliable 
firm, with a background of experience. 


For cutting, engraving, encrusting, 
drilling, or any special orders, consult 


NATHAR 
Lapidaries, Inc 


71 Nassau Street ° New York 7, N. Y. 
































LONDON NEW YORK 


S. J. SHRUBSOLE 


Antimw English Silver 
19-21 W. 57TH ST., NEW YORK PLAZA 3-8066 
Member of the Art and Antique Dealers’ League of America 





GEORGE II ANTIQUE SILVER COFFEE POTS 


LONDON 1752 BY THOMAS GILPIN 
LONDON 1750.BY THOMAS JEANNES 
NEWCASTLE 1747 BY ISAAC COOKSON 


Syrrializing in 
Antique silver and old Sheffield tea and coffee sets 
One of the Largest Wholesale Collections in America 
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THESE SAVINGS TRIM STORE COST - 


ONSERVATION of repair tools,” display mate: 
and invaluable repair parts is just. as much ay 
of the war-time jeweler’s job as searching for ss 
new merchandise lines, according to Berns, Ine., Mg 
gomery, Ala. a 
Like many other jewelry houses with.serious proble 
coming from shortages, Berns’ has’ scanned every p 
of its business to eliminate loss and waste. A small‘ 
active store, it has specialized in jewelry repair since 
beginning of the war, as well as adding leather gg 
gifts, ete. Each of these has helped to keep gross volym 
around its original point—but the greatest single ig 
provement has been a “materials conservation program 
which began last January. = 
“We believe that the peculiarities of the jewelry 
ness have made many of us overlook costly waste a 
loss coming from discarding tools, display material, ys 
less advertising and carelessness,” it was pointed , 
‘and that by cleaning house the jeweler can save him 
self substantially. Almost every other retail trade hag’ 
undergone self-imposed economy programs, and there 
is no reason it should not apply to jewelry.” 
The first thing done on this economy basis at Berns 
was to examine the watch repair department’s operating- 
cost breakdown. One item which bulked large was ney 
tools to replace those broken, lost or damaged in uge, 
Tiny screwdrivers, spring setting devices, pliers, ete, 
were frequently thrown away when it was possible t | 
repair them or re-use them for another purpose. 
parts removed from watches under repair had | 
been thrown away—a practice bad in view of the shor 
age of new parts for repair. Berns has taken care ¢ 
both of these aspects of the problem. First, no tool j 
now discarded until it has been carefully examined a 
the chances of repairing it studied. Now that new tools 
are difficult to obtain, many of these delicate instruments 
have been sent to a tool shop, and put back into useful 
shape. Even those which are ruined by some ae re 
kept, and the metal used for other purposes. 4 
A small, slotted box is used to collect all watch parts 
either removed from a customer’s watch, or dam zed 
new parts. In many instances, when old-fashione 
watches are brought in for repair, it is possible to fim 
parts for the job in this box. Every bit of metal 1 
been saved—and thus at least part of the strain of pro- 
curing new parts has been lifted. 


i T. 





Second, a careful program for protecting and main- 
taining display materials has been inaugurated. Whe 
velvets, plush-lined plastic boxes and display forms were 
thrown away when discolored or dusty after use in 
dows, they are now “revitalized” in a small room up 
stairs. Experimenting with cleaning of display mate 
rials, Berns has found cleaning fluids which restore 
window display fabrics, plush, silk, etc., perfectly. 
Where plastic or celluloid is discolored badly, it is sim- 
ply enameled. Not even cardboard manufacturers’ signs 
are thrown away. All display materials will be cleanall 
regularly stored in a dark box in the basement, and pro 
tected against damage. Where new display trays and 
materials go into the window, a yellow cellophane sheet 
over the glass protects it from damaging heat rays. 

Before 1943, Berns’ discarded dozens of window dis 
play props each season. Now these are saved, carefully 
cleaned, and kept on hand for successive displays. 
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he Midwest's big semi-annual gift market opens at the 


Palmer House January 31st and continues for 10 days. 


It's the tested way of getting a comprehensive view of the 
entire market on a single trip. You'll see hundreds of 


interesting lines . . . and you'll do it with a real saving 


in time and travel facilities. 


Avoid disappointment. Make your hotel 
and travel reservations well in advance. 


EASTERN MANUFACTURERS 
AND IMPORTERS EXHIBIT, INC. 


S. Craig Preston, President; J. Leo Grogan, Vice 
President; George F. Little, Managing Director, 
220 Fifth Avenue, New York 





Giftwares 


Excellently finished with a high gloss polish, this Haitian ma- 
hogany is available in many shapes and styles for immediate 
delivery. 22 x 10 large 3-sectioned tray costs $39 doz.; 
16 x 8!/2 tray costs $31.20, and I! x 6!/2 wholesales at $16.10. 
A $50 assortment is offered by Mary Rodney, 225 5 Ave., N.Y. 





One of the Thorens musical combinations— 

genuine leather, sterling silver and rich walnut 

combine to form a smart lighter, cigarette and 

Pee 2 > 4S Swiss music box. Approximate retail $20, Bel. 

Place card holders ap- — : sic Products, 122 Fifth Avenue, New York, N.Y, 
pliqued with colorful felt 
flowers are available in 


crystal or mirror. The name 
can be erased after each 
use. Packed eight to a 
box, complete with lucite 
easels at $7.80 per box, or 
undecorated packed 12 to 
a box at $7.80 per box. 
The Burkharts, 225 Fifth 
Avenue, New York, N. Y. 


"Elsie, the Cow" is 
the latest beloved 
character to be in- 
corporated in the 
Artograph Third Di- 
mensional Line. Elsie 
and her bovine fam- 
ily are available in 











a series of four em- 
bossed pictures by 
Walter Early, artist 
—creator of Elsie, 
at a wholesale price 
of $7.20 per dozen. 
Exclusively fran- 
chised to Artograph 
Co., 225 Fifth Ave., 
New York, N.Y. 





In colorful robes, either holding a candle, a musical instrument or 
singing, these 4'' figures express the gay mood of Christmas to keep 
through the years as decorative pieces. $6 a dozen wholesale, 
minimum order two dozen. Fanny Morse, 225 Fifth Ave., New York, 


"Chess Knight," clever new china novelty item 
in the Rossware collection. The horse's head is 
the salt, the black base forms the pepper shaker 
at $10.80 per dozen net. From Howard L. Ross 
Corp., 30 Rockefeller Plaza, New York, N. Y. 
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GUARDIAN 
WALLEIS 


Featuring: Fine quality ALLIGATOR, ENGLISH 
woROCCO, CALFSKIN, SADDLE LEATHER and 
PIGSKIN with and without multi-passes. Also 

“eather wallets to retail from $2. 


FITTED DRESSING CASES SECRETARY WALLETS 
UNFITTED UTILITY CASES =—KEY CASES 
WRITING CASES PHOTO FRAMES 


SEWING SETS CHANGE PURSES “ACTION” Maps to follow the daily tide of battle—complete 








MONEY BELTS with miniature flags of warring nations. Keep an up-to-date 
visual record of the war in various countries and battle areas 
of the World. 
Assoriments from $50 for immediate delivery! Complete with World Map together with map of U. S. Posses- 
: sions, and 177 Flags. Beautifully printed in colors—size 21x 14 
inches. 
io $7.20 per doz. 
nut 3 doz, minimum 
and 
Bel. 
iY, Leather & Novelty Co. 
Tel.: WIsconsin 7-1267 358 Fifth Avenue 
New York 1, N. Y. Ph 
— 225 FIFTH AVENUE 
‘ Al TWENTY: SIXTM STREET 
Se: MUrray Hill 5-1636 NEW YORK CITY. 














For IMMEDIATE DELIVERY ! 
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Ration Book Holder 
No. 300 


A de-luxe simulated leather model, gold 
stamped, with the new pocket for holding 


ee cere, Sie oer Spode BIunestey rose 


average family. Sturdily stitched. 








F : .60 Packed 2 doz. to a carton. . : 
! $ oo hacia The fine quality of Spode dinnerware 
: TO RETAIL AT 50c. is always in demand. 
“ ~ dag ERS SPECIALTY COMPANY Sole Agents and Wholesale Distributors 
t 2ist St. + New York 10, N. Y. 
a waa ty COPELAND & THOMPSON, INC., 206 Fifth Ave., New York 


Write For New Catalogue 
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FOR HONEST RETURNS 
IN 


SWEEPS 
FILINGS 
SCRAP 


GOLD PLATINUM 





JOSEPH B. COOPER & SON 
Refiners & PRECIOUS 
Smelters METALS 

OFFICE: 
FACTORY: 26 JOHN STREET, 
BROOKLYN, N. Y. NEW YORK CITY 











CASH 


For your sample line, and odds andi 
ends in 


STERLING FLATWARE 


—new or used; any silversmith, any 






‘| 
% 
i 


se 
% 





~ 


quantity ; active, inactive or obsolete. 


Fs 


v 


aos 


Send for Our Offer 
We Pay Transportation 





Reference: Jewelers’ Board of Trade 


JULIUS GOODMAN & SON 
77 Madison Ave. 


Memphis Tennessee 
Julius Goodman Joseph A. Goodmes 











eeaenaiailllieniememmemmenennn 
Empire Diamond 
Appraising Company 
~ Offering 


Distress Diamonds to the wholesale 
trade at a saving from 10% to 25%. 
Empire is one of the world’s largest buy- 
ers of diamonds direct from the public. 
Heretofore, Empire sold all their dia- 
monds to the New York manufacturing 
and wholesale trade. We have now de- 
cided to establish a nationwide distribu- 
tion. This is your opportunity to avail 
yourself of a source where you can buy 
diamonds at a great saving. 


We offer no long datings, we accept 
no notes, all bills must be paid within 
ten days, but if you want a bargain in 
diamonds, write to us. 


EMPIRE DIAMOND APPRAISING Co. 


350—5th Ave. New York, N. Y. 
EMPIRE STATE BLDG. 

















Wishing all of our friends and students a 


Merry Christmas 
HARDIN COLLEGE SCHOOL OF HoROLOGY 


Wichita Falls, Texas 
James B. Boren, President Bos Isaucu, Department Head 
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JEWELRY REPAIRER’S HANDBOOK 


By J. G. KEPLINGER 
An invaluable book intended principally for that 
vast group of workers who have learned their 
trade in stores, but who desire to know something 
of the best and latest methods used in the large 
jewelry repair shops. Well written and easily 
read, this book covers virtually every phase of 
jewelry repairing. 


PRICE $1.25 POSTPAID 
THE JEWELERS’ CIRCULAR-KEYSTONE 


100 E. 42nd St. 56th & Chestnut Sts. 
New York 17, N. Y. Philadelphia 39, Pa. 
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HERE are dark nights in Norway. 
Nights when Nazi sentries feel un- 
easy at their posts. 


ht is not what they hear that disturbs 


“them. It is what they do mot hear. The 


deep silence behind a bush. The stealthy 
quiet around the corner of a house. The 
terrible hush in the blackness all around 
them. 


For the Norwegians lost their coun- 
try without ever surrendering them- 
selves. They wait now in the night to 
strike back at their oppressors. 


If they ever had really given in, there 
would be no need of the thousands of 
Nazi troops now in Norway. They 
could have been sent to the Russian 





front. Or Tunisia. But they couldn't be 
spared. 


They can’t be spared in Holland 
either. Or Poland or France or Yugo- 
slavia or Belgium. In China, tens of 
thousands of Jap troops must also re- 
main. And Axis troops will have to re- 
main in countless countries so long as 
the “conquered” people have the sta- 
mina to resist. 


You can help support ¢his army al- 
read’y in Europe—by your contribution to 
the National War Fund, which you 
make through our community’s own 
war fund. 


For this year, the agencies that can 
do this job have banded together to 


Oo ; 
United Seamen’s Service 
War Prisoners Aid 


Belgian War Relief Society 
British War Relief Society 
French Relief Fund 








Give ONCE 
for A LL these 


FOR DECEMBER, 1943 


Friends of Luxembourg 

Greek War Relief Association 

Norwegian Relief 

Polish War Relief 

Queen Wilhelmina Fund 

Russian War Relief 

United China Relief 

United Czechoslovak Relief 

United Yugoslav Relief Fund 

Refugee Relief Trustees 

United States Committee for the 
Care of European Children 





Moon is Down...’ | 


make the collection and distribution of 
funds simpler, cheaper and more effec- 
tive. Their job is threefold. To keep our 
fighting allies in the fight. To provide 
friendly help for our men in the armed 
services. And to relieve distress where 
it is found here on the home front. 


Because all these agencies are now 
banded together, you are being asked to 
contribute only once for all of them. Be- 
cause you are being asked to give only 
once, you are also being asked to give 
generously. Add up all you would have 
given to each of these agencies through- 
out the year, and then double the total! 
It is one of the most important contri- 
butions you can make to victory! 


NATIONAL WAR FUND 


<i 
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SPECIAL ASSORTMENT 
CLOCK SPRINGS ( too» Ev 


36:BEST SIZES FOR 8 DAY AND 
F 1 DAY CLOCKS - INCLUDES SIZES 
3/4" - 13/16" - 5/8" - 1/2" - 7/16" - 3/8" 
5/16"-1/4"-1/8" (5/8" Loop and Hole End) 

In this assortment, you will find springs to 
fit most popular clocks, including Sessions, 























New Haven, Ingraham, Seth Thomas, Water- 
bury, Lux, Gilbert, etc. Quantity is limited 

... get yours now. Orders filled as received. 5 

. ALL SIZES LISTED CAN BE 

36 Best Sizes ¢ 5 9 5 SUPPLIED SEPARATELY . . . AT . 

No. 4B126;.. ; REGULAR CEILING PRICES T 

a 

ssortment Similar to Above 

re Springs No. 4B127...... $3.95 i 

al 

il 

CLOCK GLASS ASSORTMENT | 

tl 

36 BEST SIZES CONVEX 7 

AND FLAT CLOCK GLASSES 

| 


Here is an assortment of clock glasses ranging from #t 
2 7/16” to 6%” in round convex, and 2 7/16” to 514” 
in flat . . . 28 convex and 8 flat in each assortment. 
They fit almost any clock using a round convex or fiat 
glass, such as Westclox, Big Ben, Baby Ben, New Haven, 
Ingersoll, Ingraham, Sessions, Seth Thomas, Waterbury, 
Lux, and many others. Each glass is plainly labeled with 
size. Order today. 


No. 40128... 93.95 


JANUARY Ist DELIVERY 
FOR ALL ITEMS! 














Convex Convex Flat 
Order Individual Clock Springs By Number 
3/4” ...No. 21719 7/16” ...No. 22241A 1/2” ...No. 21711 
13/16” ...No. 22242A 3/8” -...No. 21768 1/4” ...No. 21701 
5/8” ...No. 21774 5/16” ...No. 21720 1/8” ...No. 22240A 











\ 64f°*CO) /L 


C &E. MARSHALL CO. 


A_ GREATER VALUE == A_ GREATER SERVICER 


Box 7737, Chicago, And Principal Cities 
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5.Man Committee to Show 

industry's Side of Story 

To Senate Finance Group 
The jewelry industry will present 





a united front in opposition to any 
increase in the present tax rate on 
jewelry, it was unanimously decided 
at a meeting of the Jewelers Vig- 
ilance Committee in New York on 
Nov. 15, which was attended by 








leading men from all branches of 


the industry. 

By unanimous vote, G. H. Niemeyer, 
as chairman of the Vigilance Committee, 
was instructed to name a committee of 
five men, which shall include at least 
one representative of each of the two 
national associations of retail jewelers, 
to represent the entire industry in Wash- 
ington on the tax question. Present plans 
are to ask for a hearing before the Sen- 
ate Finance Committee when the rev- 
enue bill goes to them for consideration, 
and to present there the arguments 
against an increase in the current tax 
rate of 10 per cent. Committee members 
are Eliot Hirschberg, Finlay-Straus, Inc., 
New York; Fred Dreifuss, Dreifuss Jew- 
elry Co. Memphis; Myron Everts, Ar- 
thur A. Everts Co., Dallas; Wilson 
Streeter, Bailey, Banks & Biddle Co., 
Philadelphia, and Royal Gregg, presi- 
dent of Ostby & Barton Co., Providence. 

(When the first recommendations fo 
a new tax law were made by the Trea- 
sury Department in October, they in- 
cluded a proposal for an increase in the 
retail excise tax on jewelry to 30 per 
cent. After some consideration of the 
question, the House Ways and Means 
Committee tentatively reduced the rate 
to 15 per cent but later put it up again 
to 20 per cent, where the matter now 
rests. Present indications are that the 
House of Representatives will accept the 
committee’s proposals and send the bill 
without change to the Senate. ) 

The bill, as it stood at the time this 
issue went to press, exempted plated 
flatware from the jewelry tax, but, of 
course, this or any of the other provi- 
sions, may be changed at any time before 
final enactment. 

Spokesmen for the retail trade at the 
meeting were B. G. Rudolph of Rudolph 
Bros, Inc., Syracuse, N. Y., president 
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Trade Fights Tax 


Increase 











of NACJ; Charles J. Michaels, Michaels, 
Inc., Hartford, Conn., ANRJA presi- 
dent; Wilson Streeter, Bailey, Banks & 
Biddle Co., Philadelphia, chairman of 
ANRJA’s tax committee; and Victor 
A. Lambert, Lambert Bros. 

The wholesale division was represented 
by Harold Alberts, I. Alberts’ Sons, 
Boston, president of the National Whole- 
sale Jewelers’ Association, who in his 
remarks emphasized that the retailers 
are the important element in the situa- 
tion, and that their views, especially on 
such a question as the rate of excise tax 
on retail sales, should be the deciding 
factor. All of the principal manufac- 
turing interests represented agreed. 

Chairman G. H. Niemeyer in opening 
the meeting spoke of the differences of 
opinion that had existed in the past, and 
pleaded for the industry to present a 
united front against this or other threats 
from without—a principle which was 
wholeheartedly endorsed by the meeting. 

It was the consensus of opinion that 
any increase in the jewelry tax should 
be opposed. Taxes should be levied for 
the sole purpose of producing revenue, 
it was stated, and any marked rise above 
the present rate might easily work to 
lessen rather than increase the amount 
of money the tax would raise, since the 
higher rate would tend to reduce the 
volume of sales on which the tax is col- 
lected. Also, the higher the rate, the 
greater the inducement toward tax eva- 
sion chiseling, and bootleg selling by the 
less scrupulous. 

It was also stressed that the imposi- 
tion of a high tax rate on certain lines 








of goods while competing products go 
free, or enjoy a lower rate, is unfair, 
discriminatory, and tends to dislocate the 
nation’s entire economic structure. All 
industries should be treated alike, it was 
vigorously asserted. 

Following the consideration of the tax 
question, tribute was paid to the memory 
of Messrs. Lee Reichman and Clifford 
Lamont, two members of the Vigilance 
Committee who had died since the last 
meeting. 

Walter N. Kahn of L. & M. Kahn 
& Co., was elected vice-chairman of the 
Jewelers Vigilance Committee to suc- 
ceed Mr. Reichman, and Harold Alberts 
of I. Alberts’ Sons, of Boston, was elect- 
ed to the board. 


700 Jewelry Stores Now Take Part 
In Gathering Public's Old Watches 
To Be Given Russian Fighting Men 


More than 700 jewelery stores in all 
parts of the country are now cooperating 
with the American Jewelers Committee 
to Collect Watches for the Russian 
Army, whose aim is to gather at least 
100,000 old watches—men’s or women’s, 
any style, so long as they can be re- 
paired—as an American gift to Russia’s 
gallant fighters, doctors and nurses. 

Window posters, newspaper ads, pub- 
licity stories and radio scripts to help 
your store take part in this useful cam- 
paign may be obtained without charge 
from Harry R. Gerber, committee chair- 
man, 285 Madison Ave., New York, 17. 





Christmas Watch Stocks Depend on Arrival of Ships; 
Two Cargoes on Way to JU. S. After 900-Mile Land Journey 


Last-minute supplies of Christmas 
watches depend somewhat upon the ar- 
rival of two Swiss vessels, whose car- 
goes were trucked 900 miles across 
France and Spain to Barcelona and 
Bilbao and thence shipped in small coast- 
wise steamers to Lisbon, Portugal. 

The first of these two vessels—the 
Nereus—was expected at Philadelphia 
during the last week of November, with 
a comparatively small quantity of 
watches and watch movements. It was 
the Nereus, incidentally, that made the 
last Swiss departure from Genoa, Italy, 
before that port was closed to the Swiss, 
arriving at Philadelphia on Sept. 29 with 
about 400,000 watch units. 





More interest surrounded the early- 
December docking of the Master Elias 
Kulukundis, out of Lisbon, with watch 
shipments of considerable bulk. These 
included consignments that had been sent 
to Genoa, about the time of the Allied 
invasion of Italy, and then been pulled 
back to Switzerland. 

A shorter way for the Swiss to get 
their merchandise to Lisbon was tried in 
mid-November, involving rail transpor- 
tation to the Frénch Mediterranean port 
of Marseilles, and coast-wise shipping in 
Swiss vessels the rest of the way to 
Lisbon. Marseilles may prove a favor- 
able substitute for the previous Genoa 
route. 
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Jewelry Jobbers’ Sales Dip; Omen for Retaile 


cay memes - $$$. 





Wholesale Volume Plunges 
16 P.C. Below Year Ago; DIAMOND CUTTERS REALLY GIVE 


Inventories Also Lower 


Reflecting the steadily progress- 
ing dry-up of American watches, 
clocks, silverware and gold and gold- 
filled jewelry, upon which their vol- 
ume has usually depended, wholesale 
jewelers’ September volume took a 
sudden nose-dive to a point 16 per 


cent below September, 1942. 

This downward action has been slow 
in appearing; in fact, wholesale jewelers’ 
volume for the first seven months of this 
year averaged an increase of 18 per cent 
over the same months of 1942, but Aug- 
ust finally dipped into the minus column 
with a decrease of 1 per cent below the 
volume for August, 1942, and then Sep- 
tember fell 16 per cent below September 
of a year ago. 

If this is the long-feared start of a 
downward trend in wholesale jewelry 
sales—a trend that may worsen rapidly : 
and possibly depress wholesalers’ volume Wide World photo 
to the level of en OF OROR OF emer The 30 workers at Derby Diamond Co., New York, subscribed $550 to the National Wor 
years—what conditions are responsible? Fund, after hearing a five-minute talk by Saul Blitz (center), of Kittay & Blitz; chairman of 
Why should wholesale jewelers only now the Diamond Dealers Club. With Albert J. Lubin, executive secretary of the club, Mr. Blt 
be unable to go on selling more and addressed one or more cutting establishments each lunch hour and obtained an averag 


more, in spite of cut-offs, freezes and pledge of $25 from each worker. The first 14 shops they visited employ about 300 cutten, 
curtailments of nearly every material who contributed $8500. 


used in jewelers’ wares? Why shouldn’t 
the miracle of the past year last out $150 Thousand Is Needed <¢ 
the war? mond cutters—L. Kaplan, Lazare Kap 
Here’s one answer to all these ques- From New York Jewelers lan & Son, Inc.; ee whoo 
tions: Manufacturers in dozens of “war e Daniel Price, W. S. Hedges 0.5 Ine, 
casualty” lines had built up big-to-huge For the United War Fund Diamond Dealers Club—S. Blitz; s 
inventories before the War Production Organization of the committee to so- dealers—F. Sumnick. 
Board ordered a cut or a halt. Now licit contributions from the jewelry in- East Side dealers—M. Kolker; 
they’re scraping the bottom of the bar- dustry of Greater New Weak Sie the ers—E. P. Hirschberg, Finlay Strau 
rel; they can’t go on parcelling out ship- National War Fund was completed Inc., Victor Lambert, Lambert Bros 
ments to wholesalers at the same rate. about a month ago, and the drive to | Phineas Peters, M. G. Peters & Bro, ¢ 
Moral to retailers: Wholesalers have collect donations has been, in full swing | chairmen. 
started to feel the pinch of impending for over two weeks. 
shortage. The seeming paradise of con- A good start has been made, but the | OTHER INDUSTRY CHAIRMEN 
tinued supply, in spite of so many manu- goal is high—$150 thousand for the _Pearl and colored stone co 
facturers’ total conversion to war pro- jewelry industry alone—and every dol- Nathan, S. Nathan & Co., Ine 
duction, nears an end. Unless answers lar that every donor can give is urgently importers—Oscar M. Lazrus, — re 
are found to the metal and manpower needed. Every branch of the trade is Watch Co.; ae ae 
shortages, the retail jewelry industry being thoroughly and _ systematically William B. Opus . — : be 
will soon feel the war’s full impact, in canvassed, but if anyone has been over- scholastic and fraternal jewelry 
’ 2 i is facturers—A. O. Packer, Dieges & Clu 
the shape of dropped inventories—and looked, or has missed contact with his 


ee : . peel “tiga tein, Elgi 
division committee, he is urged to send Inc.; silversmiths—I. Cooperstein, Big 
gi ain a contribution—and a generous one—; Silversmith Co. and M. Fred Hirsch, ¥ 


eeneetny) tak of OF Giant whele- | direct to National War Fund, 57 Wil- Fred Hirsch Co., Inc., co-chairmen 
sale trades surveyed by the Census Bu- ~ nanan a cay Sa watch case and watch attachment mant 
reau in September, only wholesalers of is ; facturers —M. Jacoby, Jacoby-Bende 
electrical goods and plumbing and heat- | JEWELERS TO PLEDGE GIFTS Co. and H. S. Dinstman, I. D. Waté 
ing supplies averaged larger decreases | To aid in stimulating interest and Case Co. : 
than the jewelers. spurring contributions, a testimonial Refiners—Sigmund Cohn; — - 

The September fall-off varied in differ- | dinner to General Chairman G. H. Nie- manufacturers—Milton — — 
ent areas, with jewelry wholesalers in meyer is being held at the Waldorf As- Box Co.; i ge age oe ie 
the West North Central taking the great- toria on Dec. 1, at which pledges to the wholesalers—L. B. mt _ Gaal 
est drop, 32 per cent. Other declines fund will be called for. Chairman in facturers’ representatives— “. ‘ian 
were 29 per cent in the South Atlantic, charge of the dinner arrangements is Swank, Ine.; arta pee. soil 
11 per cent in the Middle Atlantic and Wm. B. Ogush, of Katz & Ogush, Inc. Workers pg 7 3 Se 
7 per cent in the East North Central. Committee chairmen for the various i eg ne oe ' 

Their inventories dropped 5 per cent sections of the industry, who are work- avi ield, 


below September, 1942, and 7 per cent ing on the drive under the direction of 


Mr. Niemeyer, who is assisted by Aaron 
below August, 1943. Here, the trend Sverdlik, Robinson & Sverdlik, and O. A. G. LEARY HAS NEW OFFICES 


was mixed, with Middle -Atlantic whole- M. Lazrus of Benrus Watch Co. as vice A. Gerald Leary has opened new sho 
salers’ inventories running 20 per cent chairmen, are as follows: rooms at 392 Fifth Ave., New York. 
ahead of a year ago, but West North Diamond dealers and cutters: A. E. addition to having his own line ? 
Central stocks dropping by 25 per cent. Arnstein, Arnstein Bros. & Co., Inc., jewelry, Mr. Leary is sales ma 

Collection percentages continued to under whom are these sub-chairmen: for jewelry by Mark Koven and f 
improve and accounts receivable dropped. Brokers and dealers—M. Haber; dia- Rothena compacts. 
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Fear Swiss Order Will Slash Watch Imports Here 


Each Swiss Factory Gets 
Quota, fo Retard Blocking 
Of Swiss Capital in U.S. 
Watch imports from Switzerland 
are in danger of a 50 per cent 
slash unless efforts now being made 
gueceed in patching up a peculiar 
trade and money situation between 
the U. S. and Europe’s lone remain- 
ing free republic. For reasons of 
state, the U. S. has cut American ex- 
ports to Switzerland to next to 
nothing and has also blocked both 
dollars and gold credited on this side 
of the water to the National Bank of 
Switzerland, whose assets were be- 
ing exported to this country and 


becoming immobilized here. 

To put a brake on the piling up and 
freezing of its assets in this country, the 
Swiss National Bank, which corresponds 
to our Federal Reserve System, last 
month announced that it would accept 
blocked dollars at the official rate of 
exchange (23.35¢) only up to a maximum 
amount of 8,500,000 francs per month 
(about $2 million) for the payment of 
watches exported to the U. S. and all 
other countries which pay the Swiss in 
American dollars. This means watches 
sent to the U. S. and the rest of the 
New World, except Argentina. 

Swiss manufacturers can export some- 
what in excess of this monetary quota, 
but won’t be able to get francs from the 
Swiss National Bank in payment for 
over-quota shipments. 


NEW QUOTAS ON JAN. 31 


The present monthly monetary quota, 
which totals 102 million official-rate 
Swiss francs a year ($23,817,000), is re- 
troactive to Aug. 1, 1943 and extends 
to Jan. 31, when new quotas will be 
announced for the next six-month period. 

The quota is distributed among the 
Swiss watch exporters according to their 
respective exports during 1937, 1938 and 
1940, and the watch exporters can use 
their own discretion concerning the use 
of their own “dollar” quota in the sale 
of watches to all countries which are 
paying in American dollars. A reserve 
of 20 per cent is set aside to allow extra 
allotments of blocked dollars at the 
official rate of exchange in cases of hard- 
ship. From this reserve, the Swiss gov- 
ernment will grant “dollar” quotas to 
firms that had no exports at all or only 
perwtle exports during 1937, 1938 and 


These new rules give Swiss watch ex- 
porters the guarantee that their dollars 
will be accepted by the Swiss National 
Bank at the official rate of exchange up 
to the amount of their “dollar quota” of 
their shipments. Customary freight and 
insurance changes are not included in 
the quotas. 


ENTER: THE "FREE FRANC" 


Swiss watch exporters are at liberty 
to export watches in excess of their 
dollar quota,” up to the numerical 
quotas which have been in effect for 
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some time, provided that the necessary 
permits can be ‘btained from the coun- 
ter-blockade authorities for the ship- 
ment through France, and further pro- 
vided that the Swiss watch exporters 
take over for their own account such 
blocked dollar amounts*as may be in 
excess of their “dollar quota” with the 
Swiss National Bank. 

But Swiss manufacturers may not be 
disposed to accept payment in this 
fashion, with their dollars blocked in this 
country and not available for their busi- 
nesses over in Switzerland. In other 
words, by acquiring blocked dollars they 
would gradually liquidate their working 
capital in Switzerland and transfer it to 
the U. S., where it would be immobilized. 

So, if the Swiss exporter is over his 
“dollar quota” for the month, he will 
probably ask the American importer to 
make payment in the so-called free franc, 
the rate of which has lately risen 70 per 
cent higher than the official rate. 


SUPPLY VERSUS DEMAND 


The so-called “free franc” has no legal 
existence, there being only one value for 
the franc inside Switzerland, where it is 
controlled by the Swiss National Bank 
and has the value of 23.35¢. But the 
supply and demand for francs purchas- 
able outside Switzerland creates another 
valuation for such francs which fluctuate 
up and down to the profit of their sellers. 
The owners of these free francs—mostly 
residents of the U. S.—obtain them from 
the liquidation of assets in Switzerland, 
such as insurance money or the sale of 
real estate. 





Army Wants Non-Jeweled Watches; 
Tolerance of One Minute Asked 
On Wrist Models for Soldiers 


Through a heavy smokescreen last 
month dimly appeared the fact that the 
Army is planning to distribute non- 
jeweled wrist watches to soldiers whose 
duties require a watch but don’t call 
for a deluxe precision model. 

Just how many and what exact type 
of watch the Army is asking for is not 
known—Army Ordnance officials deny 
any knowledge of the affair, and spokes- 
men for several manufacturers of this 
type of watch said it was still in the 
mill and “nothing definite has been de- 
cided.” 

Although none of the watches will 
reach civilian outlets, war production of 
inexpensive wrist watches should help 
smooth the path to postwar planning. 
Chances are that considerable jumps will 
be made in stepping up the efficiency 
and accuracy of cheaper watches. In- 
teresting thought for jewelers is that 
many soldiers who never owned a watch 
in civilian life will find the habit of 
glancing at their wrist for the time too 
tough to break—which will mean more 
watch sales after the war. 

Washington rumor says that Army 
Ordnance wants a watch with a time 
tolerance of one minute loss or gain in 
24 hours. According to a War Depart- 
ment release, the watch will be G. I. 
and will be distributed to cooks, buglers, 
school instructors, clerks, military police, 
and so on. It will be a wrist model, and 
probably of the non-jeweled type that 
sold for around $2.50 before the war. 





Banks which deal in free francs point 
out that their supply is limited, that 
watch importers’ demand for them is the 
chief reason for their swift rise in the 
last several weeks, and that if the U. S. 
resumed either merchandise or gold ship- 
ments to Switzerland the free francs’ 
value would drop back to the official rate 
of exchange. 


BLACK MARKET ASPECT 


The OPA won’t let importers pass 
along the higher cost of watches in excess 
of a Swiss exporter’s “dollar quota” and 
paid for in so-called free francs. Even 
though an importer might receive 1000 
watches and pay for them in 23.35¢ of- 
ficial-rate francs, he might also receive 
at the same time 1000 identical watches 
for which he would have to pay in 

(Please turn to page 165) 





WPB Goes Slow on Changes 
In L-45 Despite Protests 
Of Jewelry Trade Groups 


Carrying on its fight to straighten out 
the kinks in War Production Order L-45, 
the Industry Advisory Committee under 
the chairmanship of G. H. Niemeyer has 
been keeping the wires buzzing between 
New York and Washington. So far al- 
though WPB has made promises, it has 
taken no definite action. Meanwhile the 
situation is becoming steadily more criti- 
cal for legitimate jewelers. 

Letters of protest against the cut L-45 
makes in production of precious metal 
jewelry were received last month by Mr. 
Niemeyer from Henry L. Sperling, ex- 
ecutive segretary of the Jewelry Crafts 
Association, and Walter F. Beer, presi- 
dent of Associate Jewelers. Both letters 
were passed on to H. L. Stiles, chief of 
section 5, dealing with jewelry, consum- 
ers’ durable goods division of WPB. 

“Surely the government must be ‘cog- 
nizant by this time that the operation of 
this order is a complete failure,” stated 
Mr. Sperling’s letter. “It has created a 
Roman holiday for the unscrupulous, 
who scoff at the naive legitimate manu- 
facturer for observing it. 


ORDER AIDS BLACK MARKETERS 


“The order has unhappily caused a mi- 
gration of workers to the illegitimate 
shops. ... As I understand it, the osten- 
sible purpose of the order was to con- 
serve manpower, machinery, and critical 
materials. From my close observation I 
can state unequivocably that not a single 
one of these objectives was attained.” 
Mr. Sperling. 

Mr. Beer also protested the boost to 
black market operators that has resulted 
from the order “Bootlegging and black 
market operations are rampant. The le- 
gitimate manufacturer who observes the 
limitations set up by Order L-45 is put 
at a distinct disadvantage and penalized.” 
he said. “Workers who were formerly en- 
gaged in the shops of our members have 
left their employment not for war work, 
but for employment in the shops of boot- 
leggers and black market operators.” 

Mr. Niemeyer added his protest to that 
of the two association officials. “We have 
been told by your office that the matter 

(Please turn to page 165) 
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Fast-Rusting, Steel Base 
Eating Utensils .Unsuited 
For Jewelers or Customers 


The log jam in metal supplies 
for civilian uses is starting to break 
—that’s the best interpretation that 
can be given to the War Production 
Board’s announcement of Nov. 8 
that what it optimistically calls a 
“serviceable grade” of plated flat- 
ware can now be made for home use, 
according to a set of crude and Spar- 
tan specifications provided by Gen- 
eral Limitation Order L-140-b, which 
also allows a heavier and more 
durable grade of flatware for res- 
taurant and institutional use. 


Because it rusts at the drop of a hat 
—being steel-base, lightly plated with 
silver over a flash of nickel—few, if any, 
manufacturers will touch it. Little, if 
any, is likely to reach the trade—and 
reputable silverware producers counsel 
retail jewelers not to offer this wartime 
grade to consumers, even if some manu- 
facturer or wholesaler makes it avail- 
able to the trade. 

So Order L-140-b’s chief importance 
is only that it indicates better things 
for civilians, to come later on, as short- 
ages lessen in materials, manpower and 
facilities. 

Wrote A. L. Zeitung, International 
Silver Co.’s director of sales, to whole- 
salers on Nov. 19: 

“We would like to have you.know just 
what flatware this L-140-b order per- 
mits manufacturers to make. It is car- 
bon steel flatware, silverplated, with 
just a little nickel plate between the 
silver and the steel base. We cannot 
recommend that the wholesaler carry 
this merchandise, nor that any retailer 
sell it to his customers. 

“We do not advise under any circum- 
stances, that the wholesaler stock this 
merchandise, nor recommend it to the 
retailer to offer the consumer.” 

Oneida, Ltd., likewise will not rust 
its reputation with this sort of flatware, 
which WPB says is “serviceable” for 
home use, even though the Army got dis- 
gusted long ago with the same sort of 
steel-base eating utensils and now speci- 
fies a stainless steel base that cannot 
oxidize. 


CLUMSY UTENSILS FOR HOMES 


This, the first civilian flatware made 
since July, 1942, will consist of only 
four utensils, all light in weight—Des- 
sert-size fork (not lighter than .065 
inch), dessert spoon (not lighter than 
.055 inch), teaspoon (not lighter than 
-050 inch), and knife. No manufacturer 
can make more than two patterns, one 
a plain Windsor and the other a “simple 
design so constructed as to reinforce 
the shanks of spoons and forks.” No 
new pattern can be made. 

To save extra processing, the forks 
and spoons must be “ungraded,” which 
means that their thickness can’t taper 
from the shank towards tips of handles, 
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Leaders Won’t Make W PB’s“Home-use” Flatware 














bowls or tines. Besides being as grace- 
less as the spoons, the forks will be poor 
in spearing utility. 

The cold rolled steel or sheet steel 
blanks, the order says, are to be plated 
first with an undercoating of nickel 
2/10,000” thick then with either silver 
or chrome. If plating with silver, a 
copper-silver strike can be applied over 
the nickel, followed by silver plate, so 
that the average thickness of the whole 
metal coating shall be not less than 
5/10,000”. The final silver finish must 
be brushed or butler. 

With chromium plating, the average 
thickness of the chromium coating must 
range from 2/100,000 to 4/100,000”, not 
counting the thickness of the copper 
undercoating. 

Special marking is required for this 
emergency grade of flatware: if silver- 
plated, “oo Steel-S.P.”; if chromium 
plated, “oo Steel-C.P.,” besides markings 
to identify the manufacturer. 


FOR HOTELS, RESTAURANTS 


Besides this light, ungraded stuff for 
home use, each manufacturer can make 
the same four eating utensils, in two 
simple patterns, for hotels, restaurants 
and institutions; but for these purposes, 
the flatware is of heavier weight, a little 
more heavily plated, and may be graded 











in ange a from shank of fork or 

to the tips. Public eating p] 
institutions can also aah Slory ual 
flatware, but in any ease can buy ont 
from manufacturers or jobbers, and not 
from retailers. Nor can this grade he 
sold to the general public. 





LIMITED PRODUCTION 


In producing flatware for these vari. 
ous civilian uses during the remainder 
of this year, a manufacturer is allowed 
to use 35 per cent of the average quar. 
terly amount of all metals he used dur- 
ing the year ended June 30, 1941. Begin- 
ning Jan. 1, production of flatware, in- 
cluding that produced for the Armed 
Forces, the Maritime Commission and the 
War Shipping Administration, .will be on 
a quarterly quota basis, determined by 
the available facilities and manpower, 

The War Production Board said jt 
was planning to divide total production 
of this flatware for other than Govern- 
ment-preferred orders into 65 per cent 
Type A flatware (the kind obtainable © 
by restaurants, hotels, etc.) and 85 per 
cent Type B flatware (the kind pre- 
scribed for home use). 

But chances are WPB won’t find any 
old-line manufacturers interested in Type 
B, though several plants are already at 

(Please turn to page 164) 
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$200 Thousand Worth of Stone Comes fo This Country— 
New York Firm Buys 155-Carat South American Diamond 





This precious chunk is the 155-carat Libertador diamond for which the New York firm of 
Harry Winston, Inc., paid $200,000—about $1,300 a carat. The diamond is shown here in . 
near actual size. Named for Venezuela's liberator Simon Bolivar, the stone was found in — 
November of last year by three Venezuelan miners. 


The biggest diamond ever found in 
Venezuela—the 155-carat Libertador dia- 
mond, discovered in November, 1942, in 
the Gran Sabana district, near the Brit- 
ish Guiana border—has been purchased 
by Harry Winston, Inc., New York 
diamond merchants for $200,000. 

Egg-shaped, the stone has the crinkly, 
frosty “skin” of many alluvial diamonds 
and is without the surface discolorations 
of the great 726-carat Vargas diamond, 
likewise a South American gem, which 
Mr. Winston purchased in 1939. Indica- 
tions point to a fine white, possibly blue- 








white, color under the rough surface. 

Before the sale was completed, at - 
Caracas, Venezuela, that country’s Min- ’ 
istry of Development shipped the stone . 
to New York, to’ facilitate competitive 
bidding. Its finders, James Hudson, 
Raphael Solano and Israel Jaime, said 
the Associated Press, have been in Car- 
acas for some time, surrounded by 4 
“large corps of advisers helping them 
to spend their money in advance.” 

Several months’ study will precede the 
stone’s being cleaved and cut into prob- 
ably a number of smaller gems. 
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Would Raise Dues to $5, 
To Establish Trust Fund 
For States’ Protection 


Taking definite steps to promote 
watchmaker legislation on a national 
scale, the United Horological Associa- 
tion of America is proposing to its mem- 
bers an amendment to its by-laws 
which will set up a special fund for 
legislative work. Member _States are 
casting their votes now, and if approved 
the new plan will go into effect Jan. 1. 

Under the proposed plan, annuai dues 
would be advanced from $2 to $5 a year. 
The $3 addition “shall be deposited in 
a trust account to be disbursed only 
upon order of the executive board, 
chairman and vice-chairman of trus- 
tees. Such funds shall be designated 
‘National Trust Plan Funds’ and such 
separate records and accounts shall 
be kept and reports made as the execu- 
tive board shall designate,” the amend- 
ment reads. 


THREE FUNDS FOR STATES 


This states’ aid fund would be divided 
into three separate funds: 

1) A legislative trust fund from which 
only the individual states can draw. 
This fund would pay for legal aid for 
states seeking watchmaker licensing 
laws. 

2) A state advancement fund, which 
would enable the national office to send 
speakers and advisors to member states 
and guilds to discuss subjects vital to 
the craft, help out in membership drives, 
and so on. 

3) A general promotional fund, ‘which 
would be used to establish apprentice- 
ship standards, help members in finding 
-proper employment and provide bene- 
fits to distressed members, and to pay 
“field agents” within each state to work 
for increased membership in states and 
local guild. 

As at present, $1 will go to the Asso- 
ciation’s publication, The American 
Horologist, and $1 to the upkeep of 
the national office. 


~ 


DEC. 4 IS VOTE DEADLINE 


States must have their votes in to 
the national office in Denver by Dee. 4, 
and the votes will be counted by Dee. 6. 
‘The plan was originally proposed by 
W. B. Brasfield, Wichita, Kan. As 
,JC-K went to press Kansas and Cali- 
fornia had already put their approval 
on the plan. 

“At the present time $2 per capita 
tax is woefully inadequate in the light 
of present day responsibilities which the 
national Association must shoulder,” 
explained Executive Secretary Orville 
R. Hagans. The national office, he ex- 
been loaded down with 
added work and at the same time has 
had to handle rising expenses. 

“It is a combination of these condi- 
tions which presently puts the national 
Association in a position where it is 
utterly impossible for it to do any of 
the many things it would like to do— 
important things for which there is a 
crying need, yet for which there are not 
funds available. As matters now stand 
National finds its hands completely tied 
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UHA Offers Plan to Push Watchmaker Legislation 








4 


so far as rendering more than passing 
aid or assistance to the member states,” 
he said. 

The plan is the result of UHA’s con- 
ference in Denver Sept. 19-22, which was 
called by the special request of the state 
legislative committees (see page 154, No- 
vember JC-K). 


Silver Processed on Toll Agreement 
Is Now Included in Only One Quota 


Silver which is processed by one man- 
ufacturer for another on a toll agree- 
ment will now be counted only in the 
quota of the manufacturer who furnished 
the silver for processing and to whom 
it is returned by the toll processor. ‘The 











change was made in a Nov. 10 amend- 
ment to War Production Board Order 
M-199. 

Previously, the silver had to be count- 
ed twice. Both the original manufac- 
turer and the tool processor had to in- 
clude it in their quotas. 

The change was undoubtedly made in 
answer to a protest on the old arrange- 
ment made by J. L. Travis of Handy & 
Harman (see page 167, November 
JC-K). Mr. Travis explained in a memo- 
randum to WPB that the double quota 
on toll agreements, as required by both 
M-199 and L-45 (the gold order) was 
unnecessarily cumbersome. The new sys- 
tem, besides simplifying procedure, does 
not relax the control on the total amount 
of silver processed. 
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JEWELERS’ OCTOBER SALES GAIN 15 PER CENT 


MM NON-REPORTING STATES 
AM suas ee 





A sales gain of 15 per cent for October 1943 compared with October 1942 
was reported by independent retail jewelers in 34 states, according to pre- 
liminary data compiled by the Current Statistical Service, Bureau of the 





Census. 

While this increase wag still substan- 
tial, it was the smallest year-to-year in- 
crease for any month since September 
1942, and may be the start of a leveling 
out trend in retail jewelers’ sales activity. 

South Carolina jewelers’ had the best 
showing among jewelers in any state 
whose October business operations were 
reported when this issue went to press. 





They averaged a betterment of 38 per 
cent over October 1942. Nearly as sub- 
stantial gains over a year ago were noted 
in Missouri and Alabama, where jewelers’ 
sales exceeded last year’s by 35 per cent. 
Sharing a gain of 27 per cent, jewelers 
in Massachusetts and Illinois also made 
outstanding sales performances during 
October. 
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To the Editor... 
Roskopf Type Watch 


Editor, Jeweters’ Crrcutar-KEystone: 

We find in the recent bulletins we have 
been receiving with reference to the 
“freezing” of watches that the Roskopf 
type of watch is exempt from this mea- 
sure. We are unfamiliar with this word 
and would appreciate it very much if you 
would kindly let us have the definition of 
same. 

DWIGHT K. FISHER. 

Wilkes-Barre, Pa. 


[The Roskopf watch is a type of move- 
ment which uses the pin pallet lever 
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escapement. It was originally developed 
by G. F. Roskopf, a Swiss manufacturer 
who, some 70 or 80 years ago, caught the 
idea of producing a reasonably good pop- 
ular priced watch to meet the demand of 
the mass market, in the same way that 
Henry Ford was the first man to develop 
the low priced car. The Roskopf type of 
watch is now being made by several 
other factories in Switzerland, and has 
become a sort of general term applying 
to watches of the general type to which 
Roskopf developed, even though they 
may be manufactured in other factories. 
For all practical purposes, it is the same 
general kind of movement as the pin pal- 
let lever with which you no doubt are 
familiar.—Ed] 











Diamond Prices Upped 
10 Per Cent in Las? 
London Show of Year 


About $10 million worth of 
diamonds larger than one carat jn 
found eager purchasers in London ¢ 
ing the fourth week in October 
the Diamond Trading Co. held its An 
showing of “sizes” for the year, 

Prices were boosted 10 per cent, b 
U. S. importers couldn’t be sure 
this meant in terms of quality until ¢ 
examine the goods their agents 
purchased. Shipments were ex 
late November. A_ bettered select 
would have the effect of wiping out ty 
increased price; on the other hand, de 
teriorated quality would mean an 
crease of more than 10 per cent, A 

The next showing of sizes is announced 
for February. a 

As for melee (rough diamonds smalle 
than one carat in size), the latest sights 
in September, resulted in sales worth’ 
$5 million mostly to American and 
Palestine buyers. Prices of .50 and 5 
carat stones were raised 10 per cent, 
while .25 carat stones and smaller were 
unchanged, for an overall average in § C 
crease of 5 to 7 per cent. Because of § of 
a shortage of sorters and the priority 
given to the sorting of industrial 
stones, these diamonds were not sold in 9. 
first, second and third quality groups in 
but instead were mixed and sold at a 


Ne 
1c 
























average price. Ml 
The year’s final sight of melees will N 
be held in December. All told, the 9° 


Diamond Trading Co.’s sales this year, 0 
including industrials, is expected to ex- 
ceed $80 million against $52 million for 

1942. « 


September Jewelry Tax 18 Per Cent §,,. 
Higher Than Last Year, But Gain th 
Is Below Average for This Year % 


The Federal 10 per cent retail excise 
tax on September jewelry sales was $1- § f 
917,995—higher by 18 per cent than the 37 
tax for the same month of 1942. m 

September’s gain was considerably less de 
than the average increase for preceding §™ 
months of 1943 over the corresponding le 
period of last year, and reduced the pI 
cumulative gain for the first nine months 
to 31 per cent. 

The following table gives data for the 9“ 
first nine months of 1943: er 

% Gain Cumula- te 
over Same tive % 1) 















Month Tax Month of Gain over § 
of sale Collected 42 42 I 
Jan. $10,838,828 30% 30%  -8 
Feb. 5,487,757 29% 30% —" 
Mar. 6,642,986 14% 34% Bt 
Apr. 7,211,572 43% 39% &* 
May 5,663,564 15% 34% A 
June 8,315,463 26% 35% 

July 7,454,935 39% 36% 

Aug. 6,370,715 15% 33% 1 
Sept. 7,917,995 18% 31% By 













MEAD OPENS NEW YORK BRANCH 


M. A. Mead & Co., 58 E. Washington 
St., Chicago, has been able to occupy } 
permanent quarters for its branch office 
at 607 Fifth Ave., New York, sooner than 
expected. This office is headed by Edward 
Stern, formerly of the Pittsburgh 
branch, and carries a complete assort 
ment of Boulevard watches and Colum 
bia rings. Other branches are in Mil 
waukee, Detroit and Pittsburgh. 
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Jewelers ‘ 


of the 
Charities at 


An all-time record for charitable giv- 
ing in the jewelry industry was set at 
the 9th annual dinner of the Jewelry and 
Allied Trades Division of the merged 
New York and Brooklyn Federation of 
Jewish Charities held at the Essex 
House, New York City, on Thursday, 
Oct. 26. Spurred by the need for cre- 
ating a reserve fund for emergencies 
during the readjustment period, and 
with the impetus of a prosperous year 
behind them, men and firms from every 
branch doubled, tripled and quadrupled 
their gifts of previous years, with the to- 
tal result reaching the astounding sum of 
nearly a quarter million dollars. 

Aaron Sverdlik, chairman for the past 
five years of the Jewelry and Allied 
Trades Division, was hailed as the guid- 
ing spirit of the Jewelry Division, whose 
devoted efforts have won him the endur- 
ing affection and high esteem of his col- 
leagues, and was presented with a silver 
plaque in recognition of his outstanding 
work. The inscription on the plaque said, 
in part, that “his generous heart, his sin- 
cerity and his love for his fellowmen will 
ever be a symbol and inspiration to all 
to whom the cause of our 116 Jewish 
philanthropies is dear.” 

Norman S. Goetz, chairman of the 
1983 Federation campaign, was the 
guest speaker at the dinner, and Benja- 
min Lazrus, who presented the plaque 
to Mr. Sverdlik, presided. More than 400 
were in attendance. 


JEWELRY DIVISION OFFICERS 


Officers of the Jewelry and Allied 
Trades Division of the Federation besides 





Messrs. Sverdlik and Lazrus, are: 

) hairmen: Alexander E. Arnstein, 
Benjamin Eichberg, Samuel P. Epstein, 
Morris Guilden, Mandel Haber, Henry 


a1. Jacobson, Isidore Lipschutz, Jacob H. 


Schaeffer. Vice-chairmen: Diamonds: 
Alexander H. Arnstein, Lazare Kaplan, 
David Lubell, Numa Torezyner, Henri 
Untermans, Charles Wolf. Watches: 
John H. Ballard, Morris Hoffman, Her- 
man Lehman, Norman M. Morris, Her- 
bert Ollendorff, Alfred Wyler. Plati- 
hum, diamond jewelry: Oscar Heyman, 
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Raise $240 Thousand for Federation at Dinner; 
Sverdlik Honored with Gift of Silver Plaque 


Benjamin Lazrus, dinner chairman, presents a silver plaque to Aaron Sverdlik, chairman 

Jewelry and Allied Trades Division of the New York and Brooklyn Federation of Jewish 
the Federation's annual dinner meeting. The plaque expressed the group's 
appreciation of Mr. Sverdlik's five years of faithful work for the Federation's 116 charities. 





Maurice Tishman, Raymond Abrahams, 
Lawrence B. Malawista. Manufacturing 


jewelers: Charles Barnett, Herman L. 
Baskin, William B. Ogush, David 
Schapiro. 

Pearl, gem and semi-precious stone 
dealers: Isidore Lassner, Leopold 
Nathan, Herman M. Paskow, Jerome 





Richheimer. Gold costume _ jewelry: 














Season 3 
Greetings 


This Yuletide Season we 
greet you with everlasting 
faith in our liberty loving 
Democracy ....and with re- 
newed confidence, wish you 


and yours 


a Happy 
and Victorious 


Year 


ALBERT HORWIG 


11 NASSAU STREET: NEW YORK 











DV Wosl-laraela 


164 EMMET STREET 

















W: cannot help but 


mention, at this time, 
how much we appreciate 
your consideration of our 
position in the matter of 
manufacturing and sup- 
plying settings due to the 
war. We hope that soon 
again we will be able to 
serve your needs as we have 
in the past. 


Selling Co. 


NEWARK 5, N. J. 
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JEWELS 
IN 
GOLD 


* 


Modern Methods of 
Production have mate- 
rially decreased our 
manufacturing costs 
and we are now in a 
position to offer our in- 
dividual creations at 


most attractive prices. 


* 


A. J. Gasse 


INCORPORATED 
Manufacturing Jewelers 
515 MADISON AVE. 


NEW YORK 


Pacific Coast Representative: 
Hubert A. Wood, 649 S. Olive St. 
Los Angeles 

















Walter Lampol. Downtown jewelers: Al- 
bert Bookbinder, Samson Hittner, Max 
Wolf. Retailers: Leon Kobrin, Bernard 
Robinson. Case manufacturers: Harvey 
S. Dinstman, Jack Podel. Attachment 
manufacturers: Max Gershberg, Max 
Jacoby, Dave Kay, Morris Sherry, 
Tobias Stern. Silverware: Harry Cohen, 
M. Fred Hirsch, Ralph W. Sabin. Dia- 
mond Dealers Club: David Gurfein, 
Charles M. Gutwirth, Max Jellinek, Al- 
bert J. Lubin, David Maringer, Jack 
Sigman. 





Buy from Reputable Jeweler 
To Avoid 2nd Hand Watch Hoax 
Business Bureau Tells Public 


Thousands of second-hand watches are 
being sold to the public today as new, 
and service men and women are among 
the principal victims of the racket, 
according to a warning issued last month 
by the National Better Business Bureau. 

Although there long has been some 
traffic in the fraudulent sale of second- 
hand watches as new, the Bureau stated, 
the illicit business has boomed to bonanza 
proportions under wartime conditions. 
With watch production for civilian use 
below normal and demand far above 
normal the dishonest vendors have an 
unprecedented opportunity to sell dressed 
up old watches as new. 

As to how to avoid falling victim to 
this racket, the Bureau stated: 

“There are no effective rules by which 
consumers can be trained to identify a 
second-hand watch. That is a job for the 
jeweler.” 





WALTER N. KAHN 


Now vice-chairman 
of Jewelers Vigi- 
lance Committee 








Attleboro Sun Surveys JC-K Ads, 
Finds That War Work Comes First 


“War business is first,” said ‘the 
Attleboro Sun of Nov. 6 of that city’s 
jewelry manufacturers, after surveying 
their advertising in the November issue 
of Jewerers’ CrrcuLar-KeysTone. 

“The prominence of war work, with 
jewelry playing a negligible part, is the 
theme of local manufacturers’ advertis- 
ing in the current issue of the Jeweters’ 
Crmcutar-Keystone,” the three column 
story said. 

Many advertisers tied in with holiday 
season themes, the paper pointed out 
by quoting several JC-K ads, but then 
they went on to explain how they were 
devoting much of their production to 
making materials for U. S. fighting men. 
Many ads thanked the trade for its un- 
derstanding and helpful cooperation. 





The stock of Richard’s Gold & Silver- 
smiths, 46 Brick Church Plaza, East 
Orange, N. J., has been purchased by 
Gordon Bros., 18 Providence St., Boston. 












Another "Whopper" Diamond Found. 
Sierra Leone Gem Weighs 530 Cts, 
And Is Probably 7th Largest * 

A 580-carat diamond, ranking prob- 


ably as the seventh largest ever dis.) of 


Sty a has been found in Sierra 

the Imperial Institute announ 

don last month. ice 
The Imperial Institute, in telling of 


the remarkable stone, did not reveals “2” 


precisely where it was found or 
whom. Likewise undisclosed were the 
—— ¥~ merit of the diamond, 
ut, however meager these fa 

thing was cbvlonst Namely, “So 
Leone, British colony and protectorate 
on the west coast of Africa, has added 
to the number of places where one or 
more great diamonds have been found, 
Previously this select list included only 
South Africa, the Bagagen district of 
Brazil, and India. 

Here’s how the weight of the newly 
discovered Sierra Leone diamond com- 


pares with other great gems, listed jp § *™! 


the order of their rough weight: Culj- 


nan (South Africa), 3,025.75 cts.; Ex. Le 
celsior (South Africa), 995.20 cts.; Great}. » 
Mogul (India), 787 cts.; President Var- be 
gas (Brazil), 726.60 cts.; Jonker (South) 
Africa), 726 cts.; Jubilee (South Af-| 5! 
rica), 634 cts.; the Sierra Leone dia- Hal 
mond, 530 cts., and the Victory (South *” 
Africa), 457.5 cts. for 
A second diamond of considerable size me 
has also been discovered recently in ™ 
Sierra Leone, according to trade rumor. ed | 
American diamond interests were seek- 
ing information about both big Sierra ¢ 
Leone finds as this issue went to press, dee 








Earrings in various patterns in 14 Kt 
Green and Red Gold 


St. Christopher Key—14 Kt in three 
sizes; also Bill Clips, Charms and 
Links to match 


Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes Bar- 
rings, Cuff Links and Studs to match 


Our comprehensive line of 
Gold, Platinum and Enem- 
aled Novelties, including 
Vanity, Cigarette and Card 
Cases are distinctive and 
have sales appeal. 


CLIFFORD A. MILLER & CO., Ins. 


Manufacturers 


64 West 48th Street 
New York 
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ore firms have joined the ranks 
caampenies honored by the Army and 
Navy for their output of vital war ma- 
— & Barton Corp., silversmiths of 
Taunton, Mass., won its Army-Navy 
«pf? pennant in a ceremony Nov. 19 at 
the firm’s plant. During its 119 years in 


PRES 


by the silver business Reed and Barton has 
bs contributed to the winning of five wars. 
: Two hundred and fifty of the firm’s em- 
ne 


ployees are now in the armed services. 

a Acting as master of ceremonies was 
Reed & Barton president Sinclair Weeks. 
Arthur Ashworth, general manager, re- 


7 al Adm. Wat. T. 
ceived the pennant from 
nd, agvaiies. rt Col. Howard F. Currie, 
aly commanding officer of the Army Medical 
"i Purchasing office, presented “E” lapel 
pins to Miss Lillian Hayward and 
m Charles A. Holland, who represented the 


in employees. 


THREE GENERATIONS AT PLANT 

Mr. Holland, who has been with the 
firm 58 years, has children and grand- 
children working at the Reed and 
Barton plant. He also represented the 

















if Half Century Club, a group of 26 work- 
‘a7 ors who have been with Reed and Barton 
th} for more than 50 years. Miss Hayward 
_ § has been associated with the company 
bh for 36 years. 

The Army-Navy “E” was also award- 
| ed to the Toastmaster Products division 
x of the McGraw Electric Co., Elgin, IIl., 
TT on Oct. 10. Accepting the award for 
m management and employees, President 

Kefinished 
gi Your Expectations 
} NOW YOU CAN GET 
THAT 

SNOW WHITE SPARKLE 
t FINISH 
YOU HAVE BEEN LOOKING FOR 

SEND US A TRIAL ORDER 
‘|| SATISFACTION GUARANTEED 
WRITE FOR PRICE LIST 
—Business Reply Envelopes Furnished— 
for Mailing in Dials 
2617 Maple Ave., Dallas 4, Texas 
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Four More Companies Win "E" Award From Army and 
Navy for Record Production of Materials Needed in War 


Max McGraw said, “I want to con- 
gratulate our working Army of ‘pro- 
duction soldiers’ who have so well earned 
the right to wear the “E” symbol. I 
want to accept, for all these people, not 
merely the award, but also the challenge 
implicit in that award—the challenge to 
keep up the good work—to hit the ball 
harder if we possibly can.” 

Frederick V. Dellar, one of the firm’s 
oldest employees, accepted a token “E” 
pin for all the employees. “I know I 
can speak for every one of my fellow 
employees when I say that we are doubly 
pleased and happy to know that our 
pride in our work is justified, in time of 
war as it was in peace,” he said. 

Plant two of the Elgin National 
Watch Co., Elgin, Ill., was awarded the 
“E” in a ceremony at the Elgin armory 
Oct. 29. Elgin is making mechanical 
time fuses for naval anti-aircraft guns. 

T. Albert Potter, president of the com- 
pany, accepted the pennant from Comm. 
Merle A. Sawyer, U. S. Naval Bureau 





of Ordnance. Accepting token “E” pins 
for all employees were Mrs. Vera Sun- | 
derman, Misses Biola Brandt and Alma | 
Rein, Lloyd Blank, Leo Grant, Charles | 
Lange and Charles Leuthold. Mrs. Sun- | 
derman made the acceptance speech. Lt. 
Col. Joel L. Deuterman of the Army 
Medical Corps presented the pins. 


NO REJECTIONS FOR WATCH FIRM 

Nov. 30 was Army-Navy “E” big day 
for the Benrus Watch Co., Waterbury, 
Conn. Accepting the pennant for Ben- 
rus was Benjamin Lazrus. Comm. S. J. 
Singer, USNR, who presented the award, 
praised the firm’s record of accuracy— 
Benrus has turned out millions of pre- 
cision parts ,without a reiection, has | 
quadrupled its peacetime staff, and turns | 
out war materials 24 hours a day. 

Eight employees accepted token “E” 
pins on behalf of their fellow workers | 
from Lt. Col. Lee H. Tucker, who con- | 
gratulated them on their “contribution | 
to our country’s freedom.” 

Radio announcer Milton Cross acted 
as master of ceremonies, and Myra Man- 
ning of the Chicago Civic Opera Co. sang 
the national anthem. 








HIA Grants Certificates 


The Horological Institute of America 
has added two more Certified Watch- 
makers to its ranks. Receiving their cer- 
tificates after a recent session of the 
HIA examining board were E. F. Dean, 
Moon Jewelry Co., Tallahassee, Fla., 
and Merlin S. Jinks, Patterson Field | 
jewelry store, Fairfield, Ohio. 

Seven watchmakers recived their 
Junior Watchmaker certificates. They | 
are Howard L. Coster. George J. Ra- | 
dosavlyev, and Leon R. Summers, stu- | 
dents at Bradley Polytechnic Institute. | 
Peoria, Ill.; Howard H. Edgley and | 
James F. Geiger, Elgin Watchmakers’ | 
College, Elgin, Ill.; Garland Reedy, | 
Bowman Technical Institute, Lancaster, | 
Pa.; Victor E. Sperry, student with Les- | 
ter Shoshone, Shawnee, Okla. 


—_—__— 


The stocks of John E. Lewis, Little | 
Falls, N. Y., jeweler have been bought 
by Gordon Bros., Boston, Mass. 




































































Tradition 
ULL 


CHASE quality is a tradition 


ie dato hand) tae of = Milalelalola=to mmale 


ess in the future than in the 


Today, tomorrow and 


past. 


agiways, every wafcnh fnat 


the CHASE trade-mark 


dears 


will exemplify, in every re- 


spect, the finest ideals of pre- 


cision, styling and fadehsitaalele 


alton 


CHASE 
WATCH 
CORP, 


68 Nassau Street 


New York 7, N. Y. 


















Grobstein & Brasche] 


Jobhers of 
Watch Cases and Dials 


DISTRIBUTORS OF 


Warch Cases 


Complete Sets 


177 Canal Street 
New York City 


“A Case for Every Movement” 





Season's 
Greetings 


a> 


NORMA 
MULTIKOLOR 


39 W. 32nd St., New York City 
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F. Bullock Is Elected 
President of NEMJ&SA 


At Annual Dinner 


Membership of the New England 
Manufacturing Jewelers & Silversmiths 
Association has doubled in the past four 
years, retiring President Benjamin 
Brier told a record turnout of 200 at 
the association’s annual dinner held in 
Providence on Oct. 28. Conversion to 
war work, he said, is about 60 per cent 
of member firms. 

Elected to the presidency for 1944 
was Fred A. Bullock, Dolan & Bullock 
Co., Providence. Other officers of the 
group elected for the 44 term are: Earl 
A. Ashley, E. H. Ashley & Co., Provi- 
dence, first vice-president; Stephan H. 
Garner, Leach & Anthony, Providence, 
second vice-president; Raymond L. 
Wells, third vice-president; Benjamin 
Rossman, secretary; Edgar E. Baker, 
treasurer. Directors are: J. Carlton 
Bagnall, Frederick A. Ballou, Jr., Ben- 
jamin Brier, George M. Jenckes, Paul 
Levinger, Edson W. Sawver, Norman L. 
Silverman and Howard H. Sweet. 


F. A. BULLOCK 


Elected president 
of NEMJ&SA 





Chief problems during the past year 
for the industry have been conversion 
to war work, getting necessary mate- 
rials, and postwar planning, said EF xec- 
utive Secretary Edward O. Otis, Jr., in 
tracing the association’s activities of the 
past year. Mr. Otis praised the work of 
the association’s war production com- 
mittee, under the direction of Willard 
A. Ormsbee, and reviewed the com- 
mittee’s work in getting more silver for 
the industry. 

Past president Frederick A. Ballou, 
Jr., received a pair of candlesticks in 
appreciation of his association work, and 
retiring president Benjamin Brier was 
presented with a silver tray. 





Poor Flatware for Homes 
(From Page 158) 


work on Type A utensils to take care 
of critical shortages in hospitals, sana- 
toriums, restaurants, hotels, etc. 

Said International’s A. L. Zeitung of 
even Type A, which for reasons ex- 
plained above is vastly superior to Type 
Bs 

“This flatware will serve only for the 
duration with the above type of user, 
and no doubt will have to be replaced 
entirely, when the war is over, and when 
more satisfactory flatware is available.” 





Three youths, charged with stealing 
more than $300 worth of jewelry from 
the Kay Jewelry Store, 515 Church 
Street, Nashville, Tenn., are in custody 
of the local juvenile court as the oldest 
was only 15 years of age. Nashville has 
been combatting a juvenile crime. 
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40% 
Buy More Bonos 





EARRINGS © SPRAY PINS 
PEARLS © COMPACTS 
CIGARETTE CASES © Lockers 
Retail $1.00 to $50 
WRITE FOR BOOKLET 30 
That’s the Dividend This Com 
Is Currently Returning on 
Jewelers Fire Insurance P 
With Waar You Save! 
Plan now to take that next renewal with # 
THE JEWELERS OWN COMPANY 


BRACELETS © NECKLACES 
JEWELRY | 
Heip To Dis 
=m (UY Ce ee 


BEAD, WOOD, LEATHER & 

307 Fifth Ave. New York 16,1, 
Tue AXIS GRAVE, 
EWELER 
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JEWELERS INSURANCE BUI! 
NEENAH, WISCO? ; 
aj FoR 





THE JEWELERS’ CIRCULAR-KEYS 








ROY RUBENS OPENS LOS ANGELES WHOLESALE HOUSE 











Roy Rubens, 


of gold encrusted glassware. 


who traveled the west coast for four years for International Silver Co., has 
d his own wholesale office at 815 Metropolitan building, Los Angeles. The firm is 
Pied Roy Rubens Co. Mr. Rubens is handling silver plate and sterling silver, also a line 
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S § swiss Watch Quotas... 
(From page 157) 


ETSE free francs, costing 38.50¢ as of Nov. 
$f 2—but OPA says that one and the 
same ceiling price must apply to both 
1 F its of watches. This situation, says 
OPA, is outside its control. 

Because the ceiling would make it a 
losing proposition for them to import 
watches in excess of “dollar quotas,” 
major watch importérs will reduce their 
imports within such quota limits; unless 
they can induce their Swiss suppliers to 
accept payment in “blocked dollars ;” 
| & tence, the likelihood of the 50 per cent 
reduction in quantity of imports referred 
toabove. It was the opinion of the trade 
that only two sorts of importers could 
afford to pay in free francs: 

1) Some of the smaller importers who 
specialize in expensive watches, which 
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rok WALe 
Leading Jewelry Store 


Est. 1897 
In trading area of 20,000 


Opportunity to buy successful busi- 
ness of the late C. Tabor Gates, 
owner 1923-1943. 


Prominently located—100 Main 
Street—in thriving all-year-round 
town, Littleton, New Hampshire, 
population 4,500—trading area 209,- 
000— enjoys its own substantial 
business (four defense-contract 
plants) together with surrounding 
farm area, besides being the center 
of the White Mountain Summer 
‘and Winter resort trade. Town 
supports four chains—two variety 
type, two food supermarkets—sev- 
eral equally live-wire independents, 
and active service clubs. 








This ad is going into print before 
complete inventory has been made, 
but total price will not exceed 
| $8,500. Stock “better than average 
} —nominal rent. 

' 


If quick sale is not made, will dis- 
pose of stock by auction and con- 
sider separate offer for solid ma- 
hogany fixtures (cost over $3,000), 
Y excellent lathe, miscellaneous equip- 
ment, findings, etc. 


- It is: hoped that this ad will at- 
tract a> .salesman-repairman who 
Wants to bring up his family in 
stimulating atmosphere of a pro- 
sressive North Country community 
_ With excellent churches and schools, 
and where competition is friendly. 





Address inquiries 
J. F. Quimby, Littleton, N. H. 
or 
F. T. Gates, Merchantville, New Jersey 


a 
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they sold at wide margins. Such firms 
could afford to absorb the higher cost to 
them, and still keep within OPA ceilings. 

2) Black marketeers, who have never 
taken ceilings seriously, unless fined or 
enjoined by court action. 


Higher Rates Are Ordered _ 
For Diamond Cutting Learners 
Employed in Puerto Rico 





Minimum rates for learners in the 
diamond cutting industry in Puerto Rico 
starting at 15 cents an hour—twice the 
rate currently being paid—were an- 
nounced Nov. 20 by the Wage and Hour 
Division, U. S. Department of Labor, 
effective immediately. 

Other regulations, published  simul- 
taneously, cancel all existing special 
learner certificates in the industry, so 
that diamond cutting learners on the 
mainland must now be paid at least 40 
cents an hour, which conforms to actual 
practice in agreements between employ- 
ers and labor. Learner rates in the 
Puerto Rican diamond cutting industry, 
to be followed by other Puerto Rican 
industries which may wish to employ 
learners, go to 20 cents an hour the 4th 
month, 25 cents the 7th month and 30 
cents the 10th through the 12th months. 





L-45 Squeezes Trade... 
(From page 157) 


is having your attention,” he reminded in 
a letter to WPB on Nov. 3, “but in the 


- face of the critical conditions which 


some of our manufacturers and retailers 
face, this is a most inadequate reply to 
make to constant telephone and personal 
calls.” 

‘Further cancellations of war orders are 
making some of these manufacturers 
pretty desperate, and in the light of 
present conditions and the long delay, we 
can see no reason why we should not get 
the consideration we think we deserve,” 
Mr. Niemeyer said in a second letter 
dated Nov. 5. 

For the Industry Advisory Committee’s 
previous action, see page 154 of Novem- 
ber JC-K. 





FRANK H. WELLS DIES 


Frank H. Wells, who was associated 
with James Schulz, 304 E. 45th St., New 
York, cied Nov. 9 at St. Mary’s Hospi- 
tal, Brou lyn. Mr. Wells was for many 
years, prior to his joining the Schulz 
firm, with the old company of Power & 
Mayer, New York. 




















FAST-SELLING 


STERLING SILVER 


COSTUME JEWELRY 


Exceptionally attractive, pop- 
ular priced, sterling silver 
pins and earrings that can be 
boxed individually, or as 
“PIN AND EARRING SETS” 
with STONES TO MATCH. 
. . . Each style comes packed 
in one dozen lots—contain- 
ing assortment of beautiful 
stones in about 6 outstanding 
colors—ruby, topaz, amethys', 
aqua, etc. 


Latest creations in various 
artistically conceived designs 
and styles in gold or natural 
silver finish. 


ALSO: GORGEOUS bril- 
liant blue white and colored 
RHINESTONE pins, earrings 
and novelties in highly pol- 
ished finishes . . . Sprays, flow- 
ers . . . butterflies, peacocks, 
parrots, lovebirds, zebras, 
horses, giraffes apples, 
pears, etc., etc. 


PRICED UP TO 
$400.00 a dozen 
Also .. . A complete line 


of COSTUME JEWELRY, 
Novelties, and Gift items. 


Special Selection from $25. to 
$500. sent upon receipt of 
check, or C.O.D. 


DISCOUNTS TO JOBBERS, 
WHOLESALERS & DISTRIBUTORS 


ORDER NOW FOR XMAS 
Write, Wire, Telephone or Visit 


IRVING SACKS 


Costume Jewelry & Novelty Supply 
House 


264 B 5th Ave., New York 1, N. Y. 
Cor. 29th St. Entrance on 29th St. 


Phone LExington 2-6350 
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DIAMONDS 
MELEE 


— All Sizes — 


GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


ee 


AGATES 


Plain or Drilled 





Mail Orders Promptly 
Filled 





Special Attention to 


CUTTING 
DRILLING 


MAX STERN « co. 


importers 


17-23 John St. New York 














Pushing its drive against the black 
marketing of “non-descript” Swiss 
watches, the OPA on Nov. 24 struck a 
hard blow at upwards of 100 New York 
watch wholesalers, most of whom are 
new to that business since March, 1942, 
OPA’S base period for establishing price 
ceilings, and many of whom have been 
stopped from selling watches until they 
prepare records acceptable in form to 
OPA. ‘“Non-descript” watches mean 
watches that are “not nationally adver- 
tised.” 

Watch wholesaling in New York is no 
longer a matter of one or two watches 
at a time on memorandum, as it was in 
March, 1942, said OPA. Instead, watch 
wholesalers now rival watch importers in 
the size of their sales and in the same 
market. 

Therefore, since they are taken to be 
“sellers of the same class” as importers, 
the watch wholesalers were ordered to 
use, for their ceilings, the same ceilings 
employed by importers who sell to the 
retail trade. Such ceilings will reduce 
many watch wholesalers’ margins and 
may drive some of them out of business. 

Unless the New York watch whole- 
salers succeed in either an appeal to 
Price Administrator Chester Bowles or 
in legal action to stay the OPA, the lat- 
ter can examine their books and fine 
them triple damages for sales of watches 
at prices higher than the ceilings per- 
mitted by the new “interpretation is- 
sued to defendants in pending actions.” 

As they came from the three-hour 
confab in the Empire State Building, 
some watch wholesalers said they’d go 
out of business. Especially upset by 
what they called OPA’s “arbitrary dic- 
tatorship” were 10 or so firms that had 


OPA Aets to Foree Black Marketing 
Watch Wholesalers Out of Business 








been selling watches at wholesale fo 
many years and who, apparently eal 
not determine their ceilings from thei 
March, 1942, prices but instead must on 
at importers’ ceiling prices, because OPA 
holds that their present sale of watches 
in larger quantities takes them out of 
the “class of seller” they were in 
March, 1942, and puts them in a differ 
ent class of wholesaler comparable to 
the importer. 3 

By imposing importers’ ceilings on the 
watch wholesalers, OPA struck at Price 
pyramiding whereby Wholesaler A sells 
a watch to Wholesaler B, who sells it 
to Wholesaler C, who sells it back again 
to Wholesaler A in a merry-go-round 
spiraling of prices, to each wholesaler’s 
profit and to a dizzy final price. Cite 
by way of illustration was one watch 
which cost its importer; $22, and which 
a jobber finally sold to a retailer fo 
$149.50. 

In explanation of why the multitude 
of today’s watch wholesalers shouldn't 
be allowed to establish their ceilings on 
the prices charged in March, 1942, by 
the few watch wholesalers who were 
then in business in New York, OPA con- 
tended that: 

Watch wholesalers in March, 1942, 
sold only a few watches, in most cases 
only one at a time, and usually on memo- 
randum. 

Why, asked OPA, should the sale of 
one watch to a peddler or a retailer be 
be used as the price basis for the buk 
sale of as many as 250 watches at a 
time today? 

A multi-million dollar traffic ip 
watches is done by the watch whole- 
salers hit by OPA; it was anybody's 
guess what would be done with the vast 
holiday stocks of watches in_ their 
hands. 





H. W. Boynton Honored by Firm 


In commemoration of his 40th year with 
the firm, Handy & Harman presented 
Howard W. Boynton with an inscribed 
sterling silver plate at a special luncheon 
given in his honor late last month. Mr. 
Boynton is treasurer and a director of 
the firm. He also has charge of the 
credit and accounting department. 


H. W. BOYNTON 


40 years with 
Handy & Harman 





Mr. Boynton began his career with 
Handy & Harman as an office boy in 
1903. By 1916 he was assistant manager 
of the New York plant, and in 1924 he 
was made assistant treasurer. He was 


elected treasurer and director in 1931. 
He is one of six men who have been 
with the firm for 40 years. 











Rich COSTUME JEWELRY 





No. 500 


Tilustration % size 


Beautiful Costume Jewelry set with six 
different colored stones, either Sapphire 
—Ruby—Amethyst—Topaz—Aqua and 
Emerald. 

Each broach is made of Sterling Silver 
with an exceptionally Fine Gold Finish. 


PRICED from $20.00 to $30.00 Keystone 
Samples sent C.O.D. 


JosEPH A. RICH 


Manufacturing Jeweler 


62 W. 47th St. New York, N. Y. 
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aturday until further no- 
|Open every & a. 17 John St. The 
bd imports diamonds, and precious and 
semi-precious stones. = 

Back in the jewelry field after receiv- 
ing a medical discharge from the Army 
«. H, Krasnow, formerly a salesman for 
5 andorfer & Co., 71 Nassau St. 

Officers for 1944 will be elected at the 
next meeting of the Jewelers Square 
Club, Dec. 6. At the club’s November 
meeting the members voted to give $357 
to the National War Fund drive. 

Maurice Hagerstrom, formerly of 
Busch & Sons, Inc., with stores in New- 
ark and Summit, N. J., has opened his 
own retail store at 28 Beechwood Rad., 
Summit. Mr. Hagerstrom was at one 
time in the manufacturing field. 

4 Officers and employees of J. W. John- 
gon, Inc., wholesale silverware firm at 
15-19 Maiden Lane, enjoyed dinner at 
the Champs-Elysees and a performance 
of the Ziegfeld Follies on Oct. 21—oc- 
casion of the company’s annual get- 
together. The firm is 74 years old. 
(Jacques Kreisler Mfg. Corp., North 
Bergen, N. J., is doing some postwar 
planning. The company now owns al- 
most an entire city block, and has just 
placed a bid with the city for another 
plot of ground. After the war the firm 
plans to erect a two story building sim- 
ilar to its present plant. 

4Dreher Bros. & Wider, stone importing 
firm at 48 W. 48th St., is proud of the 
long-time record of its sales staff. With 
the firm longest is Julius Herzfeld, who 
has been on its force for 30 years. 
Walter Dreher has been with Dreher 
Bros. & Wider for 25 years, Leo Gold- 
berg for 23, and Teddy Lyons for 17. 


for the Third War Loan Drive went the 
Associate Jewelers of New York. Total 
of Bonds sold by the groups during the 
drive was $221,750. “Gold Streak” is to 
be the name of the bomber that will be 
purchased through the Bond sales. On 
the Bond committee were Philip Skalet, 
chairman, and David Schapiro, Morris 








BEWARE OF PICTURE RACKETEERS 


The Keystone Photo Service, 21 W. 46th 
St, New York, is not associated in any 
way with THE JEWELERS' CIRCULAR-KEY- 
STONE, nor has this magazine ever commis- 
sioned it to photograph people in the 
jewelry industry. Keystone Photo Service 
states or implies that it takes pictures for 
JC-K files, which is not a fact. The similar- 
ity of its name with that of this publication 
helps make its sales talk plausible, but ac- 
ually this approach is merely a ruse to get 
Prospects to sit for portraits in the hope of 
selling photographs to them. Don't be fooled 
by this trick! 
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Rubin, Henry Peterson, Walter F. Beer, 
Louis Flyer, Jacques Japka, Herman 
Ostrin, Morris Rikles, David J. Kaplan, 
and Morris Snow. 

qJC-K Editor Fred V. Cole spoke to 
members of the Retail Jeweler Associa- 
tions of Greater New York at the 
groups’ combined meeting on Nov. 21 
at the Hotel Commodore. Mr. Cole dealt 
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q’Way over its quota of $150 thousand. 








with the startling drop in wholesale 
inventories (see elsewhere in this issue), 
War Production Board Order L-45 and 
its restrictions on legitimate manufactur- 
ing of gold jewelry, the Swiss watch sit- 
uation, and the jump in the excise tax on 
jewelry sales. Speaking in behalf of the 
National War Fund was‘G. H. Niemeyer 
of Handy & Harman. Mr. Niemeyer is 
general chairman for the jewelry indus- 
try in the New York area. Next meeting 
of the group will be on Jan. 16. 

qJan. 15 is the date set for the annual 
dinner of the 24 Karat Club, chairman 
G. H. Niemeyer has announced. The 


dinner will be at the Waldorf Astoria’s | 


Starlight Roof. Officers for 1944 will 
be elected at the next business meeting 
of the Club, which will be Dec. 31. W. 
Waters Schwab, J. R. Wood & Sons, 
Inc., is serving as treasurer pro tem, 


W. WATERS 
SCHWAB 


Treasurer pro tem 





replacing Lee Reichman, who died Oct. 
29. Mr. Schwab will assume the treas- 
urer’s duties until the Dec. 31 election. 

At the club’s last meeting on Nov. 1, 





FRIEDMAN GEM CO., INC. 





LARGE FINE 
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STAR SAPPHIRES 
ZEON SS 


CULTURED PEARL NECKLACES 
71-73 Nassau St., New York City 








of 24 Karat Club | 


Otto D. Wormser was chosen to write | 


memorial resolutions 


regarding Mr. | 


Reichman’s death and also the death of | 


Clifford Lamont, who died Aug. 8. 
Elected to membership at the meeting 
was George Klinick, of Heller Hope Co. 
q Feature of the next meeting of the 
Horological Society of New York, at the 
Proctor Lodge building on Dec. 6, will 
be a special quiz game with war-rare 
watchmakers’ tools as prizes. The quiz 
will be on various phases of the watch- 
making craft, with questions on techni- 
cal facts, history, etc. 

Members will hear a report on the 
New Jersey Horological Society conven- 
tion, which was held Nov. 28. Attending 
from New York were Henry B. Fried, 
executive secretary of the New York 
group, who spoke on watchmaker educa- 
tion, and a special delegation to discuss 
legislation. At the January ‘meeting 
there will be a demonstration of wheel 
cutting by Joseph Sasek, member of the 
technical and executive committees. 

At the November meeting members 
considered the possibility of setting up 
a testing board for the Society. The 
board would give members oral and me- 
chanical tests in watchmaking and would 
give a certificate to those passing the 
tests, which would provide standards 
protection to both watchmakers and cus- 
tomers. No definite plan has _ been 
mapped out, however. Also on the 
agenda at the November meeting were 
discussions on rehabilitation of veterans 
and technical problems. Refreshments 
were served after the business session. 





EWELERS 
BLOCK 


and all other lines of 


Insurance 


in all parts of the world 
PENDLETON & BERGER 


15 WILLIAM ST. NEW YORK 
Tel. HAnover 2-1771 CABLE “PENBERG”’ N. Y 
ESTABLISHED SINCE /907 





“ORIENTA” 
CULTURED PEARLS 
of QUALITY 


Ch iilic ¢f 


LEYS 


65 NASSAU STREET 








BEAD SPECIALIST 


All Kinds of Genuine Stone Bead Necklaces 
Earrings Semi Precious Stones 


Selections on request. to responsible Jewelers. 
Necklaces lengthened and ng 


DOUBRAVA CO. 


12 Jchn St., New York City 











SIMONS BROS. CO. 
THIMBLES 


PHILADELPHIA 





269 So. 9th ST. 




















ENCRUSTERS 


STONE RINGS ENGRAVED 
@ CRESTS @ DRILLERS 
@ COATS-OF-ARMS @GEM CUTTERS 
@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without obligation 


BRAUNFELD & MEHLMAN 
108 Fulton St. New York, N. Y. 
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Another Creation 


by Pereira 


Pat. No 122704 
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“Victory Bird” brooch pin beautifully executed in Gold and Falla- | 
dium, with Rubies, Diamonds, Sapphires. Price $270. Keystone list. | 
Special Order Work Upon Request 


B. PEREIRA INC. 


22 WEST 48TH ST.__NEW YORK, N. Y._ 








TO ALL OUR FRIENDS 
IN THE JEWELRY. TRADE 


Our sincere wishes for 


A MERRY CHRISTMAS 


and for the New Year, the 
happiness of 


VICTORY IN 1944 


Isidore Friedman, President 


FRIEDMAN GEM CO., INC. 


Precious, Semi-Precious and Synthetic Stones 


71 Nassau St. New York 
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RCH CROWN TAGS 


CELLULOID—METAL—PARCHMENT 


Send for Catalog Illustrating 
Our New Improved Line 


18 Crawford St. Newark. N. J. 

















WATCHES 
Swiss Lapel 
Water Shock 
Sweep Second 


PEARLS 
Nearest to Genuine 
Oriental 
rl Replicas 


Proof 


STRAHL 


385 Fifth Ave. @ NEW YORK ®@ Mu. 5-5519 
SHOWROOM HOURS: 1:30 to 5:30 P. M. 











Paul Flato, Cafe Society Jeweler, Gets 2 to 5 Years 
In Sing Sing; “Deliberately Stole Goods," Says Judge 


Paul E. Flato, much publicized 
jeweler to cafe society and Hollywood, 
who has been out on bail since plead- 
ing guilty on Sept. 27 to one of ten 
counts in an indictment charging him 
with the theft of $125,000 worth of 
jewelry entrusted to him by clients, 
was sentenced to two to four years in 
Sing Sing state prison by Judge John A. 
Mullen in General Sessions, New York, 
Nov. 10. 

Assistant District Attorney Alfred J. 
Scotti, who prosecuted Flato, said that 
although Flato had pleaded guilty to 
only the one count which charged him 
with the larceny of a $23,000 bracelet, 
all of the other counts amounting to an 
additional $102,000, could be sustained. 

Flato’s attorney had asked for a sus- 
pended sentence on the plea that if he 
were permitted to continue in business 
he could make full restitution. His re- 
quest was seconded by Leon Finley rep- 
resenting Flato’s creditors, and Robert 
H. Epstein, attorney for the trustee in 
bankruptcy in the Flato case. 

This view was opposed, however, by 
Richard C. Murphy, former Assistant 
District Attorney and now counsel to 
the Jewelers’ Security Alliance, who was 
present at the sentencing and was asked 
by Judge Mullen to make a statement. 
Mr. Murphy said that he represented 
the better jewelers in the jewelry in- 
dustry and that they were all very much 
surprised to learn that after pleading 
guilty, Flato was in business again and 
was sending out circulars to the trade 
to obtain jewelry, perhaps for the same 
purpose that he had obtained the jew- 
elry mentioned in the indictment; that 
the better jewelers felt that Flato was 
a disgrace to the industry and that he 
should not be permitted to continue in 
the business; that this was not the first 
time Flato had caused a stench in the 
jewelry industry by his actions and that 
the by-word was becoming ‘‘Who’s going 
to pull a Flato next?” 

After hearing Mr. Murphy, Judge 
Mullen stated that in his opinion Flato 
was a common thief. and should be 
treated as such. 

“He has violated the law of all the 
people of the State of New York,” 
Judge Mullen said. “He deliberately 
and successively stole goods that were 
placed in his possession. I don’t want 
the word to go out of this court room 
that a man can steal in New York and 
just because he pays back large sums 
of money can go free. 

“This man legally is a thief and my 
problem is to do what is right for all 
the people, not for some. Paying back 
the money is no solution. Any robber 
coming before me would be glad to get 
another chance if he paid back what he 
stole.” 


L-41 Reports to Be Filed With WPB 


It was emphasized to JC-K last month 
that as long as War Production Board 
Order L-45 is in force the required quar- 
terly reports must be filed. Officials say 
that the reports are not being made by 
all manufacturing jewelers. 

According to WPB, it is apparent that 
some manufacturers are waiting for 
these report blanks to be mailed to 
them. However, they are not being 





mailed but must be obtained from local 
WPB offices. 








“Flato, I sentence 
two to four years.” 

Flato’s attorney then asked a 
stay of execution to permit the ie 
jeweler to straighten out his aifairs, 
which the judge granted, but with the 
proviso that the ten days would be 
spent in the Tombs (N. Y. City jail) 
without bail, and that the ten days 
would not count toward the pela 
sentence. ’ 


you to prison for 


New Jersey Horos Will Campaign 
For Watchmaker Licensing Law, 
Members Declare at Conference 


A record attendance of nearly 100 
marked the convention of the Horologi- 
cal Society of New Jersey which was 
held at the Essex House, Newark, N, J. 
Nov. 28. The group laid plans to cam. 
paign for a watchmaker licensing law 
for the state, and a special committee 
will carry out the work. 

On the legislation committee are: as 
chairman, President Harry Van Laar; 
Andrew Steroehleis, William C. Smith, 
Walter C. Rentner, and Peter Bea. 

Main topic of the business session, 
which began at 2 in the afternoon and 
lasted until 6, was watchmaker legisla- 
tion. Herman R. Pedrick, president of 
the Horological Association of Pennsyl- 

- vania, spoke on licensing laws in other 
states. Charles Stoeckel, also of the 
Pennsylvania group, talked on the watch- 
maker’s part in the war effort and his 
job on the home front. Henry Fried, 
secretary of the Horological Society of 
New York City, spoke on watchmaker 
education. 

Supervising the convention under Mr, 
Van Laar as chairman were program 


. committee members Charles Soemer, sec- 


retary of the New Jersey horological 
group, and Messrs. Bea, Smith, and Ste- 
roehleis. Hostesses were Mrs. Harry 
Van Laar, Mrs. William Smith,-and Miss 
Nellie Van Laar. 

After the business session members 
and their wives attended a dinner and 
entertainment. 
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MANUFACTURER OF 


JEWELS 


Swiss and American in all sizes 
and diameters. 
Sold in gross lots to jobbers 


only—write for prices and fur- 
ther information. 


CROWN IMPORTING CO. 


116 Nassau St. New York 7, N. Y. 














REPAIRING of JEWELRY 


IN ALL ITS BRANCHES 
Also 


SPECIAL ORDER WORK 
ESTABLISHED 1910 


M. J. STERN 





61 Beekman St. New York City 
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by Walter Galli 





STRANGELY ENOUGH 



















Mis AMETHYST 
by? WORN IN TNC IENT EGYPT--AND A 
CARAB CUT FROM A SPECIMEN WAS HELD IN 
EReAT ESTEEM BY SOLDIERS WHO | WORE IT 
ON THE FIELD OF BATTLE ASA RM 
AGAINST DEATH. THIS THACTICE SUPLWUED 
FAR INTO THE MIDDLE AGES--AND MANY 
AMETHYSTS WERE WORN FOR THE SAME 
PURPOSE EVEN IN THE FIRST WORLD WAR! 
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S50 HIGHLY VALUED WAS THE OPAL IN THE 
ANCIENT WORLD THAT THE ROMAN SENATOR 
'‘MONIUS, WHO WORE AN OPAL RING WORTH 
20,000 SESTERCES, CHOSE TO BE EXILED 

RATHER THAN SELL THE RING TO MARCUS 
ANTONIUS, WHO WISHED TO PURCHASE IT 
TO PRESENT TO THE EGYPTIAN QUEEN 













€ FIRM - 
WILLED SENATOR OF 
OLD ROME / 
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NACJ itenaieie ais Radio Tribute 
For Cigarette Gift to Servicemen 


The National 
Jewelers received praise which was heard 
on a nation-wide scale on Nov. 16 when 
the Philip Morris Co. paid tribute on its 
radio program to NACJ for its contri- 
bution to U. S. servicemen overseas. 

Last July 24 was dubbed National 
Credit Jewelers Cigarette Day by credit 
jewelers all over the country, who turned 





Ti CUSTOM OF GIVING WEDDING RINGS 
NATES BACK TO THE EARLY ROMANS ff 








Shortages don’t bother C. B. Anderson, 
jeweler of Hominy, Okla. When the re- 
pairman said the Andersons’ ice box 
couldn’t be repaired because a spring 
was broken and it was impossible to re- 
place it, Mr. Anderson just nodded 
understandingly. Then he went shop- 
ping for a bobby pin, with which he 
made his own spring. The ice box is now 
in great shape. 








that day to enable NACJ to buy cig- 


ETERNA WATCH COMPANY 





California Jewelers’ Group Meets 
580 FIFTH AVENUE, NEW YORK 
Telephone BRyant $-8660-8689 





RJA met last month in the California 
Hotel, Glendale, Cal. 

Speakers were James Apffelon, who 
talked on metal shortages; Durward 
Howes, trade associations organization; 
A. N. Slavick, current merchandising 
conditions; Arthur Ballard, world dia- 
mond marketing, and his recent South 
American trip; Mas Strassburg, postwar 
credit selling; Percy Jones, gem stones; 
Jerry Ostermier, railroad watches. 








DIAMONDS cut in PALESTINE 


All small sizes from % of a point to 10 point- 
ers, single and full cut, classified by sizes and 


qualities, 
H. SORIN 


Importer 
576 5th Ave., New York 19, 
Tel. LOngaecre 5-3672 


N. Y. 
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Association of Credit | 


in 10 per cent of all their receipts on | 


arettes for Uncle Sam’s overseas forces. | 


OF AMERICA, INC. NACJ was able to send over 4 million | 
MAKERS OF FINE WATCHES cigarettes. 
SINCE 1856 


Members of the San Fernando Valley | 








MARGASSITES 


GENUINE SWISS—ALL SIZES 


GENUINE OPALS 


GENUINE AMETHYST 
GENUINE TOPAZ 


MAX SCHUSTER 


10 WEST 47th ST. 
NEW YORK 




















“FineEnglish’ 
SILVER 
POLISH 


Cuts Polishing Time 


Tested and approved by leading silver 
houses—Amazing working qualities— 
Finest—Most Efficient Polish developed 
by latest seientifie research—Sold in 
bulk for trade—reiail sales. 
8 oz. bottle 50¢ Keystone list. 
Write for free sample. 


WONDER CHEMICAL CO. 


545 THIRD AVE. BROOKLYN, N. Y. 














Pin Ho_Les 


are no Problem » 
when 


NIASH WELDING SOLDERS 


are used 


SEAMLESS— 
Ideal for shoulders, shanks and 
sizing 
No Grooves after Polishing 
For PINK, YELLOW or GREEN GOLDS 
NIASH REFINING CO., 


116 Nassau St., New York 7, N. Y. 





ZENITH WATCH CLEANING SOL 


None Better at any Price 


Gal. $2.00 Order from your Jobber 
Ot. 75. Sample & Booklet on Request 


ZENITH CLEANING FLUID CO 
52 Beekman Street ° New York City 
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The Spirit of 
Christmas 


will never die. 


Let us hope that before 

many more months, it will 

again prevail throughout 
the world. 


BALTIMORE, MD. 
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q Thad B. Reese is the new manager of 
the Mayfair Jewelry Co., 205 Broad 
Ave., Albany, Ga. Mr. Reese has been 
in the jewelry business for 30 years. 
qThe Bass Jewelry Co., formerly Bass 
& Seymour, of Lanett, Alabama, has 
opened a new store at West Point, Ga. 
Manager of the new store is Mrs. W. O. 
Bass. 

4H. Armin Maier, president of Maier & 
Berkele, Atlanta retail jewelry firm, and 
past president of the Georgia RJA, was 
injured Oct. 9 when his plane crashed 
at the edge of the municipal airport. He 
suffered a broken leg and other injuries 
which will keep him at home for six to 
eight weeks. 

q Forty-six candles burned on a birthday 
cake as the personnel of MHolzman’s 
jewelry store, 29 Broad St. Atlanta, 
Ga., held their annual banquet recently. 
Holzman’s celebrated its 46th anniver- 


| sary at the banquet, which honored A. 


Holzman, founder of “The House of 


' Fine Diamonds Since 1897.” 


qA “regular” at the Baltimore USO is 


| Mrs. Leon Engel, wife of Leon Engel of 


| J. Engel & Co., Baltimore. Mrs. Engel 


spends many hours playing piano for 
the servicemen who drop in for relaxa- 
tion and entertainment. The oldtime 
tunes go over best, says Mrs. Engel, who 
usually plays accompaniment for groups 
of 30 or 40 singing soldiers. 

4q Wartime problems of the retail jeweler 
were talked over at the Nov. 10 meeting 
of the Baltimore RJA. Jay G. Engel, 
J. Engel & Co., Baltimore St. and Hop- 
kins Pl., spoke on “Gold and Gold-Filled 
Jewelry.” Harry Baumohl, of the U. S. 


| Jewelry Co., 3 North Liberty St., talked 


on the watch freeze. “Diamonds, Today 
and Tomorrow” was the subject re- 
viewed by Abraham Robinson, Castel- 
berg Jewelry Corp., 200 W. Lexington 
St. Leon Levi, 316 W. Lexington St., 
who is treasurer of the Retail Credit 
Association of Baltimore, presented his 
views of “Credit Problems of the Jewel- 
er.” “Jewelry Problems” was the topic 
of President David R. Lakein, Lakein 
Jewelry Co., Inc., 515 S. Broadway. 


Texas Gift Show to Be Feb. 21-25; 
Spring Show Planned for Denver 


The Allied Gift & Jewelry Show, for- 
merly known as the Allied Gift Show, 
will be held at the Hotel Adolphus, 
Dallas, Tex., the week of Feb. 21 through 
25, Chairman H. W. Johnson has an- 
nounced. 

A spring show is also being planned 
for Denver, Col., Mr. Johnson announced. 
The gift display, which will be called the 
Denver Gift & Jewelry Show, will be 
held at the Albany. The date will be 
announced in the near future. 





Texas Jewelers to Meet in Dallas 
For One-Day Session in February 


To avoid unnecessary travel and kilt 


two birds with one stone, the Texas Re. 
tail Jewelers Association will hold its 
annual one-day business conference in 
Dallas at some time during the week of 
Feb. 21-26, the week of the Allied Gift 
and Jewelry Show, it was decided at a 
recent meeting of the officers and direc. 
tors. 

Objecting to a jump in the excise tay 
on jewelry, the officers and directors of 
the Association passed a resolution to 
that effect and copies were sent to Texay 
Senators Tom Connally and W. Le 
O’Daniel and to the 21 representatives. 
in the House. 

Launching a membership campaign 
the directors named “minute men” to. 
promote increased membership in their 
own areas. They are: Jack Blum, Shaw 
Jewelry Co., Fort Worth; Morris Zale, 
Zale Jewelry Co., Wichita Falls; John 
Clingingsmith, representative of L. G. 
Balfour Co., Dallas; Ben Lipshy, Zale 
Jewelry Co., Amarillo; Clyde M. Press. 
ley, Abilene; Nathan Donsky, Nathan’, 
San Angelo; Ben Swartz, P. J. MeNeel 
Jewelry Co., San Antonio; Morris Fred, 
Morris Credit Jewelers, Waco; E. J 
Palm, Stelfox Jewelry Co., Austin. 

Also Nathan Feder, Feder’s Jewelers, 
El Paso; Leon Gordon, Leon Gordon 
Jewelry Co., Houston; Will Lee Smith, 
Beaumont; Morris Melcer, Galveston; 
L. L. Dickason, Dickason Jewelry (Co, 
Tyler; J. Jacobs, Gem Jewelry Co., Port 
Arthur; Irving Weber, Kay’s® Credit 
Jewelers, Texarkana; M. Pelz, Pelz Jew- 
elers, Inc., Marshall; William Barnes, 
Victoria; R. R. Brodkey, Corpus 
Christi; John D. Jenkins, Lubbock, and 
Isadore Dorfman, Dorman’s Jewelry 
Store, Inc., Brownsville. 





A jewelery store at Moultrie, Ga, 
presenting rationing information in a 
newspaper advertisement, wound up the 
piece with: “The information above was. 
said to be correct at noon today by the 
local rationing board.” 
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Wrolesale 
Sewcla 


BALTIMORE ST. 
BALTIMORE, MD. 


“AN INSTITUTION 
of DEPENDABILITY” 


ESTABLISHED 1885 
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JEWELRY COMPANY 


PWHOLESALERS BALTIMORE WO. | 
Importers of EASTON WATCHES 
RRO LE RE GME 


Department Store Jewelry Sales 
For September Up 13 Per Cent 


Jewelry and silverware sales in depart- 
ment stores for the month of September 
jumped 13 per cent above sales for Sep- 
tember of 1942, and 17 per cent above 
department store jewelry and silverware 
sales of the previous month. 








ALBERT S. SMYTH CO. 


WHOLESALE 
DIAMONDS - WATCHES 


® JEWELRY ® 
5 HOPKINS PLACE, BALTIMORE, MD. 
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. Bechtel & Co., 729 Sansom 
St. began its 50th year in the whole- 
sale jewelry business on Nov. 1. 
Founded in 1894 by Joseph B. Bechtel, 
the firm was first located in one room 
at 719 Sansom St. A few years later 
Bechtel’s moved to 725 Sansom St., and 
in 1910 transferred to its present loca- 
tion. Mr. Bechtel first became interested 
in the jewelry business when, as a boy 
in Bally, Pa., he was given a watch for 
his 16th birthday—a tradition with the 
Bechtel family. ; 

q United War Fund chairman for the 
Sansom St. jewelry trade is Joseph Blau, 
of Herbert’s, 104 S. 13th St. 

Angel Kalodner, formerly employed 
by Harry Gordon, 726 Sansom St., is 
now with B. Mazer, 713 Sansom St. 

45. Korf & Son has moved to new and 
enlarged quarters in the Burd building, 
900 Chestnut St. New equipment has 
been added to the firm’s manufacturing 
facilities. ; 
4 First Philadelphia jeweler with chil- 
dren to be inducted into the Army is 
Albert Robbins, of 137 S. 8th St. Mr. 
Robbins, who has three children, left for 
the service on Nov. 18. His wife will 
take his place as store manager. 
qThe Horological Guild of Philadelphia 
met Nov. 10 at the Franklin Institute to 
discuss the new expansion plan of the 
United Horological Association of 
America (see elsewhere in this issue). 
President Herman R. Pedrick, Bailey 
Banks & Biddle Co., 1218-1222 Chestnut 
St., presided. 

q Charles Fichtel, veteran Philadelphia 
jeweler and watchmaker, has_ con- 
structed, with patience and care, a min- 
iature replica of the type of hand-drawn 
fire engine used by volunteer Quaker 
City firemen many a Wear ago. Mr. 
Fichtel’s model is now on display in the 
Franklin Institute. 

q Back at work as manager of the House 
of Milner, 728 Sansom St., is Michael 

Orloff. Mr. Orloff recently received a 

medical discharge from the Army after 

serving 13 months at the Aberdeen Prov- 
ing Grounds, Md. He is the former 
president of the Sansom St. Young 

Men’s Business Association. 


(Joseph B 





E. Pennsylvania Guild AGS Meets 


The Eastern Pennsylvania Guild of the 
American Gem Society met Oct. 21 at 
the St. James Hotel, Philadelphia, to 
hear talks on gemology. Chairman 
Olando S. Paddock introduced Miss 
Muriel C. Humbert, who was guest of 
the evening, to the members. 

William T. Collison was elected as sec- 
retary-treasurer, taking the place of 
Orrin Seigfried, who retired. 

C. L. Thomas spoke on various yellow 
stones and methods of identification. 





New Gold Discovery in Canada 


Gold has been discovered in the Snow 
Lake district, 90 miles northeast of The 
Pas, Man., in midwestern Canada, ac- 
cording to a report from Winnipeg. 
Several large mining companies have 
staked claims, the report said, and the 
region may become one of the most 
heavily mined in the Canadian Midwest 
after the war. 
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q The Philadelphia chapter of the newly- 
organized Watch Collectors Club was 
formed at a dinner meeting on Nov. 1. 
Active in its organization were Ernest 
A. Cramer, Robert Franks, Llewellyn 
W. Jones, Jr., Herman R. Pedrick, who 
is president of the Horological Guild of 
Philadelphia, and Herbert K. Fleisher. 
Mr. Fleisher was elected secretary pro 
tem of the Philadelphia chapter. L. D. 
Stallcup, of 2605 Acklen Ave., Nash- 
ville, Tenn., is secretary pro tem of the 
national group. Members of the Phil- 
adelphia chapter plan to hold their next 
meeting Dec. 6 in the Sansom House, 


and all Philadelphia collectors have been | 


invited to attend. 





Beware of This "Confidence Man" 





He is a 
who specializes in victimizing jewelry 
stores, reports the office of the New 
York District Attorney. His name is 


Samuel Lotow, but also he has been 
known to use the following aliases: Sam- 


uel Levi, Harry Sherman, and Joseph | 


Alpert, the report continues. 

Lotow’s method of operation, says the 
district attorney, is to visit jewelry 
stores representing himself as a dealer 
in old gold and watch cases, and then 
obtain employment as a salesman and 
window dresser. He holds the job long 
enough to get the jeweler’s confidence, 
and then absconds with valuable mer- 
chandise. 

Lotow is wanted by the police in Syra- 
cuse, N. Y., where he is under indict- 
ment for grand larceny, and where a 
warrant is now out for his arrest. If 











JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. ; 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 


We hace served the trade 
since November 1, 1894 














dangerous “inside worker” | 





he approaches you, or any information 
reaches you which might lead to his ar- 
rest, please telephone or telegraph How- 
ard L. Mosher, district attorney’s office, 
409 Court House, Syracuse, N. Y.—tele- 
phone Syracuse 2—1121. 
Lotow’s Description: 

Age: 43 

Weight: 170 lbs. 

Height: 5 feet, 934 inches 

Complexion: medium dark 

Hair: chestnut—bald on top 

Distinguishing marks: one lower left 

gold tooth, upper front bridge, 

wears glasses. 

Born in Summerville, Mass. 








NORTHERN OHIO GUILD OF AGS 


Stump stones and gem formation were 
the topics at the Nov. 9 meeting of the 
Northern Ohio Guild of AGS. Dr. Don- 
ner of Western Reserve University led 
the discussions and study period. 








Back the Attack—sell War Bonds! 


BELMAR CREATIONS 
Watches & Jewelry 
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¢ Louis SickLeEs « 


1015 Chestnut St. Philadelphia 
22 West 48th St. New York 











ELGIN — WALTHAM — HAMILTON 
BULOVA — GRUEN 


REBUILT WATCHES 


of the better kind, for the better Jewelers. 
of every deseription in Swiss and American 
for ladies and gents.—Orders filled promptly. 
We also carry a full line of watch cases of the 
latest styles in every description at the lowest 
market prices. 
Write for Catalog. 
CENTRAL WATCH MATERIALS & 


SUPPLY CO., INC. q 
134 S. 8th St. Phila., Pa. |! 
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BYARD F. BROGAN 


Manulacturer of Distinctive Diamond } 
Mountings and Wedding Rings. 
206 Sansom Street Philadelphia 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS, 
? JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA. 














BOWMAN 


Technical School 


Cc for & 





Future 
JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 
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astern New ne 
ican Gem Society held its No- 
- ee meeting on the 18th, a week 
ne than usual because of Dr. Edward 
Wigglesworth’s vacation. The Guild is 
interested in the new “stumper stones 
ntest now going on between the 
Northern Ohio, New York, and Boston 
Guilds. The idea originated with the New 
York Guild; Dr. Wigglesworth made up 
the three sets of stones—five in each 
set—and they are now circulating be- 
tween the three Guilds. They are com- 
rised of synthetic and substitute gems 
and the object is to see which Guild 
can achieve the’ highest score in identi- 
fying these “stumpers.” 
‘The Boston Jewelers Club held its 
annual meeting at the Parker House on 
Nov. 12, and elected the following of- 


The E 


ficers for the coming year: L. Blaine 
Libbey of E. F. Lilley Co., Milford, 
i Kennard, Kennard 


president ; John S. 
and Co., Inc., vice-president; and Carl 


Lawton of E. H. Saxton Co., secretary. 
On the board of directors: S. Gould 
Cook of A. Stowell & Co.; Allen David- 
son, Thomas Long Co.; Sturgis Rice, 
Whiting & Davis Co., Plainville; Aug- 
ust; Sweetland, C. W. Sweetland & Son, 
William L. Stone, formerly with the Gor- 
ham Mfg. Co., and Ellsworth Read of 
Kettell, Blake & Read. Mr. Read was 
elected to take the place of Arthur M. 
Horne of Shreve, Crump & Low Co., 
who resigned from the board; otherwise 
all of the foregoing constitute reelected 
officers. 

The new watchmaking school opened 
at the Waltham Watch Co. on Nov. 15 
with nine students in the beginning class. 
Interest in the undertaking is country- 
wide, with inquiries concerning the 
course having been received from many 
states, including Iowa, Pennsylvania, 
Michigan, New York and New Hamp- 
shire. Students may enter at any time 
upon the 18-month course. During their 
training, they will receive 40 cents an 
hour for the first six months; 45 cents 
an hour during the second six months’ 
period, and 50 cents an hour for the final 
six months. School hours are from 8 in 
the morning to 5 in the afternoon, and 
pupils successfully completing the 
course will receive a diploma. This 
project has been made possible through 
the combined efforts of the Massach- 
usetts Department of Education, the 
Waltham Watch Co., and the Massachu- 
setts & Rhode Island Retail Jewelers 
Association. 


New York Firm Is Guilty, Says Court 


A judgment against Richter’s Jewelers, 
Ine, New York, for publishing a mis- 
leading advertisement was upheld by 
the New York State Court of Appeals 
on Oct. 21. The firm was originally pro- 
nounced guilty by the Court of Special 
Sessions of New York. 

Richter’s had displayed in its win- 
dow a diamond ring marked “1 Ct. per- 
fect diamond. Platinum setting, $264.” 
When brought to court by a disbeliev- 
Img woman inspector, the firm did not 
deny that the diamond was neither per- 
fect nor one carat, but claimed that the 
tag had become attached to the ring 
through an innocent error. Convicted 
Sept. 29, 1942, and fined $250, the firm 
carried the case to the Appellate Divi- 
sion of the Supreme Court and, when 
the original judgment was affirmed, to 
the New York State Court of Appeals. 
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August, September Dept. of Labor 
Figures Show Employment Down, 
But Payrolls Steadily Rising 


The number of employees working in 
the jewelry, watch and clock, and sil- 
verware industries during August and 
September was expectedly lower than a 
year ago, and wages reflected the short- 
age of workers with a considerable jump 
over last year. 

For the jewelry industry the Depart- 
ment of Labor gives an employment in- 
dex figure of 108.8 for August of this 
year, a figure of 105.6 for September. 
Payrolls hopped up from 156.9 to 158.7 
during these two months in the jewelry 
field. Last year’s figures in this industry 
were: August—employees 114.9, pay- 
rolls 147.5; September—employees 115, 
payrolls 155.2. 

For August 1943 in clocks and 
watches the employment index is 125.6 
as compared with 128.2 for last year. 
Payroll index for August this year is 
237.5; last year 221.3. The September 
figures are: Employment—123.9 in 1943, 
128.1 in 1942; payrolls—242.3 in 1943, 
222.8 in 1942. 

In the silverware industry employmeni 
index for August 1943 is 97.3 as com- 
pared with 95.2 for August 1942. Pay- 
roll index for that month is 168.7 in 
1943, and 143.2 in 1942. For September 
employment the 1943 figure is 95.5, the 
payroll index 160.1. September figures 
for last year are: employment 96; pay- 
rolls 138.5. 


ANRJA Sponsors Special Committee | 


To Represent Credit Jewelers 


To specially represent its approximate 


1500 credit jeweler members, ANRJA is 
organizing a credit selling committee to 
study and direct activities of benefit to 
credit retailers. One of the aims of the 
committee will be to correct the highly 
false belief that credit operation can’t 
be dignified and ethical. 

Heading the committee is A. N. Slav- 
ick, Slavick Jewelry Co., Los Angeles. 
Others who have been asked to serve are 
Tom Chauncey, Phoenix, Ariz.; Ben 
Shapiro, LeRoy’s Jewelry Co., Los Ange- 
les; Budd Rosenberg, Gensler & Lee, 


San Francisco; Harry H. Frumess, 
Denver; Harry Michaels, Waterbury, 
Conn.; Samuel Schwartz, Washington, 


D. C.; A. O. Jenkins, Jacksonville, Fla. 

Clarence S. Olsen, Chicago; William 
Gibson. Chicago; Nathan Katz. Balti- 
more; Morris Enggass, Detroit; Bernard 
Helzberg, Kansas City, Mo.; George 
Goldman, Kansas City, Mo.; Harold A. 
Kohn, Minneapolis; Ernest C. Maxwell, 
St. Joseph. Mo.; M. S. Abelson, Newark, 
N. J.; Eliot P. Hirschberg, New York; 
Ben Kingoff, Wilmington, N. C.; Julius 
Benway, Basch & Co., Toledo; J. M. Mc- 
Entee, Oklahoma City; Leo Weisfield, 
Weisfield & Goldberg, Portland, Ore.; 
Herman H. Barr, Philadelnhia; Sam De 
Roy. Pittsburgh; Mortis B. Zale, Wich- 
ita Falls, Tex.; M. J. Burnett, Seattle, 
Wash. 


FIRM PLANS FOR POSTWAR 


A complete jewelry department is part 
of the postwar plans of Davidson-Bou- 
tell Co., Minneapolis. Although the firm 
has always operated a small jewelry de- 
partment, the postwar jewelry section 
of the store will be a store in itself, 
with a separate entrance. 


«DON’T BUY 


DIAMOND PAPERS OR JEWELERS SUPPLIES 


BUY..._ 


WAR BONDS & STAMPS 


If vou must buy European or Domestic Papers, 
Wallets, Cotton, Tweezers, etc., buy them from 
us and we’ll buy more Bonds and Stamps. 


Write for Catalog, Samples, Prices 


INC. 
7 W. 45thSt., NEW YORK 
8 




















Genuine 


PERUVIAN SILVERWARE 


Guaranteed 900 fine 


Handmade Bracelets, Brooches, 
Charms, Rings, Filigree, etc. 
Orders attended at low cost by 
Air Express. Sample assort- 
ment including freight, etc., 


$30.00. 


ENRIQUE KAUFMANN ROOS 


P. O. B. 886 Lima, Peru, S.A. 








BILLFOLDS 
FOR IMMEDIATE DELIVERY 
“TOWNLEIGH CASTLE” BRAND 


from $3.50 to $8.50 keystone 
Also jobbing set up 
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. PPER 
279 CONKLIN AVE., HILLSIDE, N. J. 
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22 Patterns Sterling Stiver 
Manchester 





SILVER COMPANY 
Rhode IsianJ 







Providence 








Sold only direct 
to Retailers 






250 Sterling Charms in Illustrated Catalog on request 
WELLS MFG. CO., ATTLEBORO, MASS. 











REED & BARTON 


SILVER POLISH 


A superior polish—made by sil- 
versmiths for jewelers’ use and re- 


sale. 


specified minimum —_ 
receiving full 100% gproft. 
REED & BARTON - Taunton, Mass. 
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for 
Victory 





Critical metals, steel — brass —nickel 
— lead — cadmium— zinc—etc., have 
gone to war. 


The nation’s labor has followed, de- 
voting their efforts to the production 
of necessary war materials and essen- 
tial civilian goods. 


Let the dollars join in this Home 
Front effort to insure the Victory— 
BUY WAR BONDS. 


F. H. NOBLE & COMPANY 


Manufacturers 
559 W. 59th St., Chicago, Illinois. 





Cold=Silver 
DLATING 


“*4SK ABOUT” 


HODANIZE 


TRADE MARK REG. U.S PAT. OFF 


Silverware 


REPAIRED & PLATED LIKE NEW 


Swartz & Co. 


10 S, Wabash Ave. CENtral 6089 

























































@UR WORK COSTS NO MORE THAN yp 
ORDINARY WORK oe 


BECKER-HECKMAN CO. 
29 E. Madison St. CHICAGO, ILL. 
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q While the membership now exceeds 
1000, Vincent Newman, manager of the 
Chicago office of the Jewelers Board of 
Trade, recently was notified that the 
honor of securing the 1000th member- 
ship is his. This is the first time in the 
history of the organization the mem- 
bership has reached that number. 

4q Jack Keenan, Chicago representative 
of Hamilton Watch Co., was married on 
Thanksgiving day at Springfield, Il. 
The bride is the former Miss Jane Fix- 
mer. On Monday night Jack was guest 
at a stag party given in his honor at 
the Jewelers Club and attended by more 
than 50 of his friends in the trade. 
It was a most enjoyable affair, and Jack 
very graciously expressed appreciation 
for the wedding gift presented by Sol 
Cogan on behalf of the members. 

q The promise of a surprise program 
made by Ben Halpern, executive secre- 
tary of the Chicago Credit Jewelers 
Association, in his announcement of the 
November dinner and meeting at the 
Covenant Club on Nov. 3 came up to 
expectations. After President Val Jones, 
Jones & Baumrucker Co., told the suc- 
cess of their efforts to carry out the ten 
points of activities of the organization 
since their promulgation about a year 
ago, and also announced that nearly 600,- 
000 cigarettes had been sent by the or- 
ganization to men in service overseas, he 
called for the surprise and for the next 
half hour the 60 members present were 
entertained with a number of musical 
and variety vaudeville acts. 

q For their 23rd annual Fall Frolic the 


| Golden Roosters of Chicago returned to 


| the original roost at the LaSalle Hotel 


on Nov. 17. Because the membership 


| list is now closed there was no initiation 
| at this party. Feature event of the 
| evening was the appearance of 60 under- 


priviledged boys each of whom was en- 


| abled to spend two weeks at a boys 
| camp last summer through funds do- 


nated by members of The Golden Roost- 
ers. The boys furnished music, magic 


| and other entertainment. Dick Maske, 


who supervises the athletic events of the 
Roosters’ summer outing, has charge of 
the boys department of the Division St. 


| Y.M.C.A., and expressed his apprecia- 
| tion for the year after year support of 


the camp fund by the Golden Roost- 
ers. Chanticleer Herbert Jacobs, Forst- 
ner Chain Corp., then stated that he ex- 





Los Angeles Horos Hear Report 


The Los Angeles Guild of the Califor- 
nia Horological Association met Oct. 20 
to hear a report by John J. Nooyen on 
the conference of the United Horological 
Association held at national headquar- 


| ters in Denver Sept. 20-22. Mr. Nooyen 


was given a vote of thanks for his untir- 
ing efforts to improve and support the 


| association. 


Chairman A. G. Lyons introduced vis- 
itors to the members. Mr. Kramer and 
Mr. Barta of Arcadia, Mr. Sandberg of 


| Spokane, Wash., and Mrs. J. J. Spur- 


lock of Los Angeles were the visiting 
guests. 

New members of the Guild are John 
H. Tillerv, O. J. Witt, Allen N. Eng- 
berg, R. W. Applegate and R. P.. Galien. 





pected the members to send more boy 
in the summer of 1944, that $15 worl 
give one boy two weeks in camp, 
few minutes announcement was 
that more than $2,000 had been pled, 

and Mr. Jacobs expects the total will 
be enough to send 150 boys. The frolic 


Ina 





closed with a show which should haye 
proven up to the most ambitious expec- 
tations. 


ANRJA Is Mistaken; JC-K Did Not 
Misinterpret Treasury Tax Ruling 


The November 1943 issue of ANRJA 
Bulletin contains on page 17 an item 
which states that “Several of the trade 
papers . .. misinterpreted a ‘Treasury 
Department ruling, resulting in an jp- 
correct statement being published regard- 
ing taxes on soldiers’ gifts.” 

This statement is incorrect. The 
JEWELERS’ CircuLAR-KeEYsONE did not 
“misinterpret” a Treasury Department 
ruling. ‘The statement made on page 
145 of the September issue to the effect 
that jewelry gifts for servicemen over- 
seas are tax free, was absolutely correct 
at the time that it was made, but the 
Treasury Department has since reversed 
itself on this matter, as it has done op 
many previous occasions, and has changed 
its ruling to the effect that such gifts to 
overseas soldiers are taxable, as set forth 
on page 155 of the November issue. 

The original ruling that such gifts are 
tax free was clearly and unmistakably 
set forth in a letter signed by Captain 
D. S. Bliss, deputy commissioner, and 
dated Dec. 28, 1942 in reply to an inquiry 
on this subject. The letter says in part: 

“The retailers’ excise tax on jewelry 
does not attach to the sale of any article 
for export . . . where an article is ad- 
dressed to a member of the armed forces 
in care of a postmaster within the 
United States, the exemption must be 
substantiated by documentary evidence 
in the records of the retailer.” In the 
light of the foregoing to say that the 
ruling was “misinterpreted” is a mis- 
statement. 

The Jewevers’ Circuiar-Keysrone is 
always ready and glad to correct any 
errors which it may make but it objects 
strongly to being charged with a mis- 
interpretation of the fact after it has 
reported the facts correctly and the con- 
fusion is due solely to a sudden change 
by a Government bureau in one of its 
rulings, 





Fred Roese, jeweler and. watchmaker 





of Penn Yan, N. Y., is this year celebrat- 
ing his 30th anniversary in the business. 
And, says Mr. Roese, who does all his 
own watch repair work, never in the 
past 30 years has he been so deluged 
with repairs. 

















Your JOBBER Has 


NEWALL 
“Quality Findings” 


The Newall Mfg. Co. - Chicago 
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They’re In the Army Now 














EEE 


Lt. Jack Crown, son of Herman Crown, 
New Kensington, Pa., jeweler, has been 
home on furlough. ee 

In the Army is William Campbell, co- 

rtner in Campbell’s retail jewelry firm, 
Jasper, Ala. He is a private. 

Two employees of Rosfelder Bros. & 
Co, Cincinnati, James D. Noma and 
John Hengehold, left for service in the 
armed forces last month. 

Ef Aaronson, who operated his own 
business at 706 Sansom St., Philadelphia, 
before entering the Army, is serving in 
Sicily with a medical detachment. 
4A. Franklin Smith, of Allgaier-Smith 
Co, Omaha, Neb., joined Uncle Sam’s 
fighting forces on Oct. 28. Arnold C. 
Seidler is taking his place as manager. 


4Virginia Taylor, formerly of Swart-- 


child & Co., Boston, now in the Waves, 
came in to say goodbye to her friends at 
Swartchild’s before being sent to the 
-west coast. 

4Rating as an airplane commander is 
Lt. Lawrence G. Loessin, who was re- 
cently graduated from nine weeks of 
bomber training at the Army airfield at 
Liberal, Kan. He is now qualified to 
jead combat crews of Liberator bombers. 


LT. LAWRENCE 
6. LOESSIN 


Lead man on a 
Liberator 





Lieutenant Loessin was a salesman for 
W. C. Snodgrass, wholesale jeweler of 
Houston, Tex., before he entered the 
Army. He won his pilot’s wings last 
July. 

‘Robert Dreher, of Dreher Bros. and 
Wider, stone importing firm at 40 W. 
48th St., New York, is now a corporal 
in the U. S. Army. He is an X-ray tech- 
nician, and is stationed at Buckley Field, 
Col., with a medical unit. 

4The Legion of Merit has been awarded 
to Maj. Walter H. Becker, executive of 
the U. S. Chain Co., Long Island City, 
N. Y. The medal was awarded for “ex- 
ceptionally meritorious conduct in the 
performance of outstanding services 
under difficult circumstances in the 
North African theatre of operations.” 
4“The Congress of the United States of 
America may still be wrangling about 
the drafting of prewar fathers, but for 
me the question is very definitely con- 
cluded. I was inducted into the U. S. 
Navy quite unexpectedly on Oct. 22,” 
wrote Robert F. Barr of Southern 
Wholesale Jewelers, Valdosta, Ga., to his 
friends in the trade. Mr. Barr began 
active duty Oct. 29. 

4qRalph Rubinoff, manager of the Fitch- 
burg branch of the Washington Jewelry 
Co., Boston, has been inducted into the 
Army. Hyman Siegal, .president of the 
Washington Jewelry Co., was pleased to 


‘receive a V-mail letter from his former 
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employee, Henry Levenson, now a cor- 
poral in the Army stationed somewhere 
in North Africa, thanking him for a 
Christmas gift already received. 

qA veteran of the first raid on the 
Ploesti oil fields is Capt. Edwin L. 
Gluck, son of Fred Gluck of Martin 
Gluck & Son, Pittsburgh. Captain Gluck 


recently spent a 30 day leave at home. | 
He has piloted his Liberator through 35 


CAPT. 
EDWIN L. GLUCK 


Has met two kinds 
of Nazis 





bombing raids against the enemy. There 
are two kinds of Germans, Captain 
Gluck says, brave ones and then the 
other kind. “We ran into Goering’s 
Yellow-Nose Squadron at different times. 
They don’t close in on you until ack-ack 
has damaged your plane, then they all 
come in,” he said. 

q Proud of his son is Abraham Green- 
blatt,. retail jeweler at 22 Eldridge St., 


New York. Lt. Victor Greenblatt has | 


just been awarded the Silver Star. He 
is a navigator in the Air Corps. In a 
recent raid on a Japanese air field in 
New Guinea, Lt. Greenblatt’s plane was 
one of three out of an original dozen 
U. S. bombers that pushed through 
enemy fire to complete their mission. 

4 Home on furlough last month was Sgt. 
Seymour B. Muney, son of William A. 
Muney, owner of William A. Muney, Inc., 


SGT. SEYMOUR 
B. MUNEY 


Home on furlough 





52 W. 47th St., New York, importer 
of Munwill watches. Before he joined 
Uncle Sam’s forces Sergeant Muney rep- 
resented his father’s firm throughout the 
East, Midwest, and South. 

q Home on furlough last month after 
plenty of excitement in the Italian cam- 
paign was Air Corps Lt. Jack B. 
Abrams, former employee of the Richter 
Jewelry Co., Cincinnati retail firm. Lt. 
Abrams participated in the invasion of 
Sicily and the first bombing of Rome. 
While he was home the firm gave him a 
party and presented him with an identi- 
fication bracelet. Lieutenant Abrams is 
one of six Richter employees now in the 
service. 











CHAS. ASCHERMAN 
AND COMPANY 


Wholesale Jewelers 


503-7 Hippodrome Bidg. 
CLEVELAND 14, OHIO 











FEINSTEIN BROS. 


+ Jobbersin + 
Watch Materials and Supplies 
Federal Finished Crystals— 
Optical Goods 


5 South Wabash Ave. - - Chicago 

WATCHES—New and rebuilt 

WATCH CASES—A case for every 
movement 

STRAPS for any case 

WATCH and RING BOXES 

J-B WATCH ATTACHMENTS 

TOOLS—New and used 


ZENITH Cleaning and rinsing 
solution 

NEW ADDITION to our repair 
department 


SEND your movement—we will 
rebuild in the latest style case, 
with modern dial. 

HIGHEST PRICE paid for old and 
new movements and tools 











HE BETTER WAY 
with PAULSON 


CLEANING 
SOLUTIONS 


SS HENRY PAULSON & 


37 SO. WABASH AVE CHICAGO 











WANT ADS 
It pays to use Jewelers’ Circular- 
Keystone Classified Ads 




















tham, Hunting 
7J,$1.50—15J, $2.00 
6% Rect. 
6J.$2.00—15J, $2.50 





5 S.WABASH AVE. CHICAGOILL. j 
USED WATCH .i 
mi 
MATERIALS = 
i] 
bs | 
USED MOVEMENTS 1 ° 
Good Condition P 4 = 
Good Dials 2 
O-Size Elgin, — 
J, $2.50 150, $3.50 = 
7 ’ , je 
18 Size Hunting, THE PRICE OF = 
Elgin, Waltham NEW MATERIALS @& 
7J,$1.25—15J, $1.75 for) 
18 Size O.F. Wheels, pinions, 
Elgin, Waltham — pallet forks, etc., 
7J3,$1.50—15J,$2.00 | for all watches. 
ize -. Wal- | Send sample of 
ti what you want! All 


Guaranteed! Remit 
only if satisfactory. 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


° 


818 LIBERTY AVE., PITTSBURGH 








MORRIS GOLDSTOCK 
203 CLARK BLDG., PITTSBURGH, PA. 
WATCH CASES, DIALS, WATCH 
MATERIALS, JEWELRY BOXES, SOLDERS, 
FINDINGS, OPTICAL SUPPLIES 








J. B. BERNSTEIN CO. 
Wholesale Jewelers 
DIAMONDS and MOUNTINGS 


502 Clark Bldg. Pittsburgh, Pa. 








LANDAW BROS. 
Watch Materials and 
Jewelers Supplies 
406-407 Clark Building 
PITTSBURGH, PA. 











North Indiana Horos Elect 


Truman Overby, jeweler at 834 W. 
5th Ave., Gary, Ind., was elected presi- 
dent of the Northern Indiana Watch- 
makers Guild at a meeting of that group 
on Oct. 13. Other officers chosen were 
William Siltanen, vice-president; Irwin 
Liberman, corresponding secretary; R. 
R. Laczi, recording secretary, and Oscar 
Conway, treasurer. 

Elected to one year terms on the 
board of directors were William Roods, 
Elmer Page, E. P. Kuppler, and J. Li- 
berman. Chosen as chairman of the 
board was Frank Kroetz, whom Mr. 
Overby replaces as president. 

The Guild determined to launch a 
drive against unlicensed watchmakers 
operating in the area. 








CHILTON, WIS., STORE SOLD 

Louis F. Stark, jeweler in Chilton, 
Wis., for the past 21 years, has sold his 
husiness to E. M. Diedrichs, who has 
operated. a jewelry store in a neighbor- 
ing town, New Holstein, for 13 years. 
Mr. Diedrichs will continue to operate 
his New Holstein store and has put the 
Chilton store under the management of 
V. H. Duerwachter. 
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q Mrs. Dorothy Wastek has been “draft- 
ed” by her husband, Frank Wastek, for 
work in his office at 717 Liberty Ave., 
for the duration, or until the serious 
manpower shortage relaxes. There are 
three employees from the store now in 
the armed services. 

qLt. Albert Shook of the anti-aircraft 
artillery, formerly with Herbert’s Credit 
Jewelry Co., 301 Diamond St., was mar- 
ried on his recent furlough home. His 
bride returned with him to Camp Haan, 
Cal. 

qG. L. Gogley, corresponding secretary 


of the Western Pennsylvania Horological | 


Association, Guild 1, reports that nine 
new members were initiated into the 
association at their last meeting on Nov. 
3. The meeting brought out the largest 
attendance had this year. 

q Alvin Lippard, of 330 Diamond St., 
has been receiving mail from Albert 
Marfin and William Mentzer, both for- 
mer watchmakers in his store and now 
in the armed services. Both of the bench- 
mates are stationed in England and are 
looking forward to “meeting up” there. 
Two new watchmakers with the firm are 
Robert Stedila and John E. Kocsis and 
have become active members of Pitts- 
burgh’s horological group. Fortunate in 
being able to obtain a wholly sufficient 
supply of necessary materials, as well as 
manpower, Mr. Lippard has been build- 
ing a very successful repair business and 
reports being “up to date” on his greatly 
increased repair work. ‘ 
qA little story of personal fidelity has 
come to light recently and is being told 
among Pittsburgh jewelers who say the 
example is an inspiration to them. Since 
the death of Mr. Weinhaus on Nov. 9, 21 
years ago, his friend, Albert Fryer of 
Samuel Weinhaus Co., 808 Liberty Ave., 
has never failed—rain, shine or cold—to 
place a wreath on his grave on the anni- 
versary of that date, in affectionate mem- 
ory of his friend. 

The Weinhaus firm reports recent out 
of town buyers: Mary J. Gilmore, Union 
City, Pa.; Charles Tuttle, Cambridge 
Springs, Pa.; S. H. Esely, Cambridge, 
Ohio; Aaron Blankfield, DuBoise, Pa., 
and Harry T. Charles, Meadville, Pa. 
qA series of robberies which had local 
police stumped for several months was 
solved last week with the arrest, in Chi- 
cago, of several suspects. William J. 
Brosnan, retailer at 716 N. Homewood 
Ave., made a trip to Chicago to identify 
the suspects and to claim merchandise 
taken from his store. He was able to 
identify three of the men, who confessed 
and implicated a fourth member of the 
gang. Although Mr. Brosnan recovered 
only a small amount of his loss, other 
stolen merchandise has been identified as 
the property of Pittsburgh jewelers. The 
thieves have been returned to this city 
and have confessed to a number of rob- 
beries, some of which store owners did 
not know had been committed. A hasty 
inventory, however, confirmed each theft. 


q Herman Hollander, secretary of the 
Western Pennsylvania RJA, announces 
that the association has in the process of 
publication a book containing a guide to 
all government regulations which pertain 
to the jewelry trade, the service records 
of those jewelers and employees now in 

















ge, 


Se ce J 


& 


# 
oo 


b), 


service, as well as a recount of jewelery 
activities on the local home front, A list 
of its contents promises much valuable 
information and data. 

Directors of the group will meet in the 
near future to give serious consideration 








to postwar planning as measured by ex. 
isting and anticipated future problems, 
The necessity of such planning has beep 
recognized for some time. The tentative 
program up for discussion gives promise 
of a well-planned future course for Pitts- 
burgh jewelers. 


No Increase in Pens and Pencils, 
Is Makers’ Comment On WPB Order 


Retailers will not benefit by the recent 
amendment to the War Production 
Board order governing the production of 
fountain pens and mechanical pencils, 
according to manufacturers of these 
articles. Only effect of the order will be 
a possible further tightening of civilian 
supplies, they predict. 

Main purpose of the change in L-221, 
amended by WPB on Sept. 15, is to 
fence off supplies for the Army, Navy, 
and Lend-Lease from those destined for 
civilians. Under the new order these 
war agencies are allowed special quotas, 
to be specified by WPB as needed. 

The amended order sets definite pro- 
duction quotas for civilian distribution, 
Previously civilians and Army, Navy, 
and Lend-Lease all dipped into the same 
pot. Although these civilian quotas are 
lower than the former over-all allowed 
production, they will not include the 
three war agencies. Post exchanges will 
get their pens and pencils on the spe- 
cial Army quotas, not from. civilian 
stocks. 

Manufacturers voiced a general 
opinion that civilian production probably 
would not drop much (one estimated a2 
per cent loss to retailers); certainly 
would not be increased. Some are work- 
ing on war goods, others said one of the 


primary difficulties was getting ma- 
terials. 
Under the amendment production 


figures for civilians for one year will be 
as follows: 30 per cent of the gold nib 
fountain pens produced in 1941; 22 per 
cent of the total steel nib fountain pens 
made in 1941, and 20 per cent of the me- 
chanical pencils produced in 1941. 
Manufacturers may produce no more 
than 30 per cent of the number of re- 
pair parts they made in 1941. 





Watchmaker Guild to Seek Licensing: 


Legislation for North Carolina 


The Towel City Watchmakers Guild 
of Kannapolis, Concord, Salisbury, and 
Mooresville, N. C., held a special meet- 
ing on Nov. 11 at the home of President 
G. W. Shepherd, to approve the expai- 
sion plan of the Horological Institute of 
America. 

The group determined to seek a watch- 
maker licensing law for the state 
North Carolina. Members pledged them- 
selves to stir up interest among 
members of the trade before the January 
meeting of the Guild. 
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e father, like son,” says Al Geb- 
Litwin & Sons, 114 W. 6th St., in 
e football accomplishments 
«< boy, Ray. The young man is one 
: ae slayers this year on the 
Maroons of Western Hills high school. 
‘rank Foegler, executive board mem- 
Gat the Cinclonatt Guild, Ohio Watch- 
makers Association, outlined to a meet- 
ing of the organization Nov. 5 the 
recently announced plan of UHA for 
encouraging greater activity by its mem- 
bers in wartime. (See elsewhere in this 


q“Lik 
hardt, 
describing th 


issue ). 
q George Hook, jeweler at 414 Walnut 
St. who was injured in an automobile 
accident recently, is back on the job. 
Harry Greenwold of the Harry Green- 
wold Co., 18 W. 7th St., was ill and con- 
fined to his home for several days last 
month but his condition was reported as 
not serious. 
4A surprise visit was made here last 
month by William Ratterman, represen- 
tative of Ewing Bros., Atlanta, Ga. He 
formerly was a member of the M. 
Schwab Jewelry Co., of this city. 


qHerbert L. Hueil will be chairman of 
the annual dance of the Cincinnati Guild, 
Ohio Watchmakers Association, to be 
held in the Hotel Sinton Jan. 8. The 
program will include dancing, a floor 
show and the awarding of door prizes. 
Proceeds from the affair will apply on 
the organization’s fund set aside to spon- 
sor another watchmakers’ licensing bill 
in the Ohio legislature next year. 


q Robert Stocker, Rosfelder Bros. & Co., 
president of the Town Criers, promises 
that the organization will hold an an- 
nual meeting in January. There was 
some talk of the event being by-passed 
this year because of the war, but Mr. 
Stocker feels that those members still 
serving on the home front will be able 
to keep the organization alive. Officers 
for 1944 will be elected at the meeting. 


qThe entertainment committee of the 
Cincinnati Wholesale & Manufacturing 
Jewelers Association will meet this 
month to make arrangements for the 
group’s annual dinner and election in 
January. Despite the war, the group 
has been fairly active during the past 
year under the regime of President Al 
Wallenstein, and recently topped off 
several worthwhile endeavors with a 
“Smokes for Servicemen” drive which 
resulted in hundreds of cigarettes being 
sent to men overseas. 

qWhen Charles FE. Richter, of the 
Richter Jewelry Co., 539 Main St., went 
to see the movie, “Fallen Sparrow,” re- 
cently, he found himself keeping a watch- 
ful eye on the graceful hands of the 
leading lady, Maureen O’Hara. The 
peridot set ring worn by her came from 
his store. While visiting Cincinnati sev- 
eral months ago she lost a $1,500 ring. 
Mr. Richter sent a duplicate to the 
actress with his compliments. She 
promptly sent him an enthusiastic letter 
of appreciation and recently forwarded 
= an autographed photograph of her- 
(Fire routed more than 700 employees 
from the Wadsworth Watch Case Co. 
plant at Dayton, Ky., Nov. 2, but it 
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caused only a few hours’ suspension of 
war production there. 

When the blaze broke out in the base- 
ment, factory operations continued for 
more than an hour until it had reached 
such a: headway that evacuation was 
ordered. Less than six hours after the 
fire was brought under control, the em- 
ployees were back at their jobs. 

Department heads remained in the 
smoke-filled factory for nearly 30 min- 
utes in order to lock huge vaults contain- 
ing valuable gold watch cases and strips 
of gold plate used in molding the cases. 
q Now and again there seeps through to 
those back home indications that the 
men at the fighting fronts are giving 
serious thought to the future of their 








country as they go about the business of | 
winning the war. For example, the letter | 


recently received from Ralph Lewis, for- 
mer employee of the Gerwe-Brown Co., 
18 W. 7th St., and now in North Africa, 
by Walter Bleska of that concern. 


“The fellows in this war have a lot of | 


ideas about things we would like to see 


done after this war,” he wrote, “but we | 


need your old heads to look after us to 
keep us from doing something foolish.” 
He went on to say that the men in his 
outfit were giving a lot of thought to the 
situation back home. 





JSA Membership Growing Rapidly 


The number of _ jewelers availing 
themselves of the protection offered by 
the Jewelers’ Security Alliance against 
burglary, window  smashings, sneak 
thefts and hold-ups is rapidly increasing, 
reports Vincent A. Lambert, vice-presi- 
dent of the Alliance and chairman of 
the membership committee. 


One hundred and seventy-eight appli- | 


cations for new memberships have been 
received within the past 60 days alone, 
and more are coming in every day. 

Membership in this organization is 
especially desirable under present day 
conditions since experience has shown 
that professional criminals prefer to 
avoid stores that are covered by the pro- 
tection of Alliance membership, and the 
prevention of robberies before they oc- 
cur is doubly important these days with 
so many items of merchandise difficult 
if not impossible to replace if they are 
stolen. 

This fact added to the saving in in- 
surance premiums granted to JSA mem- 
bers and its efficiency in tracking down 
robbery cases makes a membership well 
nigh indispensable, comments Mr. Lam- 
bert. 


Swiss Watch Firm Makes No Guns 


Patek, Phillippe & Co., Inc., New York, 
distributor of watches manufactured by 
the Swiss firm of Patek, Phillippe Co., 
S. A., wishes to correct an impression 
that members of the trade may have re- 
ceived from an article recently published 
in a New York newspaper. The article 
stated that the firm manufactures “the 
world’s most precise mountain gun to- 
day.” Actually, the company has never 
built armaments of any kind, and its 
production is devoted exclusively to 
watches and chronometers. The news- 
paper has since published a correction. 


Harry Greenwold Co. 


The House 


of Quality anda Se riice 
CINCINNATI, OHIO 





18 WEST 7th STREET 


VIRGIN Diamonds 


CELLINICRAFT Jewelry 


ELGINS @ HAMILLTONS (Zones 7, 8) 
Lines of quality and style that give you pro- 
tected profit. You can recommend these lines 

to your customers with confidence. 





PROMPT SERVICE ALWAYS 


GERWE-BROWN CO. 


Wholesale Jewelers 


CINCINNATI 











WE specialize in special 
order work. Send us your 
specifications. We'll sub- 
mit a design without 
obligation. 


THE SCHUMER BROTHERS CO. 


Manufacturing Jewelers 
5 E. Third St. Cincinnati, Ohio 











DIAMOND-CUTTING 
EXPERT WORK 


FAST SERVICE 


LITWIN & SONS 
114 West 6th Street, Cincinnati, Ohio 











KLEIN BROTHERS 
COMPANY 


WHOLESALE JEWELERS 


ENQUIRER BLDG. CINCINNATI. 0. 
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OBITUARY 


Jack Crawrorp, 67, who began his 
jewelry career with J. H. Purdy Co., 
Chicago, 43 years ago, represented A. 
Wittnauer Co., in the Chicago territory 
for 32 years, and for the past 8 years 
has represented the Movado Watch 
Agency of New York, died Oct. 29 while 
on vacation. The Movado Agency Chi- 
cago office will be discontinued for the 
time being. 

A. James. Dunpas, jeweler of George- 
town, S. C., died there Oct. 14. He had 
been in ill health for several years. Mr. 
Dundas started in the jewelry business 
in Georgetown more than 30 years ago. 

Frank E. Farnuam, retired president 
and treasurer of the Jewelers Supply 
'‘Co., Providence, died Oct. 17. 











Where to Buy 
IMPORTED 
China and Glass 








EDWARD BOOTE 


35 & 37 West 28rd St., New York, N. Y. 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 








GIBSON & SONS TEAPOTS 








ROYAL DOULTON 
English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 


The original production 


WH. S. PITCAIRN CORPORATION 
212 Fifth Ave. 





JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 
MYOTT’S 
English Staffordshire Ware 








PAUL A. STRAUB & CO., Ine. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 
Dinnerware, Art Goods, Giftwares 


Murray Hill 3-5460 


Wedgwood Ware 


Bone China Dinnerware, Queenswore 
Jasper and Black Basait 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 











New York, N. Y. 





STAFFORDSHIRE CHINA 
MOORCROFT WARE from England 
Toby Jugs, Cigarette Sets, Tea Sets, Coffee 

Sets, Jugs and Lustreware 


TEDMAN IMPORTING COMPANY 
225 Fifth Ave. New York, N. Y. 
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JoHN F ietcuer, 89, for many years 
active in Providence jewelry manufac- 
turing, died Nov. 9. 

Harry ALexanperR GeEorGE, Sr., 73, 
head of Keller & George, Charlottesville, 
Va., died at his home Oct. 24, after an 


extended illness. Born in Charlottesville, 
he started in the jewelry business at the 
age of 16. 

Howarp Hotienper, 49, diamond cut- 
ter at 31 N. State St., Chicago, for many 
years, died on Oct, 27. 


Epear D. Horsrati, west coast repre- 
sentative of Castelton China, Inc., New 
York, died Nov. 9 in Salt Lake City. 

1 


Husert G. Kunn, of Hubert Zimmer 
Co., Poughkeepsie, N. Y., died Oct. 7. 


Joun E. Lewis, 67, jeweler of Little 
Falls, New York, died Oct. 24 in a Little 
Falls hospital. He established his own 
store in 1905 after being associated with 
other jewelry firms in Utica and Ilion, 
N.Y. 


Lee REICHMAN, 72, president of Reich- 
man Bros., Inc., New York, and known 
for his years of service to the jewelry 
industry, died Oct. 29. At the time of his 
death he was presi- 
dent of the Amer- 
ican Jewelers Pro- 
tective Association, 
treasurer of New 
York’s 24 Karat 
Club, and vice- 
chairman of _ the 
Jewelers Vigilance 
Committee. Mr. 
Reichman _ estab- 
lished his own firm 
on Jan. 1, 1909, 
and prior to that 
date was associated 
with several other 
jewelry houses. He 
served as president 
of the 24 Karat Club in 1920, and was 
treasurer of that organization for more 
than 16 years. Mr. Reichman was also 
at one time chairman of the good and 
welfare committee of the Jewelers Board 
of Trade. In the jewelry business for 
57 years, he was held in high regard for 
his constant efforts to promote the wel- 
fare of the industry. 


Cartes Riecket, 107-year-old retired 
jeweler and watchmaker of Cynthiana, 
Ky., died there Oct. 27 almost on the eve 
of his 108th birthday. Mr. Rieckel came 
to this country from Frankfort, Ger- 
many, when he was 19, and spent most 
of his life in Kentucky. He started busi- 
ness in Cynthiana in 1857. One of his 
early stores was burned in a Civil War 
battle. Famed as the nation’s oldest 
basbeall fan, Mr. Rieckel never missed 
an opening game of the Cincinnati Reds. 
He stayed active in business until he 
was 94 years old, when he retired. 


Peer Smep, 64, Danish-born  sil- 
versmith, whom a small circle of patrons 
hailed as a “modern Cellini” for his in- 
dividually-designed, hand-wrought pieces, 
died in New York, Nov. 18. Working 
alone, he had a studio at 30 Irving Pl. 


Hvsco M. Sraicer, partner in the manu- 
facturing firm of Staiger & Sons, 527 
Fifth Ave., New York, died Oct. 25 at 
his home in Westfield, N. J., after a 
brief illness. For many years he was 
secretary-treasurer of the Brotherhood 
of Traveling Jewelers. 

IsmporE Stern, founder and president 
of I. Stern & Co., Inc., New York City, 
died Oct. 29. 








comb, IIll., died Oct. 9 at a hospital, His 
father founded the firm of L, Stocker 
Sons in 1854. 


ler’s, Inc., Milwaukee, and manager of 
the firm’s North Ave. store, died Oct, 15 
at his home after a three-month illness, 


Richmond, Va., since 1891, died Oct, 9. 








Epwarp Srocker, 91, jeweler of Ma. 







Grorce J. STRoEssER, secretary of Stel. 


IspazL L. WEINSTEIN, 80, jeweler jp 
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The ABC of Wateh Repairing 


Part Vil—Repivoting 


by L. D. STALLCUP 


HE winding and setting mechanism of a watch 
probably receives more abuse at the hands of 
the owner and is more open to the entrance of dirt 
and moisture than any other part of the watch. Conse- 
quently, although in most watches this mechanism is 
substantial in design and construction, the repair man 
cannot just assume that it is in proper working order. 
Broken parts are most frequent cause of trouble. 
These of course simply call for replacement with the 
correct new parts from your material house. At present, 
though, some of these parts are rather difficult to ob- 
tain, and in such instances the repairman may have to 
make his own clutch springs, stems, detent screws, or 
even the detent itself, or file out a setting bridge. 

For the winding and setting on a key wind Swiss style 
watch: If the squares are worn or damaged, carefully 
file the square on the winding arbor to be clean and 
true, and very slightly tapered. Then select a new 
key to fit its new and reduced size. You will then be 
obliged to file the square on the center post down a 
bit in size so that this same new key will fit it, and 
the owner will not need to carry two keys, one for 
winding, and one for setting. 

For most of the English and early American key 
winding watches where the setting is accomplished by 
the square being on the upper end of the canon pinion, 
the same procedure is followed; the upper end only 
of the square on the canon pinion being filed to fit the 
new key. Reducing the entire length of the square 
on the canon pinion will necessitate the fitting of a 
new minute hand. 

The earlier American stem winding mechanism (often 
referred to by the English as the “keyless” mechanism) 
employed a piece called a “rocking bar” or “vibrating 
arm,” placed under the dial side of the movement. 
This piece, carrying two or more wheels with it, pivots 
under a large screw which holds it and a concentric 
crown wheel in place. 

The main points to observe in reassembling this type 
of tiechanism are: y 


(1) That the screw holding this vibrating arm in 
place tightens firmly, and accomplishes its purpose. 

(2) That the vibrating arm can move freely but not 
loosely, nor should the crown winding wheel under it 
raise up out of full engagement with the winding pinion. 
The screw should tighten down against the tapered 
collar or stepped collet under its head, and should 
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never move with the motion of the vibrating arm. 


(3) The other winding and setting wheels under the 
vibrating arm should move freely. 

(4) When in the winding position, the vibrating arm 
spring must be able to throw the steel winding wheel 
fully into full engagement with the ratchet wheel. 

(5) When moved to the setting position, the setting 
wheels (usually of brass) must move into full engage- 
ment. 

The actions of (4) and (5) are best noted by plac- 
ing the movement, minus dial, ‘in the case and trying 
them repeatedly. 

If the watch is a “lever set,” a side lever’is used to 
move the mechanism into the setting position, and this 
lever must move freely on its hub screw. Its return 
spring should only be strong enough to hold it in its 
returned position, after it has been pushed there. The 
return spring is necessary to keep this lever in place 
when replacing the bezel on the case. Although the 
design of these levers and their return springs is such 
that they will usually pass over a “dead center” and 
remain in the setting position when fully pulled out, 
avoid putting a too strong return spring on them. You 
will only make the setting inconvenient. 

On some Swiss watches the setting mechanism is put 
into action by pushing in a pin which is located to one 
side of, and near the pendant on the case. 

For these, see that the outer end of the pin is not 
burred, and that it and its hold in the case are clean, 
and that it operates freely. Then, as in the preceding- 
try the action with the dial-less movement in the base. 
By this means, any defects in the action may be easily 
observed. 

The return spring on these is usually rather stiff since 
it also serves as the clutch spring. 

The American pendant set (some term it the “nega- 
tive set), employs a “sleeve” in the pendant which oper- 
ates on two steps on the stem. 

Except for the loss of a crown, the replacement of 
the sleeve is the most common repair made to this style. 

After replacing broken or badly worn parts, try the 
aetion of the winding and setting mechanisms with the 
dial-less movement in the case. Observation will quickly. 
tell you when you have the sleeve screwed into the 
proper position. (Note, on one model of 12 s Illinois, 


179 














ATTENTION 
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screwing the sleeve in too far will again throw the 
mechanism back into the setting position.) 

If the threads in the pendant have been damaged by 
careless workmen to such an extent that they will not 
hold the new sleeve satisfactorily, put in a new pendant. 
A messed up, botched up attempt at making a sleeve 
stay in place will cost you more in time and customer 
dissatisfaction than a new pendant (even if you missed 
seeing this defect when you examined the watch, and 
have to pay for it out of your own pocket.). Get the 
job done right. You will be ahead in the end. 

Often one finds that pulling the stem out to the set- 
ing position is quite difficult. That can be caused, if 
other things are in order, by a too small throat in the 
pendant not allowing the jaws of the sleeves to open 








Fig. 31. Drill's diameter should be less than the inside diameter of 
the threads in the pendant. Don't use a twist drill; its sides are apt 
to damage the threads. 


readily. If, after examination, you are sure that this 
is the fact, you may relieve it with a drill. See Fig. 31. 

Sometimes it seems almost impossible to get the sleeve 
adjusted so that the mechanism will engage fully with- 
out slipping in both the winding and setting action. 
If no adjustment to position of the sleeve seems to 
give results, the cone on the stem may be too short. 
In such an instance, put the stem in the lathe and take 


pun | ——j Fig. 32. Shortening the 
| stem. 





a cut off as per the dotted line, Fig. 32. Doing that 
will lengthen the cone and give the mechanism more 
“throw.” Reassemble and you may find y your troubles 
on that point will be over. 

The inverted or reverse sleeve found in many Ameri- 
can rebuilt wrist watches is a constant source of trouble 
due to its inherent weakness. Constant replacement is 
necessary. Some adjustment of their position is ob- 
tained by having a full assortment of sizes and lengths 


Fig. 33. Sleeve washer. 


on hand for trial. This adjustment to definite position 
can be further augmented by having at hand an assort- 
ment of varying thicknesses of the “sleeve washers” to 
put over the sleeve within the case. See Fig. 33. 

The type of stem winding and setting mechanism 
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found in the modern Swiss bracelet watch, and in most 
of the present American made wrist watches has gained 
great favor. It is sturdy and simple, and if repaired 
with reasonable care, good results are assured. 

The most frequently required repair is the replace- 
ment of the stem. 

When new material is available, this is a minor job. 
Even so, the following precautions should be observed. 
We first assume that the various portions of the new 
stem fit properly, and all that remains is to cut the 
threaded end off to the proper length. 

If you simply nip it off with your cutters and force 
that rough, burred end into the threads of the crown, 
you will likely ruin the threads in the crown. 

Cut the stem a bit longer than you think will be 
required (You can take a little more off much easier 
than you can add any on, if you should get it too short). 
After cutting the threaded end to what you believe to 
be the correct length, put it in your lathe and file the 
rough end smooth and round, with a slight point. Put 
the crown on and try it for length, etc., in the dial- 
less movement in its case. If the stem is a bit long, 
remove the crown and, with the stem again in the lathe, 
file a little off the end until you have it to the right 
length—that is so that the crown will come nearly to, 
but not against the case, when assembled. If the crown 
fits too loosely on the stem, don’t soft solder it on. 
Close the boss of the crown by giving it a squeeze in 
a lathe chuck If your crown insists on unscrewing 
when it is turned backward, instead of moving the 
hands, correct the tightness of the canon pinion or the 
fault in the setting mechanism of the watch until it 
operates freely enough for the crown to turn it with- 
out becoming loose. 

If material is not at hand, making a stem presents 


no great obstacle. You will also need to make stems 


LA 





Fig. 34. Worn plates like this need a new stem. 


for the watches where the plates are badly worn in 
the place “A,” Fig. 34. 

A convenient procedure to make a stem is as follows: 

Select a piece of Stubbs steel wire that fits closely 
in the plates at “A.” It may be necessary to round 
out this opening a little if the watch is badly worn. 
If you do not have a piece the eigen size, use a larger 
piece of wire and turn it to fit “A.” After you have 
done this, cut it to a reasonable a then— 

First, turn down the end to be threaded to size and 
cut the threads thereon. The No. 6 size die in your 
plate will cut a thread to suit most of the small crowns. 
It will then be as in Fig. 35. 

Second, turn the pilot “B,” Fig. 36 to fit the hole 

(Please turn to page 183) 
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TAINLESS PARTS—I have often wondered why EMEL—What is lemel? This word is in a cireu- 
not apply a little modernism to watch manufactur- cular of a firm that advertises for all sorts of old 
gold to be remade into gold used for jewelry work. 


ing, and make balance staffs, pinions, etc., out of stainless 
steel, as this would overcome altogether the trouble of 
watch parts rusting, especially down here where hot 
damp sea air causes lots of ruination in watches. Any- 
how I give this idea to any manufacturer, free for the 
taking! (Question No. 5572.) R. J. S. 
Answer—Steel for the purposes named must have 
above all these two properties: (1) susceptibility to 
a very high polish, to reduce friction and wear; and 
(2) maximum strength to resist bending. Stain- 
less steel cannot be hardened and tempered like 
plain high-carbon or crucible steel can; so that it can- 
not take the grade of polish required for pivots and 
pinion leaves; also, being unhardenable, pivots made 
of it would be too easily bent in use. The proper steel 
for pivots, pinions, etc. (including mainsprings, click 
springs, screws) is the oldest type of steel—called vari- 
ously cast-steel, crucible steel, plain high carbon steel, 
tool steel, which can be made exceedingly hard by heat- 
ing red-hot and suddenly cooling it; and then reduced 
to any degree less hard, to suit a particular purpose; 
and which at certain tempers takes the finest polish 


any metal can be given. 
OST-WAX CASTING—I read in a newspaper 
story something about a new art called the lost 


wax method, for casting small metal objects like jew- 


elry; what is this? The story mentioned it, without any 


explanation. (Question No. 5573.) R. P. 


Answer—Lost-wax casting is not a new art; it was 


(Question No. 5574.) A. H. G. 


sh 

benches. This waste contains grains of gold and other 
metals, which are separated mechanically before further 
chemical treatment in refining. The word lemel is an 
English corruption of the French word “‘limaille”, 


which means filings. 





Answer—Lemel is the form of a scrap or jewelry 
op waste that consists of filings swept from work- 


OUVENIR RINGS—We have a large number of 
native stones we had cut to make silver rings for 


local souvenirs, stones average 14 inch round. Thought 
of rigging a bur in lathe, to cut settings quicker than 
with pump-drill. How would you make up a holder for 
rings, for this? (Question No. 5575.) F. B. 


Answer—Much better than any arrangement using 
a bur in a lathe, would be to use a flexible-shaft tool, 
to drive the bur; and hold the rings in an ordinary 
leather-faced ring-clamp pressed against a bench-pin. 
This enables you to make slight variations in cutting 
seats to fit individual stones, which couldn’t be done on 
the lathe. A flexible shaft outfit of Foredom, or Dumore, 


make, would be excellent. 


RENCH CLOCK—A fine little French clock, with 
beveled glass sides and doors in case, makes 4 
slight buzzing sound when striking that we believe is 
caused by glass vibrating against the gilded brass 
framework. What can be done besides cementing glass 
in, which we don’t like to do on account of having to 
take case apart for cleaning, to stop the vibration? 





practiced centuries ago, highly developed in Italy for 
small art-objects and jewelry; and has been re-studied 
and revived in recent times. It consists in making a 
model or pattern of wax, making a mold over this pat- 
tern, of plaster of Paris or similar material, which 
hardens around the pattern; then heat is applied and 
the wax melted and run out of the mold, leaving it 
ready for the casting operation, to reproduce the wax 


model in metal. 
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(Question No. 5576.) A. R. 


Answer—You are right about not cementing the 
glass in; many cements crumble out, due to expansion 
and contraction of metal and glass, etc. The thing to do 
is to fasten slips cut from a piece of cork, to the top 
edges of the glasses; use shellac dissolved in alcohol 
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for cement. These cork slips, cut a little thicker than 
the space between glass edge and metal sash, will hold 
the glass tight without any risk of cracking it. If cork 
would be visible at top, place it anywhere else where 
it wouldn’t show ; but usually this would be at the top. 





LEANING SOLUTIONS—I want a list of the 
leading watch cleaning solutions, showing how 
many watches each make will clean, to one filling of 
fresh solution, in cleaning machine. (Question No. 


5577.) C. V. 

Answer—We have never had occasion to attempt 
tabulating such information; besides, it seems imprac- 
ticable, because the lots of watches may vary consider- 
ably in how dirty they would be, which might place 
some solutions at a disadvantage in the test. So we 
must suggest that you depend upon either your own ex- 
perience with different makes of solution; or upon the 
claims of competing manufacturers of solutions. 


THE ABC OF WATCH REPAIRING 
(From page 181) 


at “P,” Fig. 34; leaving the length “L,” Fig. 36, at 
least equal to the length “C,” Fig. 34. 

Turn the body “R,” Fig. 37, to a close running fit 
in the winding pinion. The length “E,” Fig. 37, may 
be equal to “D,” Fig. 34, if the pinion is flat topped. 
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Steps in making a stem. 


But if the winding pinion has a recess in its top, 

E,” Fig. 37, must be shorter in length than “D,” 
Fig. 84, by an amount equal to the depth of the recess 
in the top of the winding pinion. 

Fourth, file the square to fit the hole in the clutch. 
Most workmen can do a fairly decent job of filing a 
square by hand, but one of those roller fixtures to’ use 
as a filing rest in the lathe is a valuable help. With it 
one can do a smooth, equally spaced job quickly. Finish 
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the square with a fine file, and polish it after filing, 
as the clutch must slide on it smoothly. The distance 
“M,” Fig. 38, is just long enough to allow the clutch 
to come up and fully engage the winding pinion, leav- 
ing the bearing area for the winding pinion as long 
as possible, with safety. 

Fifth. The last thing to do is to cut the groove for 
the point of the detent lever. Put your stem, Fig. 38, 
in the plates, Fig. 34, and by observation determine 
where the groove should be cut. Cut the groove with 
a sharp graver, ground with plenty of side clearance. 
Cut the groove only deep enough to accommodate the 
point of the detent lever. Its sides must be vertical. It 
must be very slightly wider than the point on the 
detent lever to prevent binding in all positions. There 
must be NO burrs at “F,” Fig. 39. 

Then, after cutting your threaded end to length, and 
fitting the crown, you are ready to assemble. If you 
have made your stem from a good grade of steel, we 
do not recommend hardening it. A hardened stem is 
too apt to break in the groove for the detent lever. 

In assembling, especially if a new detent or detent 
screw have been installed, observe carefully that the 
detent screw tightens down as in Fig. 40, and does not 


i" ) Fig. 40. Right. 
LJ 


Watch how the detent screw tightens down. 











draw the detent lever down against the plate as in 
Fig. 41. 

If the clutch slips in its engagement with the wind- 
ing pinion, and you note the points of the ratchet teeth 
are rounded or worn, replace both pieces. Strengthen- 
ing the clutch spring will not be satisfactory. 

Some watches have one of more setting wheels, one 
side of which is beveled. Observation of the depths 


Soy 


Fig. 42. Beveled setting pinion, showing surface "K" level with sur- 
face "'H" of the minute wheel. 











of their recesses will quite often tell you which side 
goes down. Usually it is the beveled side, allowing 
the upper surfaces of all the train of setting wheels 
to be at the same level. Fig. 12. 





The next chapter will continue with the making of 
a detent screw, a detent, and replacement of the setting 
bridge. 
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Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATION WANTED 75c. for 
first 25 words. Additional word 5c. a 


word, 


Heavy type, $3.00 for first 25 
words. Additional words, 10c a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for us part of the advertisement. 


if answers are to be forwarded, 15c. 
eatra to cover postage must be en- 
closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement, 


Special notice forms close 17th of 
month, 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


fn answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 


To avoid unnecessary correspon: 
dence _mention your location in the 
advertisement, 


Jewelers’ Circular-Keystone 
100 E. 42nd St., New York 17 








Situations Wanted 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 





STENOGRAPHERS, 
typists, 
Fulton Agency, 
7392, New York. 


BOOKKEEPERS, 
clerks furnished; no charge. 
93 Nassau St. Cort. 





YOUNG LADY, age 21, desires position 
as second watchmaker in state of 
Arizona; school trained; own tools; 
moderate salary to start. Anne Miller, 
110 N. King St., Dunn, N. C. 


WATCHMAKER, can also wait on trade; 
at present employed but desires 
change; draft exempt; 25 years’ ex- 
perience in retail stores; must be per- 
manent, Address “J., 4410,” care 
Jewelers’ Circular-Keystone. 





STORE MANAGER;; better class install- 
ment; most successful large volume 
operation; salary first year $12,000; 
highest reference; available 1944. Ad- 
dress “B., 4466,” care Jewelers’ Cir- 
cular-Keystone. 





WHOLESALERS of watches and jewel- 
ry; man draft deferred with full 
knowledge of business, desires 
connection as inside man; 
January ist. Address “H., 
Jewelers’ Circular-Keystone. 





BOOKKEEPER, young woman, over 10 
years’ diversified executive experience 
jewelry industry; knowledge stenog- 
raphy; complete charge correspondence, 
collections and credits. Address “M., 
4164,” care Jewelers’ Circular-Keystone. 





FIRST CLASS retail diamond jewelry 
salesman, thoroughly experienced ; 
must better $6,000 per year; Florida 
or California; classification 3A. Ad- 
dress “L., 4393,” care Jewelers’ Cir- 
cular-Keystone. 








Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 
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DIAMOND MAN, §assorter, excellent 
knowledge of merchandising, manufac- 
turing, wholesale; capable, dependable ; 
interested in responsible position; ref- 
erences; not subject to draft. Address 
“T,., 4380,” care Jewelers’ Circular- 
Keystone. 





EFFICIENT A-1 combination mechanic, 
capable, active, to take charge repair 
department, designs and_ estimate; 
open immediately ; age 50; Mid-western 
states; salary $100 week; transporta- 
tion advanced. Wire via phone 
83930, 723 Norman Ave., Norfolk, Va. 





GENT’S RING model maker; attractive 
ideas for cast rings; model work in- 
side or outside New York. Address 
“A., 4400,” care Jewelers’ Circular- 
Keystone. 


YOUNG MAN, draft deferred; appren- 
tice watchmaker, desires to learn 
trade; good caser; can estimate, sell; 
New York only; $40. Address “E., 
4456,” care Jewelers’ Circular-Keystone. 








DIAMOND MAN, married, experi- 
enced, loose goods, also bunch 
rings; finest references; willing to 
go anywhere. Address “A., 4021,” 
care Jewelers’ Circular-Keystone. 


DIAMOND SETTER and jewelry repair 
man, desires permanent position in re- 
liable store; available after first of 
year; 44 years of age: married; draft 
exempt. Address “W., 4384,” care 
Jewelers’ Circular-Keystone. 











MANAGER-SALESMAN, age 40, proven 
ability; handle credits, trimming and 
small watch repairs; reputable estab- 
lished concern only; salary $100 first 
year, $125 next two years; available 
January 15th. Address “K., 4415,” 
care Jewelers’ Circular-Keystone. 





BOOKKEEPER, young woman, over 10 
years’ experience in the jewelry line 
in all its branches; capable of taking 
full charge, also taking care of all de- 


tail work that is required. Address 
“C., 4451,” care Jewelers’ Circular- 
Keystone. 





WATCHMAKER with 30 years’ experi- 
ence in all phases of the’ jewelry busi- 


ness; position with opportunity to 
buy; east preferred; _ references; 
Gentile; married, draft exempt. Ad- 


dress “C., 4453,” care Jewelers’ Circu- 
lar-Keystone. 





CERTIFIED watchmaker. i‘g? 
perience on high grade dy he 
position with reliable jewelers: oO 
also consider handling any amount 
work at my home; high grde wot 

manship. Address “V., 4433” otk 

Jewelers’ Circular-Keystone, ° “* 


—————___ 

YOUNG MAN, draft exempt, th 
experienced ' in merchandising ; we" 
control; and sales of watches; jewe 


; welry 
and silverware; desires connects 











with wholesale firm or buyin ‘ 
excellent reference. Address “Ip rrr 
care Jewelers’ Circular-Keystone.  ’ 





a 
THOROUGHLY experienced di 

man now employed as buyer ‘of ma 
monds and jewelry, wishes to make : 
change; capable assuming full A. 
sponsibility, buying, selling, manage. 
ment; draft exempt. Address “p 
4420,” care Jewelers’ Circular-Keystone 





SUPER-SALESMAN available, finer 
west coast jewelry store, consider. 
ing placement beginning February, 
what can you offer one of the best 
in our field; strictly confidential, 
Address “J., 4364,” care Jeweler’ 
Circular-Keystone. 





MANAGER, married, aged 39, thor. 
oughly experienced in all phases of 
the credit jewelry business, desires 
change; presently employed, bu 
will be available January. Address 
“M., 4418,” care Jewelers’ Circular. 


Keystone. 





MANAGER, salesman, 4F draft classi- 
fication; 15 years’ jewelry experience; 


familiar with all phases of cash or 
credit business; can assume full re 
sponsibility ; location secondary; seek- 
ing permanent position; available after 
first of year. Address “R., 4378,” care 
Jewelers’ Circular-Keystone. 





JEWELRY salesman, 33, recently honor- 
ably discharged from army, single, ex- 
perienced jewelry and diamonds, wants 
position; salary and commission; 
pleasant appearance and _ personality; 
A-1 references; Chicago preferred. Ad- 
dress “Circular 1340,” Room _ 1415, 
Heyworth Building, Chicago 2, IIL. 





MANAGER-SALESMAN, married, avail- 
able January: experienced in _ every 
phase of credit jewelry business, capa- 
ble of taking full charge credits, col- 
lections, stock control and_ effective 
window trimmer; salary $110. Address 
“G., 4461," care Jewelers’ Circular- 
Keystone. 





WANTED position as credit manager 
and salesman, with right to purchase 
an interest up to 50%, in good going 
jewelry store located in Florida; must 
locate in south on account wife's ill- 
ness; have 15 years’ experience in all 
branches of the jewelry business. Ad 
dress “H., 4360,” care Jewelers’ Circu- 
lar-Keystone. 


MIAMI BEACH connection sought; 
prolific counter jewelry salesman; 
excellent character; enviable repu 
tation; young, resourceful; inter 
ested associating only with high 








grade firm enjoying first class rat 
ing; available 1944, Address “H, 
4214,” care Jewelers’ Circular-Key- 
stone. 





MANAGER-SALESMAN;; individualist, 
personality, current managemell; 
excellent salesman, promotions, 
buying, display, credits, repair ¢ 
mator watchmaker; will consider 
only well financed elite business, 
preferably West. Address “Wa 
4439,” care Jewelers’ Circular-Key 
stone. 


—— 
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SITUATIONS WANTED—Continued 





——————— 

IAG and buyer, 23 years in in- 
MANAGER i rried, vage 39; employed, 
out desirous of making a change; en- 
yiable reputation , excellent judge of 
diamonds, best known market con- 
tacts; proven ability as producer, mer- 
chandising and all phases of progres- 
ive retailing; remuneration must be 
worth while. Address “S., 4454,” care 
Jewelers’ Circular-Keystone. 





‘ 
y HMAKER, trained by Jlgin 
War makers College 1930, wishes 


tion January; inducted army Octo- 
ber, rejected, new classification 4-F; 
plain engraver, light jewelry repairs ; 
capable selling, meeting public; age 
35, married, no children; no_ visible 
physical defects; highest type refer- 
ences; state salary. Address “P., 
4423,” care Jewelers’ Circular-Keystone, 





DIAMOND expert, thoroughly familiar 
loose diamonds, mounted goods, old 
mine diamonds; buyer of large quanti- 
ties here and abroad; also experienced 
buying from public; capable salesman, 
high calibre executive; 30 years’ di- 
versified experience; now appraiser 
and buyer with large firm; will con- 
sider change if mutually advantageous. 
Address “N., 4419,” care Jewelers’ Cir- 
cular-Keystone. 





SPECIAL notice; exclusive services high 
type salesman available _ reputable 
watch importers whose line remains un- 
featured on west coast; this man who 
has an idea of great interest, antici- 
pates visiting New York next year, dur- 
ing which occasion invitations for per- 
sonal interview will be confidentially 


and most cordially fulfilled. Address 
“Pp, 4289," care Jewelers’ Circular- 
Keystone. 





MANAGER, 15 years’ experience credit 
jewelry, sapable taking complete 
charge sales, credits, collections, ad- 
vertising, merchandising, window dis- 
play; live wire producer; high caliber 
executive; knowledge every phase of 
business; fine background; chain store 
methods; now employed midwest: ce- 
sires change; married, permanent draft 
exemption; consider only managerial 
capacity; salary $85. Address “D., 
4406,” care Jewelers’ Circular-Keystone. 





ARIZONA, New Mexico, Southern Cali- 
fornia climate needed; manager- 
salesman who owns and operates his 
own credit jewelry store needs 
change; married, age 36, Jewish, 
draft exempt, college graduate, 
former practicing attorney; highest 
credentials, know every phase of 
jewelry business; minimum salary 
$10,000, contract basis; immediate 
availability. Address “M., 4374,” 
eare Jewelers’ Circular-Keystone. 





STORE manager, 48 years of age, over 
25 years’ experience in all branches 
cash or credit store; high type execu- 
tive with excellent sales ability; can 
assume full responsibility, manage- 
ment, buying, sales, windows, advertis- 
ing, etc.; permanent connection with 
a first class store, under pleasant and 
congenial surroundings, paramount 
issue, rather than exorbitant salary : 
available February ist, 1944. Address 
J. 4391,” care Jewelers’ Circular- 
Keystone. 





WATCHMAKER, 18 years’ 
thorough knowledge of jewelry busi- 
ness; married, draft exempt, good 
Personality, desires permanent position 
as manager of repair department or 
front position: also will consider place 
where I can buy“into the business or 
lease repair department; will consider 
only, Place where quality work is ap- 
Preciated, in a first class store of good 
reputation ; location secondary if prop- 
osition is right; available January 
Ist or after; best references. Address 
G., 4357,” care Jewelers’ Circular- 
Keystone. 


experience, 








Lines Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








ISXCLUSIVE lHne best grade costume 
jewelry sought for lucrative territory: 
don’t answer unless your product is 
tops; starting 1944. Address “W., 
4300,” care Jewelers’ Circular-Keystone. 





SALESMAN carrying reputable complete 
jewelry line would be interested in side 
line of loose and mounted goods, also 
watches; good following within 150 
miles of New York. Address “N., 4376,” 
care of Jewelers’ Circular-Keystoue. 





SALESMAN, large following within 300 
miles of New York, wishes to mak? 
change Jan., 1944; must be reputable 
jobber carrying general line; commis- 
sion basis. Address “P., 4377,” care 
Jewelers’ Circular-Keystone. 





JOBBING line wanted, jewelry or ring 
line that can be handled in conjune- 
tion with silverware; 25 years’ experi- 
ence on Pacific Coast; you all know 
me. Address “D., 4397,” care Jewelers’ 
Circular-Keystone, 





SALESMAN, with important following 
throughout New York, Pennsylvania, 
Ohio and Michigan, is open for lead- 
ing manufacturer’s line: best refer- 
ences. Address “I., 4417,” care Jewel- 
ers’ Circular-Keystone. 





MANUFACTURERS’ agent for Pacific 
coast wishes to add lines in jewelry, 
precious and semi-precious stones, 
costume jewelry, for sale to whwle- 
salers; also military items for jobbers 
catering to P.X. and Ship Service 
stores. Address “S., 4379,” care Jewel- 
ers’ Circular-Keystone. 





HAVE been selling to the department 
store and jewelry trade in Pennsyl- 
vania, New York, New England, Balti- 
more and Washington for the past 15 
years; am looking for new connection 
for January, 1944; best of references. 
Address “A., 4396," care Jewelers’ Cir- 
cular-Keystone. 


ATTENTION sales managers, [ have 
successfully traveled Ohio, Indiana, 
Illinois, Iowa for the past five years 
for the leading ring manufacturer of 
the country; due to drastic curtail- 
ment of their production I am inter- 
ested in a worthwhile connection as of 
January ist, 1944; the line must be 


capable of handling volume business 
affording earnings in the higher 
brackets; I am 37 years of age, 
married, two children and draft ex- 


empt; and can furnish highest refer- 
ences from my past employer as well 
as the trade in my territory: kindly 
address all replies to “A., 4424,” care 
Jewelers’ Circular-Keystone. 








Side Lines 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








SALESMAN for the middle west and 
part of south to represent a well known 
manufacturer of a fine line of gold 
mountings: must have a_ following 


among jobbers and wholesalers; good 
opportunity for proper man. Address 
“V.. 4382,” care Jewelers’ Circular- 


Keystone. 








Help Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


Essential Workers need Rel. Stat ts 








WANTED, watchmaker and light jewel- 
ry repairer; permanent position. Bart- 
ling’s, Grinnell, Iowa. 





CLOCKMAKEER. also assistant on French 
and English clocks: steady position. H. 
Rick, 666 Madison Ave., New York City. 





WANTED good watchmaker: permanent 
position at good pay. Doyle & Cook, 
11 Central Sq., Lynn, Mass. 





HIGH CLASS ring mounting line 
wanted for 1944 presentation by 
outstanding salesman, well estab- 
lished most desirable spot Pacific 
Coast; replies from any distance 
considered and treated with strict- 
est confidence. Address “E., 4262,” 


eare Jewelers’ Circular-Keystone. 





SPECIAL notice; exclusive services high 
type salesman available reputable 
watch importers whose line remains 


unfeatured on west coast; this man 
who has an idea of great interest, 
anticipates visiting New York next 


year, during which occasion invitations 
for personal interview will be con- 
fidentially and most cordially fulfilled. 
Address “R., 4290,” care Jewelers’ Cir- 
cular-Keystone. 








POST WAR Latin American business; 
manufacturers’ representative with 
10 years’ continuous experience 
calling on the jewelry trade in the 
West Indies, South and Central 
America, desires additional line 
(other than watch bracelets) on 
commission basis, references, manu- 
facturers already represented, also 
Jewelers’ Circular-Keystone and the 
American Exporter. Address “W., 
4372” care Jewelers’ Circular-Key- 
stone. 








SECOND WATCHMAKER, and wait on 
trade; good salary and 50-50 on_over- 
time. Carl A. Doubet, Chester, Pa. 





WATCHMAKER-SALESMAN, at ozce, 
for permanent position; $100 per week. 
Lody Jewelers, Kokomo, Ind. 





WANTED, first class watchmaker for 
permanent position: salary $100 per 
week. Hart Jewelry Company, 26 E. 
High St., Springfield, Ohio. 





IF YOU WANT a position as watch- 
maker, jeweler or optician write to 
Henry Paulson & Co., 37 S. Wabash 
Ave., Chicago, Ill. 





is able to do 
Address 
Circular- 


JEWELER wanted who 
good setting: $1.75 per hour. 
“M., 4444,” care Jewelers’ 
Keystone. 





CLOCK repairman, experienced, over 35 
years old, to repair antique and modern 
clocks; references. Shrewsbury Clock 
Co., 696 Madison Ave., New York City. 





WATCHMAKER and engraver, must be 
first class; salary $85 to start; south- 
ern Ohio town of 60,000. Address “A., 
4346,” care Jewelers’ Circular-Keystone. 





(Continued on page 186) 
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Special Notices 
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HELP WANTED—Continued 


Essential Workers need Rel S t 








WATCHMAKER, excellent opportunity ; 
New York State; permanent position. 
Address “B., 4347,” care Jewelers’ 
Circular-Keystone. 





CLOCK repairers and watchmakers, ex- 
perienced, full and part time; high 
salary paid. Apply M. Low, 42 Fulton 
St., New York City. Tel. Co. 7-5480. 





WANTED first class watchmaker; per- 
manent position, top salary according 
ability; watchmaster timing machine 
in shop. N. O. Cote, Bellows Falls, Vt. 





WATCHMAKER; permanent position, 
managing store in small town in north- 
ern Arizona; $75 to start. Townsend 
Jewelry Store, Flagstaff, Ariz. 





WATCHMAKER; permanent position; 
capable of first class railroad work; 
$75 per week. Townsend Jewelry Store, 
Flagstaff, Ariz. 





WATCHMAKER who can fit staffs and 
time his watches; $70 to start. City 
Time Watch Store, 1142 6th Ave., New 
York City. 





WANTED, first class watchmaker; will 
pay $100 per week; ideal working 
conditions. Osterman & Levey, 404 
summit St., Toledo, Ohio. 





WANTED second watchmaker; man who 
can do some watch, clock and jewelry 
repairing; old established firm. Ream- 
er’s, Meadville, Pa. 





WANTED jewelry repair and_ special 
order man; permanent position. Charles 
gy —— Inc., 703 Main St., Buffalo, 





JEWELER, repairman, stone setter; 
steady position; ,no diamond set- 
ting, salary $75. C. F. Fosnaugh, 
8 W. Main St., Springfield, Ohio. 





ENGRAVER, first class man for leading 
store in West Virginia; permanent 
position; good working conditions and 
living conditions. Address “F., 4408,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, one who can do plain 
jewelry work and engraving preferred ; 
steady position, attractive salary; 
write for offer and details. mm #. 
Blase, 64 S. Main St., Wilkes-Barre, Pa. 





ENGRAVER on jewelry and silverware; 
good salary, permanent position; 
pleasant surroundings and good town 
and climate. Address “C., 4349,” care 
Jewelers’ Circular-Keystone. 





JEWELRY salesman, experienced, yper- 
manent position; start immediately; 
$75 a week, plus commissions. Samuel 
Katzen Jewelers, 176 N. State St., Chi- 
cago 1, Ill. 





SETTER who can also do jewelry work; 
good position; state what you can do 
in first letter and salary expected. 
Address “V., 4446,” care Jewelers’ Cir- 
cular-Keystone. 





WANTED, watchmaker, man or woman, 
$60 per week; E. H. Lavery Jewelry 
Co. (since 1892), Leavenworth, Kan. ; 
could use a cripple or deaf and dumb 
person. 





Essential Workers need Rel St t 








Essential Workers need Release Statement; 
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WATCHMAKER, combination man; per- L s . 
manent position with old established — er N+ gma Mncssg and diamond 
store; give full details in first letter; setter o1.7V an hour, time and hel 
good salary. E. L. Adams, Lakeland, overtime, double time for Sundays, 
Fla. John A. Marshall, 508 Close Bldg,, i 
Toledo, Ohio. e 
WATCHMAKER or jeweler; permanent ; 
good salary; air conditioned depart- f a ia 
ment store, ideal for workman needing EXPERT jeweler and diamond setter 
warm climate. Joske’s Diamond Salon, wanted; highest salary paid: 
San Antonio, Texas are ° Y paid; perma. 
Se ’ . nent position in finest store in Ne 
vada; write or wire direct t 
WATCHMAKER wanted, one who can do . . Oo Us, 
light jewelry work and engraving pre- Ginsburg Jewelry Co., Reno, Ney, 
ferred; good aS pleasant pe pew 
ing conditions. Address “V., 358,” : P 
care Jewelers’ Circular-Keystone. EXPERT engraver, also Assist as sales. 
man; highest salary paid; perma. 
WANTED experienced watchmaker: nent position in finest store jp 
modern store with all new fixtures; $60 Nevada; write or wire direct to ys, 
ful Sopnetaties Albers Gaeaan. 598 © Ginsburg Jewelry Co., Reno, Nevada, f W 
Main St., Rockford, Ill. is 
bal ape oy dependable and capa- 
WANTED, watchmaker and_ engraver; e; excellent opportunity; pleasant 
$75 week guaranteed and all overtime working conditions; permanent; state 
you want to make; plenty of good rer eT ae ed expected, 
clean work in nice air conditioned store. pos: me J uaa care Jewelers’ Cir. 
J. L. Albriton, 418 East Capitol, Jack- y 
WATCHMAKER for West Coast posi- | WATCHMAKER wanted; steady, relia- 
tion; permanent; good working condi- ble; fine working conditions, air con- 
tions; state age and experience. Ad- ditioned store; salary $100 per week: 
dress “E., 2040,” care Jewelers’ Cir- in town of ideal living conditions, in 
cular-Keystone. ° state of Oregon. Address “F., 4117" § — 
g care Jewelers’ Circular-Keystone, ac 
ban oe game Moe med pg WANTED, first class watchmaker and@ | 
salary $90 per week Julian’s Credit engraver combined, for old established 
Jewelers, 6330 Pacific Blvd., Hunting- ob gh Mt een 
ton Park, Calif. (near Los Angeles). a) eae foe or right 
’ party. Address “J., 4226,’ care Jewel- 
ers’ Circular-Keystone. _ 
WANTED, combination diamond setter 1" 
and jeweler for well established store; WATCHMAKER, first class man, capa- 
daylight shop; good pay for steady ble of servicing high grade Swiss 
man. Maxwell's, 10 Pine Ave., Long watches for leading store in West Vir- 
Beach, Calif. ginia; permanent position. Address 
“R., 4409,” care Jewelers’ Circular- 
Keystone. 
WANTED first class engraver for a FI 
Texas store; over 50 years’ repute 
M4 ideal working conditions; state quali- 
Closing Date fications and salary expected in_ your 
letter. we am 4430,” care Jewel- 
° ° ers’ Circular-Keystone. 
Advertisements to appear in the 
eee ° WATCHMAKER wanted; ideal working am 
Classified Section of THE conditions, pleasant town to live in; § W 
9 population 35,000, 10 miles from De- 
JEWELERS’ CIRCULAR - KEYSTONE troit; salary $80 per week; must be 
a able to produce; write or wire Eber- 
must be received at our office not hardt Jewelers, Ferndale, Mich. 
later than the 17th of each month | WATCHMAKER wanted, must be an ex- 
pert ae, oneeptnenely ae - 
i 1 i wages; excellent working conditions; W 
preceding publication. southern central Pennsylvania. Ad- 
dress “A., 4465,” care Jewelers’ Cir- 
SRO REE CRANE AE NRE cular-Keystone. 
WANTED at once, high grade watch- 
WANTED, first class watchmaker; per- maker who is thoroughly capable, to 
manent job for the right man; state work on the better grade of Swiss - 
references, salary wanted, etc., in first watches, French and English clocks ; 8, 
letter. Meyer & Schamber Jewelry Co., the position is permanent for the right 
Meridian, Miss. man. H. J. Pippitt, Port Jervis, N. Y. 
WANTED first class watchmaker; per- WATCHMAKERS, experienced, familiar 
manent position with old established with Swiss and domestic watches and 
store; good pay, salary or commission: clocks; pleasant working conditions, 
wire our expense; moving expenses steady position, excellent opportunity. - 
paid. H. Post & Sons, Decatur, Ill. Phinney-Walker Co., 30 Irving Place, A 
New York City. 
WANTED, jeweler and engraver; :lso , 
stone setter; steady position, good sal- WANTED, combination watch and ne 
ary; firm 72 years in business; store maker, also one first class = 3 
air conditioned: wire our expense. H. maker; steady position; piece work 0 


Post & Sons, Decatur, IIl. 





WATCHMAKERS in New York to take 
out trade work; skilled men only; 
write full details for interview. Ad- 
dress “B., 3819,” care Jewelers’ 
Circular-Keystone. 





WANTED, two jewelers for repair and 
new work, also watchmaker and en- 
graver; ideal working conditions; 
permanent. Gantt Jewelry Mfg. Co., 
Abdou Bldg., El Paso, Texas. 








straight salary; ideal working condi- 
tions. Frank Laine, 667 Hancock St, ps 
Wollaston 70, Mass. ¥v 








WANTED, a 


good first class watch- 
maker and engraver; permanent posl- 
tion to a good workman; state wages, 
full particulars and give references in 
first letter; send sample of engraving. 
Apply L. Daiches, Laredo, Tex. es 


———< 





WATCHMAKER, dependable and capa- 


ble, excellent opportunity; pleasant 
working conditions; permanent; & 
salary or commission basis; state ag 
qualifications. Herron’s Jewelry Store, 
501 Tuscarawas, Barberton, Ohio. 
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HELP WANTED—Continued 
Essential Workers need Release Statements 
oo — 


Al WATCHMAKER for permanent 
position ; $75 weekly straight time, 
time and one-half all overtime work; 
average $100 and more, or on a 
50-50 basis. Andersen’s Jewelers, 
Macon, Ga. 

pgm —— 














WANTED, executive for main office 
of chain jewelry store; state experi- 
ence; essential workers need release 
statements. Write to Mr. Emil Rose, 
eare of Rose Jewelry Company, 
2011 Park Ave., Room 508, Detroit, 


Mich. 








GOOD jeweler and setter who is capable 
‘of taking charge of a medium sized 
shop; must be 35 or over; give in- 
formation in detail in first letter; fine 
opportunity for a capable man. Address 
“G., 4445” care Jewelers’ Circular- 
Keystone. 





TWO first class watchmakers to start 
work ater January 1, 1944; top sal- 
aries; permanent positions; pleasant 
living conditions; State of Tennessee; 
give full particulars in letter of ap- 
plication. Address “C., 4468,” care 
Jewelers’ Circular-Keystone. 





FINE WATCHMAKER, for conscientious 
work; reputable department, in old 
established quality store in Connecti- 
cut; require competence, knowledge of 
materials, experience, references, age, 
salary expected. Address “K., 4365,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER wanted for better class 
shop in Seattle; salary no object; will 
pay according to ability; must be first 
class repairman and reasonably fast; 
excellent working conditions and hours. 
— Higlin, 4th & Pike Bldg., Seattle, 

ash. 





WATCHMAKER, dependable, capable, 
neat appearance, steady job; pleasant 
working conditions; state age, refer- 
ences in first letter; salary $50 to $75 
a week, according to ability; draft ex- 
empt. Write “K,” care of Zales, 1507 
Farman Street, Omaha, Neb. 





SALESMAN wanted; Busch & Sons, an 
old established firm, offer an excellent 
opportunity to a salesman of initiative 
and interested in progressive advance- 
ment; please write or call for an inter- 
view. Busch & Sons, Inc., 875 Broad 
St.. Newark, N. J. 





A LARGE department store in the South 
has excellent permanent opening for 
first class watchmaker; in applying, 
Please give full details of experience 
and expectations. Apply to Thalhimer 
Brothers, Inc., 6th & Broad Sts., Rich- 
mond, Va. 


WATCHMAKER wanted by old reliable 
concern in clean up-to-date town in the 
health spot of Texas; excellent climate 
for out of doors recreation the year 
around; position permanent with good 
ogi H. Krezdorn and Sons, Seguin, 











WATCHMAKER, first class, good on all 
makes of watches; permanent job; 
salary $70 and up weekly; can work 
overtime on commission basis; good 
working conditions; well established 
Store. Geo. W. Taylor Co., William- 


son, W. Va. 





Seane, Qn 


Essential Workers need Rel 





Essential Workers need Rel Stat ts 











WANTED watchmaker; a man capable 
of fine precision workmanship; in 
one of the South’s leading stores, in 
a progressive city; salary, straight 
commission, or commission with 
guarantee. Address “C., 3898,” 
care Jewelers’ Circular-Keystone. 





WANTED, jeweler; engraver and stone 
setter who is first class mechanic 
salary $75 per week; air conditioned 
shop, pleasant working and living 
conditions; city 75,000 population; 
give full information about your- 
self. Kinton’s Ine., Durham, N. C. 





WATCHMAKER, combination man or 
straight watchmaker who is first 
elass mechanic; salary $85 per 
week; permanent position, pleasant 
working and living conditions; give 
full information about yourself. 
Kinton’s Inc., Durham, N. C. 





JEWELER, all around repair man, 
wanted for trade shop in large south- 
ern city; light special orders; one who 
can do some setting preferable, but not 
essential; $1.50 per hour, time and a 
half for overtime over 40 hours. <Ad- 
dress “H., 4389,” care Jewelers’ Circu- 
lar-Keystone. 





FINE WATCHMAKER for conscientious 
work, in a reputable watch depart- 
ment, in old established quality store 
in Connecticut; require competence, 
knowledge of buying and of materials; 
experience, references, age, Salary. Ad- 
dress “C., 4403,’" care Jewelers’ Circu- 
lar-Keystone. 





SUPERINTENDENT for factory making 
watch cases and novelties; must be 
creator and have experience; splendid 
future and excellent earning opportu- 
nity for the right man; write in de- 
tail; interview in strictest confidence. 
Address “A., 4448,” care Jewelers’ Cir- 
cular-Keystone. 





SALESMAN; Goldner’s, an old estab- 
lished firm have an opening now or 
January ist for a salesman of ability 
and initiative, experienced in _ retail 
credit jewelry.; give full particulars in 
first letter; all applications will be 
held confidential. Goldner’s, 617 
Church Street, Nashville 3, Tenn. 





FIRST CLASS jeweler, all round trade 
shop experience; small _ special 
orders, jewelry repairs, diamond 
setting; can earn upward from $85 
per week; long established firm in 
Ohio; full details and references 
first letter. Address “E., 3506,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, immediate opening 
for a permanent high grade man; 
a personal interview more satisfac- 
tory than correspondence; will pay 
transportation both ways to look 
over position; salary according to 
ability to produce; advise with ref- 
erences and experience. Taylor’s 
Jewelry Store, Plainfield, N. J. 





JEWELERS, watchmakers, polishers 
wanted; if you are living in a cold 
apartment or dissatisfied with your 
present working conditions, consider 
employment in the southwest, where 
the climate is mild and with one of 
the finest jewelers, paying highest 
salaries possible; all applications 
held strictly confidential; essential 
workers need release statements. 
Address “B., 4449,” care Jewelers’ 
Circular-Keystone. 





COSTUME JEWELRY production man, 
to organize and manage the manufac- 
ture of sterling silver costume jewelry, 
one who is a model maker and designer 
preferred ; must be thoroughly familiar 
with all phases of costume jewelry 
production; to such a man can offer 
splendid income with future partner- 
ship; have national following and 
permanent outlet; all correspondence 
will be held strictly confidential; state 
age, full experience, and draft status. 
Reply to “F., 4354,” care Jewelers” 
Circular-Keystone. 


For Sale 


Stores, Stocks and Businesses 





Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








FOR SALE. prosperous jewelry business 
in a thriving city. Address E. D. Jor- 
dan, Franklin, Pa. 





ESTABLISHED jewelry store for sale; 
city of 50,000 population; with or 
without stock; tremendous repairs; 
have other interests. Address “D., 
4467,” care Jewelers’ Circular-Keystone. 





FOR SALE, opportunity to buy suc- 
cessful jewelry store due to recent 
death of owner; see advertisement 
on page 165 for complete detail. 
F. T. Gates, Merchantville, N. J. 





FOR SALE, retail store; watches and 
clocks exclusively; high class repairs; 
best location New York City; reason 
for selling, illness; great opportunity 
for fine watchmaker. Address “B., 
4401,” care Jewelers’ Circular-Keystone. 





WELL EQUIPPED nd _s established 
jewelry store, special order and repair 
shop; watch repair department doing 
good business; lots of work at whole- 
sale and retail, good prices; more 
work if desired; large stock of findings 
and all kinds of stones; buy all or 
part stock; for best results any one 
interested must be a jeweler; location 
good, money maker; must sell on ac- 
count of health. Modern Jewelry Ser- 
vice, 46 North Phelps St., Youngstcwn, 
Ohio. 


FOR SALE, complete jewelry factory, 
containing modern casting room, 
polishing room and 20 seats ready 
for any manufacturer to start work; 
with fully equipped office contain- 
ing two safes; downtown section 
New York with low rental, in a 
modern elevated building; priced 
very low for factory of this kind. 
Address “Y., 4447,” care Jewelers’ 
Cireular-Keystone. 





For Sale 


Tools, Equipments, Merchandise 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





FOR SALE, one watchmaster, good con- 
dition. Cooper’s Watch Repair Co., 48 
West 48th St., New York City. 





(Continued on page 188) 
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Special Notices 





(Continued from page 187) 





FOR SALE, watchmaker’s roll top bench 
and Little. Giant soldering machine: 
both good as new. Fishel’s Jewelry 
Store, Sumter, S. C. 





FOR SALE a lot of jewelry, watches, 
diamonds, stones and material; cai be 
seen December 7, 8, 9, 50 North Main 
St., Paterson, N. /. 





DINNER RING tools complete, dies, 
cutters, benders and forces; many 
shapes; also locket ring tools. Harry 


— 40 W. 48th St., New York 19, 





PAPER ring boxes; Hold-On. clutches: 
300 ring trays with covers; second 
hand wrist and pocket watches; elec- 
tric clocks. Pollack, 95 Bowery, New 
York City. 





ONE POUND broken movements and 
material $3.50; two gross assorted new 
jwatch crystals $3.25; one dozen clean 
used dials $2.00; write for prices of 
used watch movements. B. Lowe, Box 
311, St. Louis, Mo. 





FIVE Swiss. wrist 
cases, 64%L., 6%4L., 
uettes, requiring some repairing, $10; 
500 imitation stones for repairing 
jewelry $2.00. B. Lowe, Box 311, St. 
Louis, Mo. 


watches in white 
10%L. and bag- 





NEW AND USED wheel cutters; slide 
rests; lathes and attachments; cash 
paid for used watchmakers’ lathe: 
and attachments. R. P. “Dick” 
Gallien. 220 W. Sth St., Los An- 
geles, Cal. 





SAVE! SAVE! SAVE! You can get 
the very best buys in the country 
from us, because for the past 31 
years, 90% of our diamonds, jew- 
elry, colored stones (genuine and 
synthetic), silverware, antiques and 
very unusual items, have been 
bought from private individuals and 
estates; when in New York, put us 
on your must list. Rabb Jewelers, 
1204 Sixth Ave., near 48th St. (1 
block from Radio City); 562 Fifth 
Ave., Cor. 46th St., New York. 








Business Opportunities 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








EVERY EFFORT is made by The Jewel- 
ers’ Circular-Keystone to keep its ad- 


vertising columns clean. Advertisers 
under Business Opportunities, etc., 
must furnish trade references. An- 


nouncements must pass the strict cen- 
sorshin requirements of The Jewelers’ 
Circular-Keystone. 





GORDON BROTHERS, cash buyers 
of complete jewelry stores and sur- 
plus stocks; for details see our ad- 
vertisement page 141. 





CASH for diamonds, watches and jewel- 
ry; established 37 years; send surplus 
stock for cash estimate; bank refer- 
ences. Emil Noel. 29 E. Madison St., 
Chicago, Ill. ' 





WANTED, small equipped jewelry shop 
to produce sterling silver and gold 
jewelry; also interested in renting 
shop; communicate with “E., 4353,” 
care Jewelers’ Circular-Keystone. 





HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402. 209 S. State St.. 
Chicago. 





WANTED to purchase, as a going con- 
cern, a wholesale house, dealing in 
American watches and jewelry; replies 
will be treated in strictest confidence. 
Address “D., 4455,” care Jewelers’ Cir- 
cular-Keystone. 





MANUFACTURER of 
signed gold brooches 


exclusively de- 
and earrings, 


wishes to arrange for representation 
in eastern states, among the better 
jewelers. _Address ‘“T., 4435,” care 


Jewelers’ Circular-Keystone. 








Closing Date 





Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 





COLMES BROS.; cash buyers of 
jewelry stores with or without fix- 
tures: we interview vou at our ex- 
pense in any part of the country: 
bank and trade references. 18 
Tremont St.. Boston, Mass. 





M. HARRIS, jewelry auctioneer, 1348 
Fteley Ave., New York, N. Y., auc- 
tion or flat sales conducted for re- 
liable jewelers in any part of the 
U. S. A.; 30 years’ experience; cash 
paid for entire stores or any part 
of jewelry stocks; best references. 





SAMUEL GANSBERG will buy your 
surplus or entire stock and fixtures or 
estates for cash: my direct outlet en- 
ables me to pay you higher prices; 
bank and trade references of the high- 
est character. Write 37 Maiden Lane, 
New York. Telephone Bowling Green 
9-7151. 


NAT LEHRER will buy ror cash 
jewelry store complete or an = 
thereof ; my direct connections for 
let enable me to pay the best prices 
all communications held confidential: 

bank. trade references; write or pha 

132 Hester St., New York City: chs 

Canal 6-8242, night phone Tivoli 2-371 
















————__ 


JACK M. WERST will pay you spot 
cash for your surplus or entire 
stock of jewelry, diamonds, eg 
with or without fixtures; operati 
from Coast to Coast; best refer. 
ences; no deal too large or small 
act now. Miami Savings Bldg.. Day. 
ton, Ohio. ; 



















—— 





JEWELRY stores and stocks bought for 
cash, any size, any amount, anywhere: 
my tremendous outlet and direct cop: 
nections enable me to pay you highest 
prices; communicate with me at once 
and my representative, or myself, wilj 
call on_you; our offer will amaze yoy 
Louis Rifkin, 81 Bowery, New York 
City. 


















SPECIAL notice; exclusive services high 
type salesman available reputable 
watch importers whose line remains 
unfeatured on west coast; this man 
who has an_ idea of great interest, 
anticipates visiting New York next 
year, during which occasion invitations 
for personal interview will be con- 
fidentially and most cordially fulfilled, 
Address ‘‘T., 4291,” care Jewelers’ Cir. 
cular-Keystone. 





YOUNG MAN wishes to invest in a busi- 
ness proposition; 1 have up to $4,000 
to invest in a wholesale or retail 
jewelry or watch repair business, ia 
New York or vicinity, as a partner or 
other proposition basis; I also have 
a thorough knowledge of the jewelry 
business; I am an_ expert. watch- 
maker and a good salesman. Address 
“FB., 4457,” care Jewelers’ Circular- 
Keystone. 








HIGHEST PRICES paid for diamonds 
and diamond jewelry of any amount; 
cash remittance mailed the same day 
shipment received; goods returned 
prepaid and insured if you do not 
accept our offer; we also buy 
chipped, Old Mine and imperfeci 
diamonds; turn into cash your ob 
solete and excess diamonds and dia- 
mond jewelry; best bank and trade 
references; est. 1919. Harry Elkins, 
5 S. Wabash Ave., Chicago, Ill. 








UNUSUAL opportunity; if you are a 
first class watchmaker and salesman 
looking for a permanent place with 
a first class store where you could buy 
an interest, here is your chanee, if 
you are the right man; will sell you 
stock in store, located in live West Vit- 
ginia town; well established, making 
plenty money, although capital not 
needed in business; will bear any kind 
of investigation; good reason for mak- 
ing this offer. Address “A., 4429,” care 
Jewelers’ Circular-Keystone. 











ARE YOU GOING out of business? | 
can guarantee you the cost of your 
merchandise plus the expense of 
running a sale, with my personally 
conducted auction or flat sale; 10 
sale too large or too small; I wil 
also pay cash for your entire store 
with or without fixtures; write for 
my proposition, all correspondent 
confidential; best of reference 
throughout past 30 years. Hermat 

Nathan, 5 S. Wabash Ave., Chicag® 

I 


. 
— 
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SAVE! SAVE! You can get 
best buys in the country 
because for the i? 31 
90% of our diamonds, jew- 
years, 0% stones (genuine and 
synthetic), silverware, antiques and 
very unusual items, have been 
bought from private individuals and 
estates; when in New York, put us 
on your must list. Rabb Jewelers, 
1204 Sixth Ave., near 48th St. (1 
block from Radio City); 562 Fifth 
Ave., Cor. 46th St., New York. 


SAVE! 
the very 
from US, 





EE! 


BUY WAR BONDS first; then if you 
want to convert your entire present 
stock, fixtures, lease and good-will 
into cash at a guaranteed net profit 
of 85% or more, with which to pur- 
chase more War Bonds, write us for 
full particulars; if you doubt it 
would be possible to sell your entire 
business by retail or in bulk as a 
going concern for almost twice the 
amount you will be offered by 
sharp-shooting stock buyers, write 
us for the name of our present 
client; we have been conducting this 
campaign for the past seven months 
and have secured more in net profit 
above the cost of their merchandise 
for them than they were offered by 
any stock buyers for their entire 
establishment; write us for full par- 
ticulars and bank references. McRae 
& Shaw, 6th floor, 168 N. Michigan 
Ave., Chicago, III. 








Wanted to Purchase 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





TEASPOONS; souvenir, antique, novel- 
ty, etc.: one or more pieces; what have 
you? Address W. J. Thomas, 912 Penn 
St.,, Reading, Pa. 





WANT TO BUY jewelry store for cash, 
in small town up to 50,000 population. 
Address “L., 2513," care Jewelers’ Cir- 
cular-Keystone. 





rolling 
cash 


be 


small 
and best 
Refinishing 
Tex. 


WANTED to. purchase, 
mill; give description 
price. W. & W. Dial 

2617 Maple, Dallas 4, 





WANTED, used small clock lathe with 
chucks, etc.; also clock  repairer’s 
tools, punches and equipment. Address 
Clockmaker, Box 450, Durham, N. C. 





WANTED to buy, Waltham, 37 size 
metal travelers case and leather stand; 
state price. D Jackson, 470 Prospect, 
Elgin, Ill. 





WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, roll- 
ing mills, scales, drills, etc.; give full 
details. Ernest Linick, 29 E. Madison 
St., Chicago, Ill. 








BENCHES, scale, two single jewelers’ 
benches, good condition, with drawer, 


WANTED crystal grinding and watch 
cleaning machine, watchmaker’s tools, 
materials, all kinds of used or broken 
movements; give details. Curt 
Schramm, Post Office Box 300, Bis- 
marck, N. D. 








HIGHEST PRICES paid; watchmakers’ 
lathes, benches and materials; jewelry, 


machinery, scales, stores and _ fac- 
tories; optical tools, machinery and 
supplies. Pollack, 95 Bowery, New 
York City. 





WANTED, jewelry, lockets, buttons, pins, 
cuff links, etc., containing daguerreo- 
types, ambrotypes, photographs, pref- 
erably before 1880, for historical col- 
lection. American Photography, 353 
Newbury St., Boston 15, Mass. 


DUE to negligence, I have no citizen 
papers; in America since 1938; how- 
ever, I am an expert watchmaker, 44 
years of age, single and would ap- 
preciate your work; honest workman- 
ship, close timing guaranteed; reason- 
able prices; send trial package; jair- 
mail delivery. Curt Schramm, Watch- 
maker, formerly 116 Don Gaspar Ave., 
Santa Fe, N. M.: now Post Office Box 
300, Bismarck, N. D. 








Special Order Work and 


Repairs for the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








JEWELRY STORE, established; give 
all particulars, such as rental, fix- 
tures, inventory of all merchandise 
and the lowest price for immediate 
transaction; all correspondence con- 
fidential. Address “K., 4392,” c/o 
Jewelers’ Circular-Keystone. 





SILVERWARE, sterling or plated, flat- 
ware and hollowware, new or used, en- 
graved or not, complete sets or mis- 
cellaneous pieces; we pay top prices 
with the exception of retail customer; 
please submit list of your silverware; 
cash by return air mail. Vroman’s, 
520 W. 7th St., Los Angeles 14, Calif. 








To Let 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





COUNTER SPACE for rent in large 
jewelers exchange; suited for dia- 
monds, jewelry, precious stones, and 


watchmaker, or allied trades. Midtown 
Jewelers Exchange, Inc., E. M. Peskin, 
Mer., 50 West 47 St.. New York, N. Y. 








Watch Work, etc., for 
the Trade 


Minimum charge (25 words) $1.50 
Additional words,.5 cents a word 








NEW TELEPHONE 
9-0757; Frederick Lowey, 
pairs for the trade, 48 W. 
New York City. 


number — Bryant 
watch re- 
48th €t., 





CAREFUL, honest, watch repairing for 
the trade, moderate prices; out of town 
orders attended to promptly. I. Kun- 





nel, 2 W. 47th St., New York. Phone 
Bryant 9-5065. 
CLOCKS repaired, all makes, foreign 


and domestic, spring weight and elec- 
tric; prompt service; work guaranteed. 
Gem Clock Service, 1344 W. Division 
St., Chicago 22, IIl. 





RELIABLE watch repairing for the 
trade since 1921; efficient, depend- 
able mail service. Standard Watch 





| 
| 
| 
} 
| 
| 
| 
} 


TWEEZERS sharpened (hardened and 
tempered); hairspring tweezers: satis- 
faction guaranteed. Valdemar Vir- 
tanen, 43 Park Place, Morristown, N. J. 





JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade: all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bldg., St. 
Louis, Mo. 





ENGRAVING, jewelry and silverware: 
workmanship that will please you and 
your customers; you may depend on 
me for special rush orders, if your re- 
quest is humanly possible. E. L. Wilks, 
30 E. Adams, Chicago 3, Ill. 








Patents 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





PATENT your good ideas; send me your 
simple sketch or model: free con- 
fidential advice-literature ; register your 
trademarks. Z. H. Polachek, registered 
Patent-Attorney-Engineer, 1234 Broad- 
way, New York City. 





Miscellaneous 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





LEARN WATCH repairing by doing it; 
thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 1841 
Broadway, New York City. 





WATCHMAKERS ; increase your ability 
through the highly recommended books: 
“Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein. 
Your jobber or trade journal. 





RUSTED MOVEMENTS taken apart 
easily; rust removed from parts with- 
out damage to finish; full % pint 
“Jarene” only $3.50; free delivery; 
send check or M. O.; money back 





metal legs, metal lined pan, also dia- P guarantee. U. S. Detergents Co., 315 
mond scale. E. Karelsen, Inc., 125 Service, 949 Broadway, New York E. 91st St., New York City; member 
West 45th St., New York City. 10, N. Y. Jewelers Board of Trade. 
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| Manufacturers’ News 





Crowds Storm Zenith Sedessabnn 
To Buy New Type Hearing Aid 





They came—they heard—they bought. Here are a few of the 703 people who attended 
hearing aid, waiting their turn to purchase. 


the first demonstration of the new Zenith 


Seven hundred and three people 
braved the wind and rain of one of 
Chicago’s worst autumn Sundays to see, 
to try out, and many of them to buy 
Zenith’s new radionic hearing aid at its 
first public demonstration on Oct. 24. 

Announcements of the demonstration 
appeared in all Sunday papers. By 9 
o’clock, when the sales room opened, the 
first three customers had arrived. They 
continued to trickle in during the morn- 
ing hours; by noon the trickle had be- 
come a torrent. 

Fifteen sales demonstrators could not 
keep pace with new arrivals. Prospec- 
tive customers lined, up at the sales 
counter watching demonstrations given 
to others, the reception room filled to 
over-flowing and still they arrived. The 
nasty weather turned out to be a bless- 
ing in disguise, for it kept some people 
at home, but even so, dozens were forced 
to leave without demonstrations. 


The day was Sunday, the banks were 
closed and the public had received no 
announcement until they read _ their 
morning paper. Nevertheless, there were 
eighty-three who had forty dollars in 
cash with them and walked out wear- 
ing or carrying new Zenith hearing aids. 

It was a day of drama and pathos. 
There was a mother with her three 
months old baby who burst into tears 
at hearing, for the first time, her baby 
cry. One hard boiled salesman broke 





] 
| 
| 
| 





down and cried when a nine year old 
girl turned a radiant face to her mother 
and blurted out, “Mama, I can hear!” 
An old man announced, “I’m on my way 
to the Chicago Theater. For years [ 
have wondered what the actors said to 
make the audience laugh. Today [I'll 
know.” ; 

One wife, there with her hard of hear- 
ing husband, said, “Now I can _ bawl 
him out and make him hear me.” “Take 
it easy,” he grinned in reply, “I can al- 
ways shut this thing off.” One lad sat 
in front of the radio and refused to 
move until he had heard the last notes 
of Tchaikowski’s Pathetique Symphony 
on the broadcast of the New York Phil- 
harmonic Orchestra. With tears in his 
eyes he said, “I could not believe that 
I would ever hear that again.” 

Many of the purchasers were owners 
of other hearing aids who found they 
liked the Zenith better. There were 
many who could not afford the high 
prices for good instruments that pre- 
vailed until Sunday, and some who had 
fruitlessly combed the markets for in- 
struments with which they could really 
hear. 

“T was sure,” said Commander E. F. 
McDonald, Jr., Zenith president, “that 
there was a real need for a high quality 
hearing aid at prices the public could 
afford. But what I saw is something I 
would not have believed possible. It 
was the birth of a new industry. 





Bello Sharpeners Prove Popular 


Production and sale of the Bello 
blade sharpener has been allowed by 
the War Production Board because it 
soon saves its weight of a little over 
200 blades (double edge) in vital blade 
steel. Tests over a period of years have 
often shown that by the use of the 
Bello sharpener, a blade can be made to 
last over a year. 

So useful has the device proved to 
American prisoners in foreign concen- 
tration camps, where the fact that some- 
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one in the camp happened to have a 
Bello sharpener has enabled many men 
to have the comfort of a clean shave 
with perhaps only a few old rusty 
blades, that the American Red Cross 
is now buying Bellos and sending them 
overseas. 

Also buying for overseas shipment is 
the Post Exchange system. Retail stores 
have found it a profitable item for many 
years as it has proved an outstanding 
gift for men. An adequate supply is 
still available for prompt delivery. 








Watchmaster Demonstration Office 
Is Aid to Watchmakers 


Jewelers and watchmakers with Watch. 
repair problems—as well as those Ww 
desire to keep abreast of up-to-date, jp, 
proved methods—are finding the he 
Watchmaster demonstration office 
Chicago a valuable source of help 
information. 

A suite in the Heyworth Bldg. at 
E. Madison St., has been taken tem, 
rarily, where Charlie Purdom hag 
stalled complete demonstrating facili 
The office will be maintained for a sufli- 
cient time to enable all who are inter. 
ested to take advantage of this se 
and will then make the circuit of other 
important cities. 

This plan is a part of the com 
policy of helping to further the wate. 
making craft, through study of fh 
Watchmaster watch rate recorder ag a 
aid to “proven” accuracy. It also per. 
mits an examination and try-out of the 
instrument by those who are qualified 
to purchase it by reason of their doing 
watch repair work for those engaged jp 
war work, transportation, or the armed 
forces. 














Bulova Wins N. Y. State 
Safety Award 





Burke, 
New York, presents the Bulove 
Watch Co. with the plaque awarded for the 


James A. Borough President of 


Queens, 





state's best safety record in industrial 
plants. Left to right: Frank Leckler, Bulove 
Safety Supervisor; O. Brullhard, manager of 
the Woodside plant; Mr. Burke; John H 
Ballard, Bulova president, Arde Bulova, 
Chairman of the Board. 


The New York State Safety Plaque 
awarded each year to the company with 
the outstanding safety record was pre 
sented on Oct. 25, 1943 to the Bulova 
Watch Co., at a luncheon held at the 
Woodside plant. The presentation was 
made by the president of the Borough 
of Queens, James A. Burke, to O. Brulk 
hard, general manager of the Woodside 
plant of this company. 

This award is given by the New York 
State Insurance Eund...te the compaly 
having the lowest accident rate among 
contestants with a comparable accident 
frequency exposure. As a measure 
Bulova’s achievement it may be n0 
that while the national average is 18, the 
Bulova record was 4.6, This record wi 
established by the several thousand ei 
ployees at this plant. 
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Ross Joins Handy & Harman 
John’ B. Ross, formerly with Linde 
Air Products Co. has been appointed 
the West Coast engineering office 
. Handy & Harman. Mr. Ross will 
Tiss West Coast industries and ship- 
poe in the capacity of brazing en- 
aa in the application of Handy & 
brazing alloys and 
Mr. Ross 
uate of the University of Cali- 
ere he was employed for some 
dvisory work. Following this, 


Harman’s silver 


other precious metal products. 
is a grad 
fornia wh 
time on @ 


John B. Ross 
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he went with a large Western oil com- 
pany and finally became associated with 
the gas consuming apparatus field which 
he has served since 1925. In his new 
appointment, Mr. Ross will make his 
headquarters at the Los Angeles office 
of Handy & Harman which serves Cali- 
fornia, Washington and Oregon. 


se ae 
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Making Little Holes of Big Ones 


Making little rocks out of big ones 
is an occupation that has been followed 
for many years by gentlemen wearing 
horizontally striped suits, but making 
big holes into little ones sounds like a 
well-nigh impossible problem. Yet Leo 
Begun, an employee of the Sonora 
Radio & Television Corp. of Chicago, 
has shown how, for victory, human in- 
genuity can rise to accomplish this 
seemingly impossible feat. 

Leo Begun was seriously worried 
when he surveyed a shipment of a 
thousand aluminum frames that were to 
be used in building communications 
equipment for Army planes. 

Through a supplier’s error, the: screw 
openings had been drilled 4/1000th of an 
inch too large. This mistake threatened 
to hold up completion of the equipment 
three full weeks. Besides, Mr. Begun was 
dismayed at the prospect of scrapping 
the critically scarce aluminum. So he 
went to work on the problem—how to 
make small holes out of big ones. He 
solved it. He built a jig with a pin in 
the center. This pin was put through 
the hole. Then, by using a standard 
arbor hand press, and through pressure 
exerted on the surrounding metal, the 
holes were compressed to the right size. 
Leo Begun had cleared a dangerous 
bottleneck in war production. 

The Ford Motor Co., following its 
aim to give credit where credit is due, 
applauded the inventiveness of Leo 
Begun. On one of its recent weekly 
tadio programs “Watch the World Go 
By”, which is carried by 150 stations 
‘over the Blue Network, the Ford Motor 
Co, told other war workers of America 
how Leo Begun of the Sonora Radio & 
Television Corp., saved precious time 
and material by finding a way to make 
small holes out of big ones. 
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Full Employment Is Theme at Meeting 
For Distributors of Oneida, Ltd. 


i 








Oneida, Ltd., acted as hosts to Midwestern distributors at the Edgewater Beach Hotel, 
Chicago, on October I5th. 


Executives of Oneida, Ltd. were hosts 
to Mid-Western wholesale jewelry dis- 
tributors of Community Plate at the 
Edgewater Beach Hotel, Chicago, on 
Oct. 18, with a business session occupy- 
ing the afternoon, followed by cocktails, 
dinner and a floor show in the evening. 

Representatives of wholesale jewelry 
houses attended from Chicago, Cincin- 
nati, Lincoln, Kansas City, Detroit, St. 
Louis, Des Moines, Milwaukee, Toledo, 
Louisville, Cleveland, Indianapolis, 
Omaha and Minneapolis. 

Speaking at the business meeting, M. 
E. Robertson, general manager of 
Oneida, Ltd., said in part, “I hope all 
over this country there are such dis- 
cussions taking place. I hope there 
will be more because I believe you and 
I will agree that the greatest post- 
war economic problem is full employ- 
ment. Unless we have meetings of this 
kind, unless we go forward with plans 
we will not have full employment. 


“Either private industry will provide 
full employment or the Government will 
do it for us and surely we would be 
convicted of being poor business men 
if we did not lay awake now studying 
how we can get that full employment.” 

Following Mr. Robertson’s talk, Har- 
ley H. Noyes, director of sales, outlined 
the plans and policies that have been 
formulated for Tudor Plate, following 
the war, and a closing talk was given 
by P. B. Noyes, president. 

A similar meeting was held for the 
wholesale jewelry distributors of Com- 
munity Plate in the east at the Wal- 
dorf Astoria Hotel in New York on 
Nov. l. 

Representatives of wholesale jewelry 
houses attended from New York, 
Buffalo, Lancaster, Boston, Pittsburgh, 
Harrisburg, Wilmington, Scranton, 
Providence, Philadelphia, Baltimore and 
Washington, D. C. 





Eastern wholesale distributors met with Oneida executives at the Waldorf Astoria in New 
York, on November |. 





Kaplan Celebrates 50th Anniversary 


It’s news when a business firm cele- 
brates its 50th birthday—and the occa- 
sion is doubly noteworthy when the 
founder continues active, after half a 
century, in the company’s direction. 

Such is the golden anniversary of 
Morris Kaplan & Sons, ring manufac- 
turers, who now occupy the entire 15th 
floor at 21 W. 46th St., as a partner- 
ship of Morris Kaplan and sons Charles 
Kaplan and David J. Kaplan. 

Then a young man of 18, Mr. Kaplan 
Sr. started the business 50 years ago, in 
1898, as a manufacturer of Tiffany 
mountings at 85 Nassau St. Continuous 


growth through the years led to several 
removals, first to Ann St., then to 16-18 
Maiden Lane, to 36 W. 47th St. in 1920, 
and five years later to their present 
large quarters. 

BesideS an unusually successful con- 
version to war. production, which now 
accounts for 60° per cent of its total 
output, Morris Kaplan & Sons continues 
to make its well- and favorably-known 
gold wedding rings and ladies’ diamond 
and colored stone rings, identified by 
the firm’s trade mark, the symbol 
“MK” enclosed in a shield. 

Adapting jewelry casting technic to 
making parts for Uncle Sam’s war 
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machines, the firm is manufacturing a 
large variety of shapes and complex 
forms in non-ferrous metals by centri- 
fugal casting to the closest tolerances. 
Such war products include parts for 
various measuring devices and meters 
and a recent large contract for certain 
airplane units. 

Four salesmen represent Morris Kap- 
lan & Sons in contacts with jewelers 
throughout the nation. They are William 
Foss, West Coast; Edward Weinschenk, 
South; S. A. Jongelings, Middle West, 
and David J. Kaplan, East. 





Elgin Watch Plans Thanksgiving and 
Christmas Shows on CBS Network 


Elgin National Watch Co. has an- 
nounced the lineup for its special all- 
star Thanksgiving Day program over the 
CBS network. A special Christmas show 
will also be sponsored as a salute to 
American and Allied fighting men over- 
seas. 

Stars on the Thursday, Nov. 25 pro- 
gram includé George Burns and Gracie 
Allen, Danny O’Neil, Elsie Janis, Ed 
Gardner, Edgar Bergen and Charlie Mc- 
Carthy, Ginny Simms and others, with 
Robert Young, master of ceremonies, 
Ken Carpenter, announcer, and Lou Sil- 
vers conducting a special orchestra. 

The program which is to be heard 
from 4:00 to 6:00 PM, EWT, will be 
beamed by shortwave to American and 
Allied fighting men overseas. 

Plans for the special Christmas pro- 
gram are not yet complete, but it will 
include an all-star cast and will likewise 
be broadcast over CBS from 4:00 until 
6:00 PM, EWT. 


Imperial Gem Syndicate 
Continues Winter Ad Campaign 


Stressing the glamor and craftsman- 
ship of ancient Aztec designs in Mexican 
silver jewelry, Imperial Gem Syndicate 
launched a Pre-Christmas advertising 
campaign with full pages in Vogue, 
Harper’s Bazaar, Town and Country and 
Esquire, style arbiter for men. The 
jewelry is set with stones colored to 
simulate natural jade. The object in 
this and subsequent ads will be to build 
further consumer acceptance for the in- 
dividual jewelry designs made especially 
for Imperial Gem Syndicate. 

The entire line will be identified by 
the name—“Imperial Mexican Jewelry.” 


— ae 


White & Wykoff 1944 Calendar 
Portrays Scenic Spots of America 


For 40 years, the calendar issued each 
winter by the White & Wykoff Mfg. 
Co., Holyoke, Mass., manufacturers of 
high-grade stationery and greeting cards, 
has been a work of artistic merit and in- 
terest. 

The 1944 edition is no exception. En- 
titled “American Scenic Spots,” each of 
the 12 monthly sheets pictures one of the 
famous scenic features of the United 
States, each of which is described in ap- 
propriate text on the reverse side of the 
page. Holidays and birthdays of famous 
Americans are noted on the calendar 
pages. 

Complimentary copies are being sent 
to all regular customers of the firm, and 
others may obtain them as long as the 
supply lasts by making a request upon 
their business letterhead. 
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Hamilton Watch Christmas Ad 
Stresses Community Service 
Of Retail Jewelers 





To make the public conscious of the 
vital community service performed by 
America’s retail jewelers, the Hamilton 
Watch Co. is running this unique adver- 
tisement during the Christmas holidays 
in The Saturday Evening Post (4 colors) 


and National Geographic 
white). 

Headlined “The store that love built,” 
the copy starts: 

“Under that clock your father paused 
a moment and ran his finger between his 
neck and collarband . . . then plunged 
inside to buy a wedding ring. 

“One Christmas long ago, you bent 
your nose against that plate glass win- 
dow, clutching a hoard of pennies. From 
all the gold, the precious stones, the 
rows .of watches, you picked a tiny sil- 
ver pin. (Your mother’s worn it every 
Christmas since.)” 

It continues, in the same vein, to point 
out how the retail jeweler for generations 
has served and counseled the people of 
his community on every gift occasion, 
and urges readers to consult him now to 
insure honest advice about the substitute 
gift merchandise now flooding the mar- 
ket. Copies are available free to all 
jewelers. 


(black and 


General Electric Surveys Stockholders 
On Post-War Radio Desires 


As part of General Electric’s post- 
war planning, an illustrated question- 
naire asking the company’s 227,000 
stockholders what type of a radio re- 
ceiver they would like to buy after the 
war has been mailed with the company’s 
third quarter dividend check. This sur- 
vey asks what kind of a radio is now 
owned, if and when they plan to buy 
a new receiver, the style and type pre- 
ferred, and whether or not they know 
about or are interested in FM, fre- 
quency modulation. 

To make it easy and convenient for 
stockholders to reply, a postage pre- 
paid postcard accompanies the folder 
on which the answers may be indicated. 
Returns will be referred to the Elec- 
tronics Department’s commercial re- 
search receiver division for consideration 
determining the trend of tomorrow’s 
radio in post-war planning. 











John B. Kennedy on Radio 
For Harvel Watch Company: 


The Harvel Watch Co announces tha 
John B. Kennedy, distinguished ol 
commentator, has been signed for a Series 
of weekly broadcasts for Harvel, M 
Kennedy will broadcast on behalf 






































Harvel each Sunday, at 1 PM, Raster . 
War Time over a nationwide hooky A. 
of 55 stations of the Blue Networh ~ 
commencing Dec. 19. . 

Besides sponsoring Mr. Kennedy's pro. ai 
gram Harvel is expanding its other rag re 
advertising for 1944 with another aye Al 
different type of show being broade A 
over another national set of stations, 

The second Harvel feature yijlj } B 
“Soldiers of the Press,” a series of broad B: 
casts dramatizing colorful real life storie Be 
of the war experiences of famous . 
correspondents with the overseas forces Bi 

“Now, more than ever,” says H. qe 2 
Harteveldt, Harvel president, “is th : 
ideal time to back Harvel dealers withh B 
‘prestige’ promotion. Temporarily presged— 3 
for sufficient watches to sell, the only . 
link with the public is advertising thif B 
creates a favorable impression. Bi 

“After all, the shortage of watches js . 
a temporary condition and is bound tp§ B: 
improve eventually. In the advertising 3 
and promotion of Harvel watches, we » 
are committed to a policy which takes 
into account the long-term values.” Ci 
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John B. Kennedy, famous news commentator 
at work on his analysis of the past weeks & 
events, E 
ssa Na E 
Li: 
Sales Helps for Rima Dealers E 

Rima Watch Co., New York, is cur- 
rently offering to its dealers a series of , 
advertising and display material de r 
signed to help them through the difi-§ jy 
cult war period, and to keep themselves§ ; 
in the public eye for the post-war era. 

It consists of 26 completely preparelg 5 
newspaper ads; 2 counter and window : 
display cards in color; 10 radio cmp » 


mercials and 35 watch illustrations, 
presented in an excellently bound b 


BLIND MARINE GETS SPECIAL WATCH 


Marine Sgt. Al Schmid, who W 
blinded the night he killed 200 Japs wil 
machine gun fire on Guadalcanal, 
been presented with a specially m 
watch by the Gruen Watch Co. 3: 
geant Schmid’s watch has a gold lid 
a spring hinge in place of a crystal 
When the lid is opened, the wearer 
tell the time by feeling the hands and 
the raised figures on the dial. 
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LET'S SHARE 


How mucu would you give to help lighten the misery 
of a captive American soldier in a German prison camp? 

Would you be willing to give another dollar to sayg 
the life of a starving Greek child? Then would you add 
another dollar to help the tortured victims of Hitler’s 
cruelty in Poland? 

And surely you'd be glad to chip in with your bit 
toward providing a few of the little comforts for our 
boys who are fighting for you in the foxholes of the 
South Pacific or on the storm-swept Italian mountains. 

Merely to ask those questions is to answer them— 
no decent American, safe, sheltered, comfortable, and 
well fed, could do otherwise. 

The National War Fund is now collecting in one 
campaign the money to carry on all those and the many 
other war-time humanitarian activities, such as the Sea- 
men’s Service, the care of refugees, and the relief funds 
for all the oppressed nations. You are asked to give only 
once, but to make that one gift enough for all. Set down 
what you would give to each of these causes individually, 
and then make that total your gift to the National War 
Fund. 

We jewelers here in America have been doubly 
blessed. We have escaped the horrors of war and we 
have enjoyed a year of remarkable prosperity. Let us 
show our thankfulness by sharing our abundance—and 
sharing it generously—with our less fortunate brothers 
in whose place we ourselves, but for the grace of God. 
might be. 


LOOKING AHEAD 


Last MontH on this page we suggested that it would 
be a good idea for manufacturers not only to do some 
post-war planning but to tell their dealers and dis- 
tributors what those plans are, so that they too can be- 
gin to lay out their own programs. 

We are happy to see, therefore, that at least one im- 
portant manufacturer is doing exactly that. The Jew- 
elers’ Circular-Keystone can claim -no credit for it 
because al] the arrangements were already under way 
at the time that editorial was being written (though we 
did not know it), but Oneida Ltd. last month held two 
meetings with its wholesalers—one in Chicago and one 
in New York—to let them know exactly what the com- 
pany expects to do after the war. 

We compliment this organization for its intelligent 
foresight, and hope that other makers of jewelers’ goods 
will follow its forward-looking example. 


TRUTH IN ADVERTISING 


Last werk we atténded a meeting of retail jewelers 
at which a complaint was voiced that we believe should 
be given some careful consideration by manufacturers. 

Why, these retailers asked, do some manufacturers, 
even though they have little or nothing to sell, continue 
to run the kind of advertising that suggests to the pub- 
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lic that complete assortments of their products are ayaj. 
able in practically every jewelry store? ; 

Why don’t they change their advertising message to 
make it perfectly clear that all they’re doing is to keep 
the public reminded of their names and brands and ty 
maintain their good-will for the post-war era? 

When a customer sees in one of the popular mag- 
azines an ad that implies that he'll see a lot of Whozis 
watches at his jeweler’s and then find only one or two, 
if any, all it does is to cause needless irritation and jl). 
will for both manufacturer and retailer. 

Today’s consumer advertising, these retailers say, 
should not lead the customer to expect things that he 
won't find. We agree. 

Most manufacturers in the jewelry field are properly 
adjusting their advertising to today’s conditions, but 
there are a few, who because of carelessness or for some 
other reason, are giving an entirely erroneous impression, 
which might very easily cause an unfavorable reaction Bas 
when the customer learns the facts. - 

Every reputable concern is careful to avoid making 
unjustifiable claims about its product—they should } 
equally careful to avoid giving the customer a mistaké 
idea about the amount of their merchandise that is avaik 
able for him.  : 
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YOU CAN HELP. 


ONE OF THE Most important duties of the civilian am 
the home front is the avoidance of waste and the sak 
vaging of essential scrap materials. i 

Jewelers, because of the nature of their business, can 
contribute little or nothing toward the collection of sudh 
things, as scrap iron or old rubber. But there is anothet 
and equally vital, though often forgotten, material 
which they can be decidedly helpful. 7 

That material is paper. Waste paper is desperatel 
needed by the nation’s paper mills. Bombs, shells, & 
tions, blood plasma, bullets—all are shipped to the fre 
in. paper containers, and waste paper.-is. the princip 
ingredient out of which those containers are made. ~ 

More than seven million tons of it will be needed this 
coming year, and if collection continues at only the pret —_ 
ent rate, we shall be short a million and a half toms 
Every pound will help. Go through your store now, ge 
out every bit of waste paper you have, bundle it up a 
turn it in. 

And keep on doing it. Don’t waste paper and dont 
burn old wrapping paper or cartons or other waste py 
per. Save it and turn it in as often as you get.an accuih gy” 
ulation. 


Editor 
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